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COLUMBIAN ROPE MERCHANDISER 
DISPLAYS — MEASURES — CUTS — SELLS 






Who says rope sales are hard to make? 
With this new Columbian Rope Merchandiser, 
you can sell rope on the same quick, easy basis 
as a can of paint, a box of carpet tacks or any 
other ‘packaged goods” item! 


Brings your rope out of hiding — puts 7 
sizes within easy reach, right in plain view | 
of your customers —saves wasted time SaaS ale | 
and wasted rope — acts as a constant re- wail 6-1 -} 
minder and invitation to buy! 


Over 1000 of these machines are already in 
use. They've won approval of customers and Rope is stored in the basement 
salesmen alike. See your jobber today for and dispensed from the Merchan 


complete information diser as sold. An accurate measuring 
device and safety-type cutter are in 
cluded in the unit. Install a Colum 


COLUMBIAN ROPE CO. bian Rope Merchandiser in your store. 
AUBURN, “The Cordage City’, N. Y. 
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MAKES “WAR-EAGLE” 
A BETTER SISAL ROPE 


ea a 6 





THe purpose of lubricating any fibre rope is to seal in 

A ~ natural fibre moisture to prevent drying out . . . to reduce 

~~ internal chafing of fibres . . . and to stop absorption of water 

; . all of which add strength and extra life to the rope. 

(* _ | | Therefore, the efficiency of the cordage solution used makes 
‘ a big difference in the ultimate quality of the rope. 


“War. Eagle” Rope, which in the first place is made of agave sisalana, the 
finest Sisal fibre obtainable, is lubricated with a special solution formerly 
used only in “American Superior” first-grade Manila rope. This solution is 
“American’s” own formula. It is highly resistant to water and to evaporation 
and even defies the action of chemicals to wash it out. 


The result is that the minimum tensile strength of “War-Eagle” Rope is 
80% of first-grade Manila. In actual use “War-Eagle” has already amazed 
experienced rope men with its unexpectedly high performances. “War-Eagle” 
is clean, free from oiliness and easy to handle. It is made in a complete 


range of sizes and can be sold freely without restriction. Write for sample ' 
and complete information, giving nearest jobber’s name. { 
AMERICAN MANUFACTURING COMPANY 


Noble and West Sts., Brooklyn, N. Y. 


WESTERN FACTORY: ST. LOUIS CORDAGE MILLS, s+. Louis, Mo. 
Branches: BOSTON, BALTIMORE, PHILADELPHIA, CHICAGO, NEW ORLEANS, HOUSTON 


| WAR-EAGLE 
ror quauiT? BODE : 
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Yale’s 3 Movins’Men Can Do a Big Job in Your Store 


IF you display Yale Products—YALE’S Reputa- SATURDAY EVENING POST advertisements 
tion wins your customers’ confidence. which help bring customers into your store. 

IF you talk Yale sales points—the extra advan- 

TAKE THE IFS OUT OF YOUR BUSINESS 


tages of YALE Quality in locks, door closers and 
PUT YALE’S 3 SALES MOVERS IN—TODAY 


builders’ hardware will make every sale a bigger 
sale. 


IF you use Yale selling aids—you’ll be 
tying up with YALE Promotion, including 





THE NAME YALE HELPS MAKE THE SALE 


THE YALE & TOWNE Stinrono, conn..u.s... 


‘ 
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NETTING 


A strong, evenly woven netting— 
with LOCK- 7~wist Leper 


which rolls out very stra 
Does not bulge oF 848: Heavily 
nized. Furnished in 1’ ' and 2’ ' mesh— 

n standard widths from 12” to 12". 


oun of 150 linear feet. 
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_ ANIMAL PEN AND 
HEAVY purpose 
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WICKWIRE BROTHERS 
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‘Wickwire 
Brothers 1 ‘tL 
; of full. gauge | 
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name of Wicl Coctiend fctting alae s 
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THE TOOL BOX OF THE WORLD 


Experienced workers in every trade find that 
Stanley Rules offer many advanced features of 
design that make them more convenient to use, 
easier to read, and longer lasting. 

Included are Stanley “Pull-Push” Rules with 
flexible-rigid steel blades for straight measurements 
— also curves, cylinders and angles; Stanley “Green 
End” Zig-Zag Rules of selected rock maple with 
both regular and vertical markings; Bricklayers’ 
Rules, Boxwood Folding Rules, handy Caliper 
Rules, and other special purpose Rules. 


Stanley Rules are one of many complete lines of 
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tools from The Tool Box of the World. All have 
been thoroughly tested and approved by craftsmen 


the world over, and all are distinguished by this 
best-known mark on tools ...... - 


Trade Mark 


Ask for Stanley Tool Catalog No. 34. It’s the 
world’s leading reference book for good tools. 


STANLEY TOOLS 


DIVISION OF sTHE STANLEY WORKS 


NEW BRITAIN, CONN. 


THE TOOL BOX OF THE WORLI 














G’BYE BOYS, IT’S BUG-A-BOO = WHOSE ) 


Sales Go Up and 











SOcgo 


Ny.u. 
a 
Bug-a-boo far exceeds 


minimum requirements 
of U. S. Dept. of Commerce 
for an AA Grade insect spray. 





TWO MORE BUG-A-BOO 


——— 


MONEY-MAKERS 

-a-boo Moth Crystals— 
Bug e-eeneacented crystals “4 
ed in attractive 1-Ib, 3-lb, or > sane 
cans with free vaporizer bags. me 
in a closet, they give off a vapor 4 
kills destructive moth worms. 
clinging moth-ball odor. 







-a-boo Garden Spray— 
Hd “0 controls insects —S 
flowers and shrubs. Highly — 
trated, 4 oz. make 12 to - = . 
of spray. When used as directed, 
is harmless to humans or pets. 
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| EAR after year, more and more peo- 
ry a ple ask for Bug-a-boo. They. read 
t +p about this Super Insect Spray in strong 
“| | | advertisements in LIFE, THE SATUR- 
aN DAY EVENING POST, and GOOD 
HOUSEKEEPING. They hear about it on the radio. They 


try it, and find out that it’s extra-effective, pleasant to use, 
and won’t’ spot or stain. 


What’s more— and important! Bug-a-boo earns a satis- 
factory profit. It’s a real money-maker. It pays you well to 
stock it and push it. Get Bug-a-boo 
from your wholesaler, or address the 
nearest office of Socony- Vacuum, or 


26 Broadway, New York City. 







° THE INSECT SPRAY THAT PAYS A PROFIT ° 
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Qo on duty with the 
i doughboys, too! 


Guarding supplies, equipment and soldiers’ personal belong- 














ings, Master padlocks are now in service at military camps, 
forts, and with the expeditionary forces. On the home front, 
too, Master padlocks are demonstrating their great strength 
and dependability in the protection of defense industries, util- 
ities and farms . . . “doing a job” that grows in importance 
as our war effort expands. Thus on land as at sea, in the army 
as in the navy, wherever padlocks can add to national secur- 


ity, there you'll find Master, serving America ... and you. 


LAMINATED « WROUGHT STEEL © POUR CASE 


MASTER LOCK COMPANY, Milwaukee, Wis., Wot4é Leading Padlock Manupgacturcrs 
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Delegates at General Electric’s Retail Development League Open Forum meeting in New York enjoyed 
three days of spirited, sincere, and informative discussion last Jan. 26, 27, and 28. 


BOUT THE FIRST OF FEBRUARY. from every corner of the country, 
A these retailers of General Electric appliances came to hear the 
facts. They received last minute reports on developments at Wash- 
ington . . . probable further curtailment of production, possible 
“freezing” of stocks and even complete stoppage of production on 
some lines. All in all, it wasn’t a very rosy picture. 


But in the face of known facts and unfavorable conjectures, feel- 
ings were far from pessimistic. Most Dealers said: “We'll stick with 
the appliance business.”’ It will mean handling additional types of 
merchandise, operating with a skeleton staff, increased emphasis on 
service, and other such expediencies. 


NOTE: Since the above statement was written some of the adverse predictions 
made at these meetings have already come true. This does not, however, 
affect the broad advertising and service policy of the General Electric 
Company nor, we believe, the spirit of the retailers of its appliances. 
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Chicago R. D. L. meeting Feb. 2, 3, and 4. Many helpful suggestions were received equally enthusiastically 
by both the attending delegates and General Electric. 


_..and the Future. too 


But it also means keeping good will and maintaining the Dealer’s 
name before the public as the local headquarters for electric appli- 
ances...the place where people will go to buy the appliances 
they’ve been wanting when things get back to normal. 


General Electric plans, through continued national advertising, to 
keep alive Mrs. America’s interest in electric appliances and what 
they can do for her. And, of course, the basic structure of G-E’s 
services to its retailers and the public will also be maintained. 


General Electric, too, is facing the facts... and the future. 


GENERAL @ ELECTRIC 
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HOW MUCH 
NYLON IS AVAILABLE 
THIS SEASON 


FOR RACKET STRINGS, FISHING LEADERS, SNELLED HOOKS? 





T PRESENT nylon production is being 
A devoted to uses vital to the Victory 
program. Its unusual properties have 
been drafted to help win the war. How- 
ever, enough nylon is available for con- 
sumer use to satisfy a normal season. 

In the regular course of manufacture 
and distribution, nylon for racket strings 
and fishing tackle was already in proc- 
ess when nylon was readily available. 
Therefore, there should be enough on 
hand to take care of your consumers’ 
demand as long as you manage your 


supply carefully. 


With nylon helping the drive 
for Victory, what’s the nylon story 
for your customers? Read Du Pont’s 


answer on the situation... 





What about the future? Out of the 
“know-how” created by Du Pont’s ex- 
tensive production and research efforts 
for victory will come nylon with quali- 
ties as good as or better than ever. 

_ Development of nylon for racket 
strings and fishing leaders began years 
ago to meet a definite purpose and spe- 
cific need which will still exist after the 
present emergency dies. Hearty accept- 
ance of those nylon products by tennis 
players and fishermen has earned for 
them a permanent place in the sports 


world and in your store. 





DE NEMOURS & CO. (INC.) 


7) PUN 
1 pe eegeers © E 1 


E. |. DU PONT 


/ ) 
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x Your customers will be wanting Red Edge Screen Cloth—and 
you'll be ordering Red Edge as usual. But this vital health pro- 
tection is a necessity for the barracks, kitchens, hospitals, officers’ 
quarters and defense-workers’ homes at the Army, Navy and 
Marine encampments, as well as for the civilian population. Also, 
airplanes, battleships, tanks and guns use the same high-grade 
metals that go into the manufacture of Red Edge Screen Cloth. 


Consequently, all manufacturers are limited as to the amount of 
basic materials they can secure to make screen cloth for civilian 
use. However, we want you to know that all the Red Edge Screen 
Cloth we can manufacture for this purpose will be fairly and honestly 
distributed, that all our old and loyal Red Edge trade connections 
will get their fair allotted quota—and that every square foot will 
be Red Edge quality. This is our pledge to you and your customers. 
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Abundant water supply is essential and all- 
important on the farm if increased food demands 
are to be met. Under strained war conditions, 
the output of new farm equipment has been 
curtailed and the Department of Agriculture ad- 
vises that, “this is no time to scrap equipment 
which might be discarded under ordinary con- 
ditions”. 


Myers dealers are finding it profitable to go 
after service and repair work. With exact 
knowledge of their customer’s water facilities, 
these dealers are inspecting installations, regard- 


in serviceable condition. Worn parts, plunger 
leathers, etc., are being replaced. An earnest 
effort to obtain the maximum service out of 
each unit is being stressed. 


Fittings and parts for Myers Pumps and Water 
Systems are available. It is good business to go 
after service and repair work now. It will help 
to establish you as a pump specialist and will 
give you an inside edge over low price compe- 
tition. In no better way can you lay the ground- 
work for return sales of new equipment when 
it again becomes available. 


THE F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 





Take Ofrx Your Hat 3 
¢ Pad) 


PUMPS ‘WATER SYSTEMS - HAY TOOLS -DOOR HANGERS 


EVERYBODY KNOWS ; de si ( a 
VERS wee 
MI Y iS} Shallow and Deep Wel! Power Pump, 
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SCREEN HARDWARE 


is the urgent demand of the hour! 
. ¥ you can rest assured that your trade fully appreciates 


the compelling need for adequate protection from the 
annual fly and insect menace. Procrastination in installing 
this type of hardware seldom occurs because successful pre- 
vention depends upon early preparedness. 


National Screen Hardware 


Many combination sets and individual accessories are included 
in this extensive assortment of screen hardware. All of these 
products were designed and constructed of the best materials 
to facilitate the utmost in efficiency and service conveniences. 


This hardware is further enhanced by its attractive finishes, 
which add many years of life to its smooth-operating perform- 





ance. Once installed, further attention is seldom required. i, 


Screen Door 
Turnbuckle 


Be sure to order your supply of National 
Screen Hardware today so as to enjoy the 
seasonal spirited sales demand existing now! 


NATIONAL 
MANUFACTURING CO. 


STERLING - ILLINOIS 

















Coil Spring 


SCREEN AND STORM DOOR SETS 





No. 79 Screen and Storm Sash Hanger 
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GIVE "EM 
‘BOTH BARRELS! 


HERE ARE TWO DISPLAYS BY CARBORUNDUM TO HELP 
INCREASE YOUR SALES TO CARPENTERS AND MECHANICS. 
PUT "EM BOTH TO WORK ON YOUR COUNTER NOW! 
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War production has created a record de- 

mand for tool room abrasive sticks and 
stones. Tool makers, die makers and mechan- 
ics need these stones to put the finishing 
touches on tools and dies. The assortment 
contains square, triangular, round and half- 
round shapes in both Carborundum Brand 
Silicon Carbide and Aloxite Brand Aluminum 
Oxide. And this new display makes it easy to 
sell the right stone for the job. 


The “Silent Salesman” above will stop car- 
penters, mechanics, workshop fans and 
other edged tool customers with a quick re- 


minder that they need a good sharpening 
stone too. Set it up in your tool section or 
window. Compact in size, 154%” wide by 18” 
high, it holds on display half a dozen assorted 
stones. Comes with an assortment of eight 
stones ... 2—No. 108 stones, 2—No. 109, 1— 
No. 110, 1—No. 115, 1—No. 121 and 1—No. 
134. Write for display No. 741. Lists at $11.40 
—$7.61 net to dealer. 





THE CARBORUNDUM COMPANY « NIAGARA FALLS, N.Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh. Cincinnati, Grand Rapids 


(Carborundum and Aloxite are registered trade-marks of and indicate manufacture by The Carborundum Company) 
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GOLD 


Although our capacity is America’s 


W* value highly your preference BUT WE HAVE 2 PROBLEMS. (1) 
for Gold Strand Screen Cloth, as largest, part of our production of insect 


shown by your orders. Our metallur- screen cloth is now allocated to army 

: 5 and navy cantonments. That volume, 

gists and production experts have con- piled on top of civilian orders, means 

. that it may be difficult for us to give 

stantly strived to make Gold Strand pantie one Aine 
the highest quality, best value possible —or as promptly as usual. 


(2) PRODUCTION of screen cloth is 
reduced. An increasing proportion of 
the output of Wickwire Spencer’s blast 
furnaces, open hearth furnaces, and 
seven manufacturing plants must now 
go into parts for tanks, planes, ships, 
and guns... to swat foreign “insects.” 


to produce. 





; 


44 STRAND | 100 Ft 






We know that’s what you would 
want done. 


WE PLEDGE to do our utmost to give 
you deliveries, consistent with war 
needs. And we promise that as soon as 
possible you shall again have all the 
Gold Strand you want, to serve civil- 
ian needs. 





AMERICAN. WIRE FABRICS CORPORATION Swhsidiery of 


WICKWIRE SPENCER STEEL COMPANY 
NEW YORK «© © © CHICAGO + © © SAN FRANCISCO 


Also makers of: Hardware Cloth - Nails & Brads - Poultry Netting - Chain Link Fence 
Door Springs - Hex Mesh Netting - Single & Double Gates - Wire - Picture Cord 
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You're looking for something you can count on these 



























days . . . something that will be there when you need it! 

For seventy years, Florence has been building security 
for its dealers. And Florence has built it in the only way 
it can be built to last: by skillful, painstaking, forward- 
looking craftsmanship that has made Florence Ranges 
better and better, year after year .. . by quality and value 
that have steadily given Florence Dealers more and more 
to offer to their customers! 

That’s why there is solid security for you in the name 





“Florence” .. . for to millions of American homemakers, 

that name means the easiest, most dependable cooking 

in the world. 
Right now, we are doing our utmost to co-operate M4 

with the Victory Program; that’s the most important job be 

today for any of us. But within the limits set by that 

job, we are building you as many new ranges as we 

can... we are doing our level best for you and every 





FLORENCE SERVES FOR VICTORY Florence Dealer everywhere. 


Bisinede enchosn nie tate You can count on Florence . . . today when the going 
filling important Army is rough . . . tomorrow when peace brings a more normal 
and Navy contracts. This a ‘i 

is in addition to supply- life again. Remember that Florence and Florence Dealers 


ing Florence Ranges and 
Heaters for Defense Hous- 


ing projects. gone through them successfully. We will go through 


have gone through wars and their problems before, and 














* ‘this one successfully, too. 


DUAL-OVEN ; ' VY), ELECTRIC 
. é » 


9010 
FLORENCE 


RANGES 


Range for Every Modern Fuel 











FLORENCE STOVE COMPANY: Gardner, Massachusetts; Kankakee, Illinois; 1458-59 Merchandise Mart, Chicago; 45 E. 17th Street, 
New York; 53 Alabama Street, S.W., Atlanta; 301 N. Market St., Dallas; 2730— 16th St., San Francisco. 
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WHY DO PEOPLE 
WRITE NOTES TO 


hemselves 


IMPLY because they don’t trust 

their own memories. And you 
can’t afford to trust their memories 
either. To hold future business, you 
need to keep reminding customers 
time and again of your store and the 
products you sell. 

We are practicing what we preach, 
too. For even though we may be 
booked up with war orders — even 
though we can not handle non-de- 
fense business right now—we want 
our dealers to enjoy a big share of 
the tremendous backlog of business 
that will follow when the war clouds 
roll by. And so we keep reminding 
your customers of U-S-S Steel Roof- 
ing and Siding month after month 
in our advertising in leading farm 
magazines. 

Be sure to let customers know that 
you have their interests in mind. 
When you are able to get new deliv- 
eries on steel sheets, tell customers 
who have asked for sheets and who 


need them. And be sure to point out 
that you handle high-quality U-S-S 
Sheets—the brand that has won a 
reputation for long life. Build your 
future business by offering the free 
building plans that we provide. If 


° 
you do not have them, be sure to 
write us for samples. 

Remember, if you want to hold 
business for the future—you’ve got 
to keep reminding customers today 
to come to your store. 


U°S‘S ROOFING AND SIDING SHEETS 


CARNEGIE-ILLINOIS STEEL CORPORATION, 
& WIRE COMPANY, 
COLUMBIA STEEL COMPANY, San 


AMERICAN STEEL 


Pittsburgh 


Francisco 


and Chicago 
Cleveland, Chicago and New York 


TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


SO 9 met Oe 
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THIS IS NOT THE FIRST TIME 
JACKSON SUPERIOR PRODUCTS 
HAVE GONE TO WAR 


The first pressed steel tray wheelbarrows ever 
made in this country, or any other country, were 
manufactured by Jackson Manufacturing Com- 
pany in 1876. In these 67 years we have come 
through war and peace and today this experience 
plus our modern plant is enabling us to meet the 
conditions imposed by another war. Today, as 
always, hardware men are sure that when they 
sell a Jackson Product they have sold a Superior 
Product. 





ASK YOUR JOBBER FOR DETAILS 


JACKSON MANUFACTURING CO. 


HARRISBURG PENNSYLVANIA 














FLOORS AND 
FLOOR COVERINGS 









BALL BEARING 


CASTERS 


THESE casters PROTECT floors and floor cover- 
ings—no scratches on floor, ru or carpets. 

THESE CASTERS Gleme” Casters are ball bearing al and psa 
HAVE A BALL THAT smoothly and easily in any direction and—they sell 

ROLLS ON BALLS as easily as they move. Let “Aeme’’ step up your 
caster sales and profits. Every customer is a logi- 
cal prospect for ‘“‘Acme’’ Ball Bearing Casters. 


THE SCHATZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 


Detroit Office: 2640 Book Tower @ Chicago Office: 902 S. Wabash Ave 
Cleveland Office: 402 Swetiand Building 


18 HARDWARE AGE 


Wiese, 








GE 


# 
be 
bd 
S 











You’re a Key Man in This 
Critical “Crusade”’ 


Here’s Why: There’s an old, rusty, dis- 
carded plow on many a farm in your section 

. or a cultivator, disk, mower or binder. 
To the farmer they’re just ‘‘useless junk’”’. 
But in the hungry steel furnaces of America 
every pound of that scrap iron is worth two 
pounds of iron ore. An old mower, for example, 
provides enough metal, when mixed with other necessary ingredients, 
to make 700 armor piercing projectiles. Similarly, an old plow, 
weighing 850 Ibs., becomes 150 light machine guns! 





Last year our country’s steel mills produced 82,900,000 tons of 
steel. The major ingredient was SCRAP IRON — approximately 
43,250,000 tons of it! 


You’re in a valuable key position — knowing hundreds of farmers 
personally, talking to scores of them every week. So, put your 
weight into this “crusade’’— urge every farmer to market every 
pound of scrap on his farm — NOW! 


More Scrap Should Help Ease the 
Shortage of Needed Fence, Too 


More scrap collected means more steel produced for every war 
need. Woven wire fence will always be a basic essential to the con- 
servation of American soil, crops, livestock and labor. War de- 
mands are naturally restricting the production 
of Keystone fence. But Keystone is devoting 
all material available, under present Govern- 
ment regulations, to the manufacture of wire 
products needed on the farm. 


KEYSTONE STEEL & WIRE CO. 
Dept. P-8 PEORIA, ILLINOIS 


Makers of 
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Many old, worn-out tools, like this old 
disk, are standing in fence corners — 
behind sheds— on farms everywhere. 





Farmers accumulate small piles of dis- 
carded parts like this, year after year. 
Good usable scrap — almost every pound. 








You'll be doing a lot to help by urging 
your farmers to get scrap piles like this 
to market -NOW. 
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Every feature on the Grand Gas Range is a selling feature. 
Econo-Speed Burners light instantly, positively. Practical 
features like simmer burners and roomy storage space. Lux- 


ury features like the smart non-glare lamp and automatic 
“Sunshine” oven light. A.G.A. approved for all types of gases. 


Grand’s Exclusive 


SAFE-TEE-KEE /_; 


No prying youngsters or busy adults 
can turn burners on accidentally. The 
gas supply locks off at a master valve with 
handy removable key. Prevents escap- 
ing gas or needless burning flame. A 
priceless safety and economy feature. 





Grand’s Exclusive 
SAFETY OVEN PILOT 


Automatic lighting with a pilot of cast iron, 
placed to maintain 100% efficiency for years of 
service. Can't be blown out by drafts from in- 
doors or outdoors. An additional kitchen safety 
assurance. 














1 
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You may be a manufacturer who has to rush some 
samples to a salesman to close a contract. Or a retailer who 
eel a “hard-to-get” item double-quick. In either case, in any 
case where shipping speed is paramount, Air Express is the 
answer. It’s fastest all-around, with 3-mile-a-minute sky-speed 
for shipments weighing a pound or a ton, plus special handling 
on the ground! 

Arr Express rates are remarkably low, too. There's no 
extra charge for special pick-up and special delivery within 
regular Railway Express chicle limits in all cities and principal 
towns. International Air Express to and from principal cities 
of Canada, Alaska, Bermuda, West Indies, indus Central 
and South America. For service, phone Railway Express, 
Arr Express Division. 





S “YOU CAN'T BEAT AIR EXPRESS FOR 
a \_SPEED AND REAL ECONOMY!" 


























XAM $$ ECONOMY 
ES OF AIR EXPRE , 

. os Charge i“? wegen — 4 

1b. 3 Ibs. 5 lbs. * 

ae 700 $1.04 $1.12 $132 92.00 

ps ey 126 140 «240 508 

ees 100 240 8 os 
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‘FASTEST WAY’ MEANS AIR EXPRESS 


AUR &e> EXPRESS 


Division of RAILWAY EXPRESS 
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Express, When you read in your daily paper about power 


shortages and power rationing, you realize the im- 
portance of electrical power to a nation at war. For- 

7 tunately, our ample peace time supply is standing 
us in good stead now that power has become an 
almost “critical” war material. To the men of the 
electrical industry, the name “Crescent” has long 
been a household word .. . a mark that identifies the 
best in hand tools. 


Crescent Tools include adjustable wrenches, pliers 
of all types, hacksaws, snips, screwdrivers, etc., 
etc. They are sold under the “Crescent” and “Cresto- 
loy” trade names by hardware and _ industrial 
distributors everywhere. 


CRESCENT TOOL COMPANY. JAMESTOWN, N. Y. 


CRESCENT TOOLS 
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NAIL HOLDING HAMMERS 
— 


j 


TAPER ROLLED BLADE 


Strongest construction open back type. Heavy 
section extends full width of blade from top 
to point of frog where strain is most severe. 
Blade and socket heat treated. 


RIVETLESS SOCKET 


No rivets. Socket is smooth and elimination 
of rivet holes increases strength of handle. 


HANDLES 


Northern ash. Attractively finished with a 
walnut color. Bug-proof lacquer. 


@ Perfect balance. Supplied in D and long 
handle. Round and square point. 


- spi” 


gyre 


HENRY CHENEY HAMMER CORP. 
Factory: Little Falls, N. Y. 


Sales Office: 302 Broadway, N. Y. City *+) 


FOR MORE, MUCH MORE HAMMER ~ AMES - 
BUSINESS STOCK CHENEY, THE ; Since 
EXCLUSIVE NAIL HOLDING HAMMERS. es 1774 y 


[ | E N F Y AMES BALDWIN WYOMING CO. 


PARKERSBURG NORTH EASTON 
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IT’S HIGH TIME 





TO ORDER YOUR DOO-KLIPS 





YOUR JOBBER MAY STILL BE MAKING DELIVERIES 





ARMS 
COME BEFORE LAWN TOOLS 


The Alliance Mfg. Co., like many 
other producers of hardware 
items, is devoting most of its 
facilities to the making of war 
materials. Until Victory is af- 
tained our lawn tool production 
will be necessarily curtailed. 





Because D66-Klip Lawn Tools are mostly a seasonal item 
and because they are sold only through hardware jobbers, it 
is advisable for us to start shipping to jobbers in the fall of 
the year. Consequently, many jobbers who ordered early 
have fairly good stocks of D66-Klip Lawn Tools. 


There is no question but that you will sell all the D66-Klips 
you can get this year. Millions of new homes have been built 
in the last 12 months. This means as many new lawns to be 
taken care of—as many new prospects for D6dG-Klip Lawn 
Tools. So check your stocks of every one of the Ddo-Klips 
shown below—then call your jobber and place your order 
for this season. fa 




















The Doo-Klip The Dds-Klip 
e Doo-Klip Standar . ’ 
GRASS SHEAR GRASS SHEAR Price $2.00 GRASS SHEAR 





Price $1.00 Price $1.50 









Price $2.50 








ALLIANCE MANUFACTURING COMPANY - Alliance, Ohio 
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OIL RANGES 
AND HEATERS 








DW ie..in — the original — 

made ENTIRELY of the 

famous Fibergias Yarn, elimi- 

nates competition in price, per- 

No cus- 

to using cheap 

» smelly, slow-lighting, old. 

fas d wicks once ¢ have 

used Glaswik. invest! this 

source of protected profits — 
Today! 





FEATURES 


Lights instantly 

Needs practically no 
attention 

Lasts many times longer 

Produces maximum heat 

No carbon or soot 

Uses less oil 

Cheaper per hour of use 
Mfg. under U.S. Pat. 

Nos. 2,197,866 and 2,184,899. 

ATLAS ASBESTOS CO. 

Dept. 2 NORTH WALES, PA. 





WRITE TODAY FOR INFORMATION 














OLE TIMER Sez: 


“Our ancestors didn't come over 
on the Mayflower—but they were 
here to meet the boat!" 


Claiming FIRST in mod- 
ern kitchen tools isn't al- 
together Edlund "tall 
talk" . . . but it's a place- 
in-the-class we hope to 
continue to hold. 


THE FORSTNER AUGER BIT 


A case in point... 
EDLUND 


TOP-OFF 


JAR OPENER 
At Your Jobber 


The amazing versatility of the Forstner Auger Bit will immediately 
make a hit with all your customers who work with wood. Because 
the entire cutting surface works all the time, this tool bores a per- 
fectly smooth - walled, flat- bottomed hole. And because the Forstner 
is guided by its circular rim instead of a center spur it is especially 
suitable for cutting through hard, knotty or irregular grained woods 
} and for boring at any angle. Wood - workers use this tool for dozens 
} of jobs — such as mortising, scalloping, scroll work and pattern 
making — commonly done with chisel, gouge, scroll saw or lathe. 





Made of fine, tempered tool steel. Operate freely without clogging. 
Available with machine or hand brace shanks in the following sizes : 
For machine use, 4“ to 112” by sixteenths; 1%“ 
to 3” by eighths. For hand use, 4“ to 142” by six- 


COMPANY rr teenths. Sold singly or in sets of 9, 11 or 17 bits 
each. Order through your jobber. 


BURLINGTON, VERMONT PROGRESSIVE MFG L 0 


TORRINGTON >. O.% ae oe E4 
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TRADE-MARK REG. U. S. PAT. OFF. 


THERMDs 


%& Marching to work around the clock with 
American workmen is the “Thermos” Lunch Kit. 
This “‘defense tool extraordinary” provides nour- 
ishing lunches with hot or cold beverages—keeps 
war workers sensibly fed and fit for their jobs. 

“Thermos” advertising in The Saturday Eve- 
ning Post and Time tells how ““Thermos” is help- 


PROTECTS THE HEALTH OF THE MEN 
WHOSE WORK PROTECTS AMERICA 


ing to build the vital war machines. This adver- 
tising is your advertising. It maintains the recog- 
nized prestige and salability of “Thermos” brand 
today—and tomorrow. 

In addition to vacuum bottles, be sure to have 
on hand a serviceable stock of “Thermos” brand 
replacement fillers. 


THE AMERICAN 


3) 


THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


'G7- Me Reldelatic 


s Limited, London 
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Nicholson and Black Diamond Files are consistently advertised. The adver- 
tisement at left will appear in The Saturday Evening Post and in adapted 
form in Country Gentleman, Successful Farming, Popular Mechanics, 
Popular Science and Mechanix Illustrated. These have a combined circu- 
lation of over 8,000,000 and an estimated readership of 25,000,000. 


...and Aiding 
by Serving 





You're contributing a worthy war-winning service 
when you urge civilians to make things last longer 
. « « by showing them what, where and how they 
can save or conserve .. . and by selling them the 
tools that will enable them to do it. 

No question about files. They’re indispensable 
in keeping transportation, household, farm, shop, 
mill and other equipment in usable condition. 
Nicholson consumer advertising is designed to help. 

This spreading wave of “fix-up” activity — in 
local repair shops and among equipment owners 
themselves —is broadening the variety of files 
needed. (And Nicholson or Black Diamond brands 
are usually first in the purchasers’ minds.) 

In addition to such standbys as Mill and Slim 
Taper (Saw) files, your stocks should include 
machinists’ Flat, Square, Three Square, Round and 
Half-round types. Your jobber can help you line up 
a practical assortment of cuts and sizes for your trade. 


NICHOLSON FILE CO., PROVIDENCE, R. I., U. S. A. 
(Also Canadian Plant, Port Hope, Ont.) 
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TENSO HALTER AND DOG CHAINS 
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ACCO 
COTTER PINS 






CAMPBELL 
COTTER PINS 
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YOUR JOBBER IS READY TO COOPERATE 


Come what may, Springtime is chain time. Within the limits of his inventories, 
you can rely on your AMERICAN CHAIN jobber to give you all possible help in these 
“shortage days.”’ . .. Retailers are showing resourcefulness by featuring items that 
are salable and in stock, or obtainable—items such as TENSO HALTER and DOG CHAINS, 
TENSO TIE-OUT CHAINS and CAMPBELL and ACCO COTTER PINS. . . . Many dealers have 
moved certain former “‘slow movers’ out where they can be seen—and they sell 
like ““hot cakes,’’ because they are good substitutes for current demand items. . . . 


Consult with your jobber for suggestions—and sell “AMERICAN” when you sell chain. 
DISPLAY AMERICAN CHAIN ITEMS DURING NATIONAL HARDWARE OPEN HOUSE 


AMERICAN CHAIN DIVISION - YORK, PENNSYLVANIA 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT © CONNECTICUT 


ESSENTIAL PRODUCTS ... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yocht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 

Way’) READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Retail Price 
Ceilings: — 


On March 23, OPA an- 
nounced the retail price ceil- 
ings covering consumers dura- 
ble goods. Effective Monday, 
March 30, this order affects 
all retail sales prices of seven 
major household appliances 
and new typewriters. Desig- 
nated as “temporary,” to re- 
main in force for 60 days, re- 
tail prices of new typewriters, 
domestic washing and ironing 
machines, radio receiving sets, 
phonographs and domestic, 
heating and cooking stoves 
and ranges are pegged at lev- 
els of Thursday, March 19, 
1942. Retail prices on house- 
hold vacuum cleaners and me- 
chanical refrigerators are “per- 
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manently” fixed at levels used 
by manufacturers in_ their 
recommended retail price lists. 
Wholesale prices on the latter 


‘two appliances are to be frozen 


at levels prevailing Oct. 1 to 
15, 1941. Dealers who do not 
know the _ suggested retail 
prices of the appliances they 
have in stock should imme- 
diately get this data from their 
sources of supply. On the 
items pegged as of March 19 
there is this slight leeway—if 
no sales were made on that 
date you may use the sale 
price used on the date nearest 
to March 19. Prior to this or- 
der, gasoline, tires and automo- 
biles were at fixed retail prices 
but only gasoline was avail- 
able in the open market with- 
out priorities and its price 
ceiling was limited to 19 states. 








The new retail price ceiling or- 
der of March 23 may well be 
considered the forerunner of 
further regulation of the re- 
tail'sales of the items indicated 
and, in fact, the forerunner of 
more retail price ceilings and 
more control over all business 
operations. 


Voluntary Price 
Ceilings: — 


Almost coincident with the 
announcement of OPA’s re- 
tail price ceilings comes word 
of an appeal direct from 
OPA Administrator Leon Hen- 
derson for immediate estab- 
lishment of voluntary price 
ceilings. Sent to manufac- 
turers of a wide variety of 
hardware store lines, this re- 
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quest urges manufacturers not 
to increase prices above levels 
prevailing Jan. 1, 1942, and 
announces an immediate of- 
ficial OPA survey toward 
which manufacturers are re- 
quested to furnish OPA: 

“1—A complete set of 
your price lists in effect 
January 1, 1939, together 
with all price lists and price 
changes issued subsequent 
to that date. These should 
include trade and quantity 
discounts, delivery points, 
freight allowances, and any 
other information necessary 
for an accurate understand- 
ing of your price lists. 

“Include your distrib- 
utors’ and dealers’ price 
schedules for the dates cor- 
responding with the above 
listed periods and your ex- 
port price lists in the event 
that you engage in export 
business. 

“2—-A copy of your cur- 
rent catalog and copies for 
the years 1939 through 
1941, if available. 

*3—Your total, actual or 
estimated, dollar sales for 
each of these commodities 
for the year 1939, and for 
each month for the years 
1940 and 1941. The list of 
commodities referred to is 
herewith attached.” 

The scope of this survey is 
given in detail elsewhere in 
this issue for the guidance and 
information of our readers as 
the hundreds of items involved 
are al] standard hardware 
items. 


Rationing Next? :— 


There is a close affinity be- 
tween “price ceilings” and “ra- 
tioning.” Many current ob- 
servers definitely predict that 
after price ceilings, in any 


given line, one may quickly , 


expect some rationing control. 
Whether this will follow in 
the items covered in the retail 
price ceilings, effective March 


30, and then on the hundreds 
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of hardware items covered in 
the survey and requested vol- 
untary price ceiling by manu- 
facturers cannot now be defi- 
nitely stated. However, we do 
feel that some rationing con- 
trol in many hardware lines is 
im minent—presenting one 
more serious problem for 
wholesale and retail distrib- 
utors. 


Retail Sales Tax:— 


Congress seems determined 
to levy a general federal re- 
tail sales tax, despite reported 
continued Presidential objec- 
tion and despite opposition 
that has been recorded from 
business groups every time 
such a measure has been under 
consideration. Spokesmen fav- 
oring this form of revenue 
raising believe: it has fewer 
complications than “source 
sales taxes”’; its collection, ac- 
counting and return can be 
more readily handled, and its 
distribution is more general. 
The opposition viewpoint be- 
lieves differently on all points. 
In the past, retailers, gener- 
ally, have opposed sales taxes 
because of the burden of book- 
keeping and collecting, and, in 
the case of state, county or 
municipal sales taxes, there 
were often competitive disad- 
vantages incident to imposition 
of sales taxes. The competi- 
tive angle of localized sales 
taxation does not obtain in 
a federal tax levy and some 
sponsors of the proposed sales 
tax believe that local sales 
taxes may be rescinded once 
the federal levy starts to func- 
tion. There is little precedent 
to justify this last claim as in 
many states with state sales 
taxes there are county or city 
sales taxes in addition. From 
the revenue raising standpoint, 
there is no question about the 
efficiency of the sales tax route 
—it is constant, positive and 
direct and everybody knows it. 
In deference to lower income 





bracket families, it is probable 
that basic food and medicine 
requirements will be exempted 
although early discussions do 
not so state the situation. It 
should also be realized that a 
federal sales tax has been pro- 
posed, in part, in place of a 
withholding tax or a broader 
basis income tax. This is some- 
thing that should be considered 
in connection with this prob- 
lem. 
Priority Ratings:— 
Neglect, on the part of both 
wholesale and retail hardware 
distributors, to obtain and pass 
along priority ratings con- 
tinues to be reported from a 
wide variety of manufacturers. 
As the number of items on the 
critical list grows, and as all 
metal items become more criti- 
cal, the drastic need of these 
priority ratings becomes. in- 
creasingly acute. If distrib- 
utors do not bend every effort 
(despite the well known and 
admitted extra and _ costly 
bookkeeping involved) to ob- 
tain priorities they will soon 
face many serious shortages. 
If producers don’t obtain pri- 
orities they cannot replace 
critical material and they will 
be forced, for self-preserva- 
tion, to favor customers who 
do make an effort to furnish 
the ratings required. For the 
past six months every issue of 
HarpwareE AGE has been pro- 
viding latest available infor- 
mation on priorities hardware 
wholesalers and retailers may 
use for a wide variety of needs. 
Manufacturers have implored 
distributors to cooperate, yet 
we continually hear that too 
many hardware distributors 
are not paying sufficient atten- 
tion to this necessity. Wherever 
possible, get a priority rating 
from your customer and pass it 
along to your source of supply. 
That is the only way you can 
hope to continue to get critical 
goods or merchandise made 
from critical materials. 


HARDWARE AGE 








* 
“7 
e 
= 


LER PARR Pr 


A. RMBs 






































ae 


ee 


ASE EN 


Pat 








1LCO Automatic Deadiatch No. 257 — When door 





is closed bolt is automatically projected an extra 
¥g” and is deadlocked so that it cannot be forced 
back by end pressure. 





1LCO Cylinder Rim Night Latch No. 218 — Stand- 
ard design; reversible latch bolt; 5 pin-tumbler 
cylinder. 





1LCO Cylinder Rim Night Latch No. 255 — Revers- 
ible latch bolt; 5 pin-tumbler cylinder. 


All above are full size latches with ‘standard backset; 
will replace any standard backset rim night latch. 





Priority Avenue leads to Victory. 

It’s a one-way street with no U turns. We're all 
headed the same way, and the faster we move the 
sooner we'll arrive! 

There’s business along Priority Avenue—busi- 
ness for the energetic hardware merchant who 
keeps his eyes and ears open, and masters the 
simple rules. For instance: 

Under Preference Rating Order No. P-100 you 
can sell locks, keys, night latches, padlocks, door 
closers, and other ILCO Hardware to Government 
and private institutions for necessary repair and 
maintenance—and to individuals engaged in such 
work, 

Ilco Rim Night Latches Nos. 218 and 255, shown 
at left, are standard for the new Defense Housing 
Critical List. 


The Independent Lock Company is ready 
to serve you promptly in all priority orders. 


Write us today for detailed information regarding 
Priorities. 


a 
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Fitchburg, Massa chusetts 


BRANCHES IN ALL PRINCIPAL CITIES 
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Six-foot rolls of inlay floor covering are arranged along this sidewall 
of the basement showroom. Sample pieces, approximately 3-ft. square, 
are placed upon the floor to assist customers in arriving at a decision. 





Custom Jobs Boost Sales 20 


Nelson & Suennen, Hudson, 
Wis., gets results with an 
inventory averaging $650 
























ers personalized and _ individual- 
ized floor covering jobs helped 
Nelson & Suennen, Hudson, Wis., 
increase volume on smooth surface 
floor covering materials more than 
20 per cent during 1941. Hudson 
is located in the northwestern part 
of the state and has a population 
of approximately 2,800. 


Linoleum rugs are shown on a 

platiorm along the sidewall on 

the first floor. The display is 

located in about the central part 
of the store. 


Oven NG custom- 


“Dealers haven’t scratched the 
surface on smooth surface floor 
covering volume until they are 
able to do high grade laying and 
installation work,” says J. G. Nel- 
son, department manager. “The 
big volume jobs are in this field. 
Usually these have to be planned 
and many of the customers’ ideas 
incorporated. But developing jobs 
of this type takes them out of the 
competitive class, and so the dealer 
can afford to give extra time and 
service to them. 

“It’s not easy to get set up to 
handle this type of work, but it 
can be learned. A good mechanic 
must be trained to do this. Floer 
covering manufacturers give ex- 
cellent help in this training pro- 
gram. We have capitalized on this 
fact and have developed a man 
who can do excellent work. 

“Good publicity on some out- 
standing jobs installed in the com- 
munity also helped establish the 
company in this field. We were 
fortunate in this respect in being 
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While some simplification is probable in this line, 





manufacturers state that dealers will have plenty 


of stock to sell during the war. Push this line! 


able to develop a special floor cov- 
ering job for the Omaha Railroad, 
which has shops in our city. We 
designed and, with the help of our 
linoleum supplier, furnished a 
unique Indian head design inset 
for one of the special parlor cars 
serving the Indian Head country 
of the state. This inset was a part 
of the complete floor covering job 
which we handled. 

“We received a lot of excellent 
publicity as a result of this job. 
The local newspaper carried a 


Selling personalized or custom 
jobs also enables the dealer to give 
the customers more for their 
money. There often are remnants 
from the main job. The idea of 
using these on sink tops, tables, 
stools or on basement stair steps 
is suggested. Customers usually 
are delighted with this suggestion 
and of course it means additional 
income to the company. These 
suggestions also impress the cus- 
tomers with the fact that the dealer 
is trying to help them get as much 


is shown and discussed with 
friends. 

A model home was put up in 
the community a short time ago. 
Mr. Nelson offered to make the 
installation of floor covering in 
the kitchen and bath rooms. This 
brought additional recognition of 
the company’s ability along these 
lines and some excellent publicity 
was secured. 

“Our floor covering inventory 
will average approximately $650 
all through the year,” says Mr. 


Per Cent in Floor Coverings 


story on it and the railroad also 
published news of this in their 
company bulletin.” 




















Nine-foot rolls of 
yardage linoleum are 
displayed upon this 
rack and can be un- 
rolled easily for ex- 
amination by cus- 
tomers. Miniature 
samples of the in- 
stallation work are 
upon the table. These 
are used in showing 
customers how the 
job will be done as 
well as the advant- 
ages of high grade 
workmanship. 






value in the job as possible. This 
type of service is sure to be spoken 
of when the new floor covering job 


Nelson. “Eight colors in plain or 
marbelized inlay patterns are al- 
ways carried in stock. We also 


Ait tbe es steht il ile ar seed, 


COL ga eg ane i 


% re ee Gi* a pre Ahir 


ris 











carry four design patterns in inlay 
and these are carried in colors to 
match the other plain patterns. 
The advantage of this is that if 
a customer selects a design inlay 
pattern for the floor, we can then 
suggest the plain material for 
sinks, table tops, etc. It gives us 
a chance to build up the sale and 
do a more complete job for the 
customer. 

“Six or seven different patterns 
of the best grade of yardage lino- 
leum are also carried in stock. This 
is in addition to the inlay mate- 
rials. Top quality is carried in all 
floor covering materials.” 

An ordinary floor covering sale 
will amount to approximately $30, 
according to Mr. Nelson. By sell- 
ing up, the sale can be increased 
to more than $70 and in some in- 
stances even higher. This is done 
by suggesting that the customer 
use two different inlay patterns in 
contrasting or harmonizing colors, 
insets, borders, trims, also cover- 
ing kitchen work tables, sink tops, 
etc. Sales of this type, however, 
can only be made where the dealer 
has service and help to back it up. 

Displays in the store and win- 
dows play an important part in the 
promotion job. Wiuduws show 
this merchandise at least once a 
month. The displays emphasize the 


Good Display Boosts Flashlight Sales 
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The Millen Hardware Co. of Wilmette, Ill., devotes one complete 
table to the display of flashlights and related merchandise and sales 
of these articles have increased greatly as a result of this prac- 
tice. Most of the flashlights in the display are shown in manufac- 
turers’ counter display cartons. The brand name is featured promi- 
nently on each card in addition to the price of the flashlight. 





many other uses of floor covering 
materials. Signs attached to the 
different patterns suggest the use 
of the goods—“for sink tops”— 
“for tables” — “on stools” — “for 
steps,” etc. Trims of this type 
started people thinking about the 





many other uses for linoleum and 
its decorative possibilities. 

Linoleum rugs are carried in 
stock and these are displayed on 
the first floor. The main floor cov- 
ering display, however, is located 
in basement. 


Blackout Display Builds Many Impulse Sales 


These items are in heavy demand at present. Feature them! 






| BLACK: OUT 
NECESSITIES _ 
TTHERS, 





This sidewall unit, bearing the sign “Black-out Necessities.” 
showed shovels, paint, pails, lamps. lanterns, candles, sheathing 
paper, garden hose and many other items needed for blackouts. 


LANS for blackout practice in 

Baltimore, Md., and vicinity, in- 
creased interest in blackout supplies 
to such an extent that the Benjamin 
Gorfine hardware store in Towson, 
Md., a town of 5000 population, in- 
stalled the display shown on this 
page. Mr. Gorfine says, “Since we 
used no window display for blackout 
lines most of our sales of this mer- 
chandise were impulse sales. A 
blackout practice was planned for 
the district but was cancelled for a 
later date. However, the announce- 
ment created considerable interest 
in the purchase of such lines.” 

In three weeks about five dozen 
kerosene lamps, three gross of 
plumber’s candles, and a gross of 36- 
in. blackout shades, at 49 cents each. 
were sold as a result of this display. 
Four dozen 48-in. shades priced at 
59 cents were sold in the same 
period of time together with six rolls 
of sheathing paper, blackout paint. 
flashlights and cells. 
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OPA Asks for Hardware Prices 
at January | Levels 





OFFICE OF PRICE ADMINISTRATION 
WASHINGTON, D. C. 


Refer to! 2:14:AW 











A LOWING is the product 
‘ist on which OPA is making 
3 survey and for 
a a voluntary price ceiling 
as been requested. This is not a 
complete list, but 
sifications. For instance, 
classification “Bits,” Awls 


APRIL 2, 1942 


To all Manufacturers of Mechanics',Carpenter and Farm Tools 
Commonly Known as Steel Goods 
Shovels and Wheel Barrows 


Gentlemen: 


The Office of Price Administration is charged with 
the duty of preventing inflationary price increases. Your 
industry,as an important factor in consumers’ goods,and 
you as a member,play a vital part in the maintenance of a 
sound price level. 


We are now formating a program for the industry, 
in the development of which we hove to have your assistance 
and cooperation. While our study is in progress,we urge 
you not to increase your prices on current items above the 
levels prevailing on January 1,1942,and to price new items 
at the same relative level. In cases where you feel it im 
possible to comly fully with this request,we also ask 
that you inform us of contemplated price changes and of the 
prices of new iteme well in advance of their effective date. 


You may be certain that your patriotic cooperation 
in furthering the war program by helping to prevent inflation 
is of genuine assistance to this Office and of real service 
‘to the nation. May we have an expression of your willing- 
ness to cooverate with our request as soon as possible? 


Sincerely yours 


son Morin 


Leon Hendergén 
Administrator 








Mr. Henderson calls 

siti ae upon th : 

<a = Similar letters om por Pann industry to establi 

pas ; “All Manufacturers “s 
ery.” and presumably others. 1 Manufacturers of - 


Also, the Office of Price Adminis 


Jan. 1, 1939, together with al] Price lists = ao ee weet Whe rchoweor yp 


there appear screw drivers, auger 

J 9 

expansive, etc.; under “Files.” 
—) 


Hardware—Tools and Supplies 


Barrows its 
Aprons Bars a 


gives. only the Adzes 


Bobs 
Benches me 








mill, flat, ete. This list was com- 


piled within the OPA. 


Boxes or chests 


Calipers 
Carriers 
Carving 
Chalk 
Chisels 


Clamps 


tools 


Crayon 
Cutters 
Dividers 
Drills 
Drivers 
Elbows 
Extensions 


Axes 
Bells 


Binders 


Bottles 
Blades 
Brushes 
Chains 
Clippers 
iles 
Forks 
Jugs 

Kits 
Knives 
Scissors 
Shears 
Straps 
‘Thermometers 
Tweezers 


Balances 
Baskets 
Boards 
Irons 
Pails 
Scales 


Brackets 
Brushes 
Cans 


Extractors 
Figures 
and Letters 
Files 
Gages 
Glue 
Gimlets 
Hatchets 
Hammers 
Handles 
(other than 
agricultural ) 


Hooks 


Irons 

Jaws 
Knives 
Lacing belt 
Ladles 
Lanterns 
Levels 
Mallets 
Mattocks 
Mixers 
Moulders tools 
Oars 

Oilers 


* 


* 


Pencils 
Picks 
Pipe 
Planes 
Pliers 
Points 
Pots 
Pullers 
Pulleys 
Punches 
Rasps 
Rules 
Snipes 


Saws 


* 


Scrapers 
Scribers 
Sets 
Shears 
Sledges 
Sprayers 
Squares 
Strapping 
Stripping 
Tapes 
Tampers 
Te 01s 


(auto mech.) 


Hardware—Farm Tools and Equipment 


Chain 
Combs 
Diggers 


Forks 
Handles 
Hoes 


Hoists 
Hooks 


Knives 


Mauls 
Planters 
Pruners 


Leaders 


* 


* 


* 


Rings 
Scythes 
Shoes 


Housewares—Cutlery and Miscellaneous 


Traps 

Bags 

Baskets 

Bath & Closet 
(fixtures ) 

Bathroom 
equipment 

Beaters (hand 
operated ) 

Boards 

Boxes 

Breakers 

Brooms 

Brushes 

Cappers 


GALVANIZED 


WARE 
Ash sifters 
Ash cans 
Baskets 
Coal hods 
Funnels 


Casters 
Chairs 
Chamois 
Chests 
Churns 
Cleavers 
Closets 
Cookers 
Cutters 
Dishers 
Drainers 
Dusters 
Equipment 
(fireplace) 


* 


* 


Equipment 
(kitchen) 
Extractors 
Fasteners 
Freezers 
Handles 
Hangers 
Hardware 
Jars 
Lines 
Mashers 
Mats 
Mills 
Mixers 
Mops 


* 


Housewares—Metalware 


Garbage cans 


Measures 
Oil cans 
Pails 

Tubs 

Wash boilers 


Waste cans 
Watering pots 


JAPANNED 
WARE 


Bread boxes 
Cake boxes 


Oil Cloth 
Openers 
Pails 
Picks 
Pins 
Pulleys 
Racks 


Refrigerators 


Ricers 
Rods 
Rubbers 
Scale 

Seats 
Seeders 
Sharpeners 


Canisters 


Dust pans 


Flour can 
Trays 
Pantry se 
Sanitary 


Tools 
(blacksmith ) 
Tools 
Tools 
Te v0ls 
Tools 
Te vols 
Te v0ls 


(shoemaker ) 


(caulking) 
(cement) 
(ice) 
(linemans ) 


(logging) 


Torches (blow) 
Wedges 
Wrenches 


Trucks 
Weaners 
Nails 


Shovels 
Snaths 
Sprayers 


Sifters 
Spoons 
Sponges 
Strainers 
Swatters 
Sweepers 
Turners 
Washing 
machines 
Woodenware 
Wool 
Wringers 
Cleaners 
Enamel stove 
pipe 


TINWARE 

Dishpans 

s Funnels 
Pails 

ts Pot covers 

cans Spoons 


* * * 


Housewares—Cooking Utensils 


STAINLESS 
STEEL WARE 


Double boilers 


Double boilers 
Pots 
Streamers 
Casseroles 
Roasters 
Coffee pots 
Tea kettles 
Mixing bowls 
Pudding pans 


Muffin pans 
Oblong pans 


ENAMELWARE 
Dishpans 
Pitchers 
Ice box pans 
Sink strainers 
Pails 
Saucepans 


Skillets 
Stock pots 
- Tea kettles 


Tea kettles 
CAST 
IRONWARE 
Dutch ovens 
Griddles 
Kettles 
Roasters 
Skillets 
Waffle irons 


ALUMINUM 
WARE 

Double boilers 
Frying pans 
Percolators 
Pitchers 
Roasters 
Sauce pans 
Stock pots 


Dutch ovens 
Griddles 
Percolators 
Pie pans 
Roasters 
Saucepans 


OVENEX WARE 
Biscuit pans 
Bread pans 
Cake pans 
Cookie sheets 
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General Specifications for 
War-Time Bicycle Announced — 


Order L-52 increases 1942 production 
to approximately 750,000 units. Weight 


set at 31 lbs. 


Juvenile models will be 


eliminated and parts and accessory 
manufacturers also limited. 


i, be stripped of all 


non-essential gadgets and bright 
work, two so-called “Victory 
Model” bicycles, one for men and 
the other for women, will be man- 
ufactured under WPB’s Division of 
Industry Operations Order L-52, 
which was issued on March 12. 

It was stated that the curtail- 
ment in output will achieve a sav- 
ing in critical metals and rubber 
in two ways: (1) by cutting down 
the number of bicycles, replace- 
ment parts and accessories; (2) 
by entirely eliminating the use of 
some metals and sharply restrict- 
ing the use of other critical mate- 
rials. 

There are two time periods pro- 
vided in the order: 

(1) The restricted period, cov- 
ering only the period from the date 
of the issuance of the order to 
March 31; 

(2) Three months—from April 
1 to June 30. 

During the first period bicycle 
manufacturers were prohibited 
from producing more than 42 per 
cent of the number of bicycles they 
manufactured during a compar- 
able period in 1941. None of the 
bicycles manufactured, the order 
provided, should weigh more than 
47 |b., as compared with an aver- 
age weight of 57 lb. before the 
order was issued. The second pe- 
riod restrictions are more severe 


APRIL 2, 1942 


By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


than those that prevailed in the 
first period. The second period 
restrictions set up a specifications 
and eliminate the so-called juvenile 
models—bicycles with a frame 
measurement from the center of 
the crank to the top of the saddle 
post of less than 20 in. This 
elimination will make possible an 
increase in the adult-model _bi- 
cycles. Of the 1,800,000 bicycles 
made in the United States in 1941, 
it was stated that 85 per cent or 
1,500,000 were juvenile sizes, leav- 
ing only 270,000 bicycles. 


Limits Production 


The order limits the three-month 
production to 42 per cent of the 
average monthly production in 
1941, but with the entire 42 per 
cent devoted to adult-model bi- 
cycles, the number will be con- 
siderably higher than the adult- 
model bicycles made during a 
similar period in 1941. 

Specifically, the average month- 
ly production of adult-model bi- 
cycles in 194] was 22,500. Under 
L-52 the number will be approxi- 
mately 63,000 a month for the 
three months covered by the sec- 
ond period of the order, or a rate 
of production almost three times 
that of last year. 








The purpose of manufacturing 
more rather than fewer adult- 
model bicycles is to replace, in 
part, transportation facilities lost 
through the rubber and automo- 
bile shortage. WPB officials gave 
assurance that the manufacture of 
bicycles would be continued be- 
yond June 30, the expiration date 
of L-52. They explained that be- 
tween now and June 30 a survey 
will be made to ascertain trans- 
portation needs, especially the 
needs of workers in defense plants 
who now use automobiles which 
will gradually become useless for 
lack of tires. The new order will 
meet those needs, at least in part. 

Restrictions on bicyces manu- 
factured from April 1 to June 30 
under the order are: 

1—The number may not be 
greater than 42.per cent of the 
average monthly production in 
1941. 

2—No bicycle may weigh more 
than 31 lbs. (This compares with 
an average weight of 57 lbs. now 
and a maximum of 47 lbs. during 
the remainder of this month.) 

3—If it is a man’s bicycle, it 
must have a_ diamond - shaped 
frame. The so-called “camelback” 
frame—a steel tube extending from 
the front hanger to the rear wheel 
—is prohibited. The frame of a 
woman’s bicycle is unchanged— 
it still is drop-shaped. 

4—The frame measurement may 
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be not less than 20 in. This elimi- 
nates all but adult bicycles. 

5—In general, the bicycles may 
contain no metals other than iron, 
unalloyed steel, silver and gold. 
All other metals are designated in 
the order as “Prohibited Mate- 
rials.” Limited quantities of some 
of them may be used where abso- 
lutely essential for the operation or 
the life of the bicycle. Such uses 
are specified in the order. 

6—“The Prohibited Materials” 
may be used only as follows: 

a—Chromic acid may be used 
for plating on seat posts, handle 
bar stems, adjusting nuts and 
screws and cranks. (Chromium or 
nickel plated handlebars, tire rims, 
mud guards, ete., are prohibited. ) 

b—Zinc-treated wire may be 
used for spokes. 

c— Lighting equipment may 
contain only such prohibited mate- 
rials as are absolutely necessary 
for minimum safety requirements 
and for which there is no satis- 
factory substitute. 

d—tTire tubes and casings are 
subject to the limitations of the 
rubber conservation order M-15- 
b-1 under which the use of crude 
or raw rubber in a bicycle tire is 
limited to 71% oz. 

e—No tire or tuhe may have a 
greater diameter than 1.375 in. 
That eliminates the balloon tire 
but permits the standard-size bi- 
cycle tire. 

Parts and accessories manufac- 
turers are limited by the order to 
100 per cent of their average 
monthly production in 1941, but 
they may not manufacture the fol- 
lowing parts or accessories if they 
contain iron or steel or any of the 
prohibited materials: chain guards, 
skirt guards, stands, luggage car- 
riers, tanks, truss rods, truss bars, 
and spring forks, except that the 
minimum amount of iron and steel 
required for nails, nuts, bolts, 
screws, clasps, rivets, and other 
joining hardware may be used in 
the construction of these parts or 
accessories. 

The order is expected to result 
in the saving of the following criti- 
cal materials, the quantities being 
the amounts used in the manufac- 
ture of last year’s bicycles: 1,157,- 
475 |b. of brass, 44,286 Ib. of 
nickel, 29,463 lb. of copper, 34,221 
lb. of tin, and 10,065 lb. of cad- 


mium. In addition, the order is 





expected to cut in half the use of 
steel. Last year the industry used 
62.220 tons; this year’s consump- 
tion is estimated at 30,000 tons. 

M. D. Moore, chief of the WPB 
Bicycle Section, said the bicycle 
industry is already partly con- 
verted to the manufacture of direct 
war materials, such as tripods for 
machine guns, incendiary bombs, 
searchlights, shells, and plane 
parts. 

“This order,” said Mr. Moore, 
“will release still more of the ma- 
chines and tools in bicycle plants 
for the manufacture of war mate- 
rials, and every tool and machine 
so released will be used for war 
production. 

“The industry will continue to 
manufacture the number of bi- 
cycles permitted under the order, 





aware that bicycles have now be- 
come an essential form of trans- 
portation, a form of transportation 
that will become increasingly im- 
portant as more and more auto- 
mob,les are taken off the road 
through the shortage of rubber 
and the stoppage of all automobile 
production. 

“Between now and June 30 a 
study will be made of the trans- 
portation problem arising out of 
the rubber and automobile short- 
age. This study will concern itself 
especially with defense areas, be- 
cause provision must be made to 
bring the workers to and from the 
plants. The results of that study 
will be reflected in the extended 
and probably revised bicycle order 
to be issued prior to the termina- 
tion of the present order.” 


Display Reminds the Customer 
of Harness 


No shortages, increasing demand, feature this line. 


SKELETON display of harness, 

harness accessories and other 
related items was featured in an 8- 
ft. fixture at the rear of the L. S. 
Swinehart Co., Richmond, Mich. 
Richmond is situated in a rural sec- 
tion in the eastern part of the state 
and has a population of approxi- 
mately 1600. 

This display has increased sales of 
harness and has helped establish the 
store as headquarters for this mer- 
chandise in the community. Only 
samples of the articles carried are 
on display in this fixture. The com- 
plete harness department is located 


A sample of every 
item in the line 
of harness was in 
this compact dis- 
play on the main 
floor. The sign 
invited customers 
to visit the com- 
plete department 
located on the 
second floor. 


on the second floor where full sets of 
harness are shown, a thing not pos- 
sible downstairs because of lack of 
space. 

This farm merchandise is located 
near the wrapping counter so that 
most customers see the display. The 
fixture itself is simply an open case. 
The background is inexpensive sid- 
ing finished a natural color and 
hooks of various types are used to 
support the merchandise. A large 
show card on the fixtures upright 
invites customers to visit the com- 
plete harness shop on the second 
floor. 
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There's no shortage in this merchandise. Now’s the time to sell it! 





These built up displays by the wrapping counter help the firm do a 
good volume in these lines and serve to stimulate impulse buying. 


Early Displays Make Sales 
of Garden Goods Grow 


A N outdoor market 


and early window displays help 
Alfred D. Peoples Hardware of 
Wilmington, Del., do a worth 
while volume on lawn and garden 
seed, tools, plant food and other 
seasonal lines. Located near the 
Pennsylvania Railroad _ station. 
where people are always passing 
by, this store makes good use of 
its display windows for selling this 
type of merchandise. 

In commenting on garden seed, 
lawn seed and related spring lines. 
Vaughan Clavey, proprietor, says, 
“We begin displaying this mer- 
chandise before people start think- 
ing of it. We even put window 
screens in a window right after the 
first of the year to make them 
think of screens before they start 
playing golf. Our windows are 
changed regularly once a week. 
Liquid and solid plant food, bone 
meal, sheep manure, grass seed. 


APRIL 2, 1942 


Quick start gets results 
in these lines for Alfred 
D. Peoples, Wilmington, Del. 





A power mower, hand tools, seed and plant food were featured in 
this attractive window. Numerous items were shown without crowding. 


39 











etc., are prominently displayed, be- 
cause many sales, particularly in 
the case of plant food, are impulse 
sales. While people are waiting 
for packages and change they are 
reminded of the fact that they need 
this material. 
















Garden goods are 
shown in our windows from about 
March 1 to May 15.” 

A farmers’ market is operated 
Trucks and 
open displays are in front of the 
Peoples store on certain days of 
each week, and on the opposite 


on the same street. 


A L. DAVIS’ SON, INC., Bing- 
e hamton, N. Y., is cooperating 
fully with the national victory pro- 
gram and is displaying a large sign 
in its seed department bearing the 
words, “Gardens for Victory” 

“Keep ‘Em Growin’.” The sign has 
attracted a lot of attention and many 
customers have commented favorably 








on the message according to Frank 
G. Howard, owner. 

This company puts a lot of effort 
behind the promotion of seeds and 















side of the street the rest of the 
time. This market brings real 
traffic to the block, and the seed 
and related line displays fit right 
in with the idea. 


Two Grass Seed Mixtures 


Two mixtures of grass seed in 
5, 10, and 20-lb. bags are offered, 
together with a wide variety of 
plant foods, fertilizer, etc., and 
these lines are prominently dis- 
played next to the wrapping coun- 


related goods each year. This has 
built up store traffic and has resulted 
in considerable additional busmess 
on lines associated with gardening 
and the care of the grounds around 
the home. 


Booklets Distributed 


“Last year we put out between 
12,000 and 13,000 booklets on beau- 
tifying the grounds around the 
home.” says Mr. Howard. “They 


A large red, white and blue sign, near the very complete seed department urges customers 
to plant “Victory” vegetable gardens and admonishes them to “Keep ‘Em Growin’. 


ter. Last year the store sold six 
power mowers, running in price 
from $85 to $125, on open account 
where desired. One hundred 
and twenty-five hand mowers were 
also sold, ranging from $5.35 to 
$29.50, the best sellers being 
priced from $8.50 to $12.50. The 
firm will demonstrate power mow- 
ers on invitation but, as Mr. Clavey 
puts it, “We are pretty sure, when 
we make an appointment for a 
demonstration that we will make a 
sale.” 


Davis Promotes Gardens for Victory 


This will be a big year for victory gardens 
and the merchandise is obtainable. Push it! 


were distributed by Western Union 
boys to all of the better homes in 
the city. In addition to this, we 
used a car card on all local buses 
and devoted considerable time on 
our radio program to the promotion 
of garden and lawn supplies. And 
it was well worth while. 

“This year we expect to use the 
newspapers to promote these lines 
and will offer a booklet entitled 
‘Victory Vegetable Gardens’ to inter- 
ested customers.” 
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Outdoor displays like this stop many people who are passing through the town. 


The Sidewalk Helps Sell Furniture 


FE... the past four 


summers Lee S. Rigby, Inc., 
Springfield, N. J., has shown lawn 
and porch furniture outside the 
store on the sidewalk. 

“We just let porch and lawn fur- 
niture tell its own story with an 
outside display, starting about the 
middle of May,” says Mr. Rigby. 
“Most of this equipment is bought 
by tourists, for the highway on 
which we are located is a direct 
route to mountain and shore re- 
sorts. Many people will call and 
say they saw a certain chaise 
lounge a few days ago and want 
that particular number. Not one 
customer in 50 will say that our 
prices are too high. We stick to 
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Showing lawn and garden 
items on sidewalk builds 
sales of Lee S. Rigby, Inc. 


our prices and try to keep them in 
line with competition. We find it 
good practice to talk sets because 
this helps sell tables, chairs, and 
umbrellas which would not other- 
wise be sold.” 

The store is four blocks from 
the shopping center of this town 
of 5000 population and is seven 
miles from Newark, N. J., with its 
numerous retail outlets handling 
similar equipment. Therefore, the 
sidewalk display is floodlighted 
each night. Everything is price 
marked. Chaise lounges were 
something Mr. Rigby originally 


did not want to stock. He says, 
“The first one taken on was added 
to our stock with misgivings, but 
it was sold before it had been on 
the sidewalk for two hours.” 
Good variety in outdoor furni- 
ture, playground outfits and simi- 
lar items helps the store do a busi- 
ness in excess of $1,000 in these 
lines each spring. These are, so to 
speak, largely “plus” sales because 
many of the purchasers would not 
stop at the store unless attracted 
by the sidewalk display. Chaise 
lounges were sold at $15 and up 


(Continued on page 108) 
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This interesting housewares 

display is just inside the door. 

Note the tilted panel used for 

showing scissors and other 

cutlery items to the best possi- 
ble advantage. 


“You Must Display Merchandise 


ee a marine 


hardware house, the Biloxi Hard- 

ware Co., Inc., Biloxi, Miss., 

A special fixture near d . - 9 moved its establishment several 
the rear of the store : . a years ago and entered the field as 


2 ee a complete hardware, housefur- 
and a variety of : nishings and allied lines store. 


other garden items. = Now the firm obtains plenty of 
° business from women and has re- 
tained its men’s trade and added to 
it. In addition, it makes a suc- 
cessful bid for tourist trade, which 
is an important factor in this city 
of 17,000. Many new and more 
modern fixtures were installed 
when the store changed its loca- 
tion and during last June these 
were supplemented with additional 
equipment provided by Hibbard, 
Spencer, Bartlett & Co.. Chicago, 
Ill. 
“We are sold on the idea that 
A women’s win- * you must display merchandise in 
dow display. Spe- order to sell it,” says W. B. Good- 
cials are featured pe ’ 
in it and changed man. “We try to feature every- 
every week. thing needed for household use 
and sell both better grade and 
competitively priced lines for wo- 
men. One display window is de- 
voted to feminine merchandise. 
Every Wednesday afternoon we 








Both panel doors and open 

cases are-used for showing 

tools in this compact section. 

The back of the open case is 

covered with an attractive 
buff material. 


















se | If You Want to Sell It” 


And the Biloxi Hardware principally of items of interest to 


women. 





a Co. 1S doing just that “Whenever a new family moves 
od : if into town it is visited by the local 
ca in its modernized store ‘Welcome Wagon Hostess.’ She 
= leaves gift cards from our own and 
aa other stores for the purpose of 
itl Westin Sane and encouraging these newcomers to 
= warm weather items visit the establishments of local 
of move rapidly with merchants.” 

oa os dg eto = This ‘Welcome Wagon Hostess’ 
vad the center section. ' plan is also used in other sections 
04 Other table appili- of the country. Cooperating deal- 
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eo devoted to hand 

™ specials are on sale from the day tools which will 

- after the ad appears until the fol- attract them. 






lowing Thursday and they consist 








reasonably priced gift to each 
visiting newcomer offering the 
proper cards. 

Considerable trade is obtained 
by the store from tourists who are 
attracted by the weekly specials. 
Advertising in Chamber of Com- 
merce bulletins, out-of-town news- 
papers and on hotel menus also 
serves to attract-tourist patronage 
in ever-increasing numbers to the 
store. 

Although the firm gives plenty 
of attention to increasing business 




















Although this table is de- 
voted primarily to utility 
merchandise, it also fea- 
tures a number of articles 
which are possessed of ex- 
cellent gift possibilities. 


















An entire table at 
the front of the store 
is used for show- 
ing a stock of elec- 
tric lamps, fixtures 
and sundries. A 
portable display of 
vacuum jugs is 
shown in the space 
before this table. 
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Biloxi Hardware 
Company 


108 West Howard Avenue 
Phone 593 — Bilox! 
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A reproduction of one 
of the firm’s weekly 
special ads. Original 
was one column wide : 
by 3%, in. in depth. 












aed cet 35, cx 


» Mi eT TS he cite FEPETEBBETTE tt So et sa 












store adjoining the tool 
department. Brushes are 
featured in a_ special 
display located in the 
center of this section. 
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in women’s lines, it never neglects 
masculine merchandise. One win- 
dow is normally devoted exclu- 
sively to lines of interest to the 
male population. Four men assist 
Mr. Goodman and, as each has his 
own sections to take care of, the 
display responsibilities are divided 
in an efficient manner. The store 
is well lighted and four fluorescent 
units have been added to give 
more illumination to certain sec- 
tions of the 85 by 35-ft. display 
room. 

















Sporting goods, shown in this 
compact unit, are changed 
regularly with every season. 
Bicycle tires are displayed 
effectively below the ledge. 
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Biloxi Hardware 
Company 


106 - 108 West Howard Ave. 
Phone 593 — Biloxi 














This special ad was 
single column width 
and 31/, in. in depth. 





Lighting fixtures and 
electrical sundries 
are shown near 
one of the entrances. 





This table shows many 
specials as well as a 
number of fancy items 
having a gift appeal. 
The bottom ledge has 
been given over to an 
assortment of staple 
household merchandise. 
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LAWN AND GARDEN GOODS WINDOW 


MERCHANDISE: Plant food, lawn seed, plant food spreaders, canvas gloves, sprinkling 
post, grass catchers, turf edgers, lawn brooms, lawn rakes, hose, hose reels, lawn sprinklers, 
hose nozzles, menders and connectors, flower bed border. grass shears, pruning shears, 
weeders, hedge shears, pruning saws. 


BACKGROUND: Center panel of light green corrugated material or painted wallboard. 
Side panels of dark green. Cut-out letters of dark green. 


May—Show House Cleaning Goods 
and Lawn and Garden Supplies 


:. time to get ready 


for the rush of summer business. 
[his means having displays of mer- 
chandise in tip top condition, com- 
plete stocks, and your promotion 


program under way and producing. 


Feature Lawn Supplies 


Your customers will be inter- 
ested now: in keeping the lawns 
neat and tidy and this calls for 
lawn mowers and a wide variety 
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ol other types of equipment. The 
window display at this time should 
feature lawn mowers as well as 
other merchandise related to this 
job of lawn grooming. 


Spotlight Mowers 


The lawn mower display should 
be located in a prominent place in- 
side the store. A good place for 
this would be near the front. Be 
sure to show a number of models 
and arrange them so that customers 
can try each machine. There are 


a number of different ways of 
showing this equipment. Some of 
the fixtures can be built by the 
dealer and others purchased from 
manufacturers. 

Focus more attention to this dis- 
play by using two spotlights to 
give added illumination. These 
lamps can be located on the top 
of the sidewall fixtures. Help the 
display sell by using a large show 
card with a short, interesting and 
quickly read selling message. 

Hose and hose reels are items 
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SPRING TIME IS 
PLINKIN’ TIME! 


After spending most of. the 
winter indoors, a boy warts 
to get out with a .22 rifle the 
first spring-like day. He 
can hardly wait to punch 
holes in a tin can or a paper 
target. ‘ 

When he comes in the 
store, sell him the right am- 
munition for plinking, for in- 
formal target shooting—the 
medium speed New and Im- 
proved Kleanbore. 

If he wants .22’s with 
maximum speed, power and 
wallop, Kleanbore Hi-Speed 
is the perfect answer. Both 
types of Kleanbore .22’s have 
Kleanbore priming to protect 





owe sheloed { 


A hardware store’s first asset is the service 
it can give. Today, when more and more 
“standby” items are disappearing from 
the shelves for the duration, it’s important 
to keep on meeting customers’ needs and 
preferences as well as possible. 


There are a number of available items 
with which you can fill your shelves— 
things that people need and want. You 
might go through your stock and see if 
certain lines don’t deserve more display, 
more promotion. For example, there are 
the repair and maintenance materials used 
to mend and prolong the life of things in 
and about the home. You’ll find many such 
items serve to build traffic—things you’ve 
had little room for, or the desire to dis- 
play in quantity. A number of hardware 
dealers are doing a profitable business in 
repair work—on appliances, motors and 
the like. Such departments make a store’s 
service even more complete than before. 


Keep your shelves full of some kind of 
merchandise. You may not be able to give 
your customers everything they ask for, 
but with planning and ingenuity you'll be 
able to meet their needs somehow. And 
that will earn sales for you, and customer 


gun barrels against rust and 
corrosion. And both cost the 





good-will. 








same. 
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‘‘Kleanbore,’’ ‘“‘Hi-Speed"’ are Reg. U. 8. Pat. Off. by Remington Arms Co., 
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Have You Seen 
“OPPORTUNITY, 
UNLIMITED?”’ 


“As entertaining a film as 

we see in our uptown 

theatres” .... “The high- 

light of the Convention” 
.. “Complete success” 


That’s what hardware men 
say about the new Remington- 
Peters - DuPont merchandis- 
ing motion picture, “One 
Man Listens”. It’s pretested 
“Cash-in-the-Calendar” plan 
helps you keep your merchan- 
dise seasonal, your promo- 
tions timely. We think you’ll 
enjoy the picture thoroughly, 
too. Its suggestions are just 
as helpful and practical as 
seasoned hardware experts 
can make them. You’ll find 
the plot interesting, for it 
shows how Tom Bennett 
solved the problems you meet 
in your own store. Ask your 
hardware association secre- 
tary or your jobber when 
and where you can see “Op- 
portunity Unlimited.” Why 
not plan now to see it? 





MERCHANDISING MIKE SAYS: 


“IT’S 
AN ILL WIND....”’ 


“‘That blows nobody good’, 
according to arf old proverb. 

“Weather forecasts, as you 
know, aren’t as complete as 
they efice were. This curtail- 
ment affects many people, 
especially farmers, to whom 
a knowledge of weather 
conditions is a vital neces- 
sity. It affects fishermen, 
hunters, vacationists, and 
golfers, too. Everybody 
would like to know about the 
weather. 

“However, this restriction 
gives hardware dealers a 
chance to make extra sales— 
in thermometers and home 
barometers. Carrying and 
featuring such merchandise 
is a-valuable service — and 
sales—idea. You may not be 
able to do anything about the 
weather, but it can make 
sales for you.” 


Inc., Bridgeport, Conn. 
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HOUSE CLEANING NEEDS WINDOW 


MERCHANDISE: Stepladders, stepladder stools, household brooms, push brooms, mops, 
oil mops, dust mops, dust pans, kneeling pads, carpet heaters, window squeeges, scrub 
brushes, galvanized pails, mop pails, furniture polish, floor wax, paste and liquid types. 
moth spray, dry cleaning fluid, wallpaper cleaner. 


BACKGROUND: Center panel of light yellow corrugated board or painted wallboard. 


Side panels of medium blue. 


that can be shown to advantage on 
a platform. Space on the platforms 
along the window background or 
along the sidewalls is best. A back- 
ground is very helpful in showing 
this merchandise. 

A step-up fixture used on part of 
the platform permits a better ar- 
rangement of the merchandise and 
brings the actual goods closer to 
the customer. This should be used. 

Hose reels will no doubt be in 
good demand this year. People 
will want to take exceptionally 
good care of their hose and pro- 
tect it from theft. A hose reel en- 
ables them to do it. 


Events for the Month of May 

The following national celebra- 
tions will take place during this 
month. They are listed here in 
case hardware dealers may want 
to tie in with some of these events: 

May 1—Moving Day (in some 
communities ) . 
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May 3-10— National Music 
Week. 
May 9-16—National Golf Week. 
May 10—Mother’s Day. 


Cut-out letters on royal blue panel. 
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“CONVINCED THEYRE WATERPROOF NOW MR. KLOTZ 7 ~ 


May 23-30 — National Tennis 
Week. 
May 30—Memorial Day. 


House Cleaning Time Is Here 


In your display of house clean- 
ing items, emphasize the fact that 
the items shown will make the 
spring cleaning jobs easier. This 
message should be carried on the 
background of the window. Copy 
suggestions will be found in the 
window trim on this merchandise 
on this page. 


Push Rental Services 


Floor polishers, sanders, edgers 
and many other types of machines, 
usually rented to customers, should 
be displayed on a platform in the 
store in order to call attention to 
these rental services. This is big 
business in many stores and rental 
machines of many other types will 
no doubt be in demand during fu- 
ture months. 
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SAVES... 
VITAL MATERIALS 
FOR WAR! 


The new Coolerator Coolite represents a year 
of intensive research and engineering by the 
largest builder of ice refrigerators. 

Not a substitute but a brand new product that 
saves over 100 pounds of steel in every unit over 
previous models. 

Yet the performance and efficiency of this new 
model is unequalled. All of this has been attained 
without sacrificing quality or beauty. 

This will be the only model domestic Coolerator 
available this year. Full 5 cu. ft. of food space. 
75 pound capacity (re-ices with 50 lbs.). Baked 
Polymerin finish, semi-concealed hardware, ad- 
justable strikes. 





For Victory 


Production limited for the 
COOLERATOR "COOLITE" MODEL V-6 ee a oe BUY 


up as fast as possible. 


oe 4 E A U T y Get your order in now to DEFENSE 


xk PERFORMANCE “~<a 
& LIFE a (Eo 


THE NEW CooLITE Has THEM ALL! YAROMUIMGLENE 





usewerenpenensnnersee 


| Cool Lt 


THE COOLERATOR COMPANY 


DULUTH, MINN. 
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dollars out of the calls you now 
receive is the next step in your 
plan to build business by tele- 
phone. 

In the hardware store, both the 
order calls and those from cus- 
tomers inquiring about prices or 
merchandise offer excellent sales 
opportunities. The order calls give 
the clue to what the customer has 
in mind so that the sale of addi- 
tional items or merchandise of bet- 
ter quality is often possible. When 
a customer calls to inquire about 
prices or service, there is an op- 
portunity to convert that inquiry 
into a sale. 


Suggestion Selling 
in Order Calls 


By far the most prevalent type 
of sales opportunity is that for sell- 
ing additional merchandise, some- 
times known as ‘ 
ing.” A little preliminary plan- 
ning will help you a great deal in 
capitalizing on these sales oppor- 
tunities. Find out what kind of 
orders you are getting by making 
notes on the next hundred or so 
calls you receive. Maybe you 
already have these notes in the 
form of duplicate sales slips or 
charge records. Go over your notes 
or your records and see if these 
orders you are getting by tele- 
phone don’t give many clues to 
customer needs and offer chances 


‘suggestion sell- 
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“He mentions that he is expecting a shipment of baby chicks . . . This 
gives you an opening to talk about a number of items in your stock.” 


] 


to sell additional items related to 
those needs. 

Here’s an example of what we 
mean by selling additional items 
related to the order. Farmer Brown 
telephones you to order a brooder 
stove because his old one is no 
longer usable. He mentions that 
he is expecting a shipment of baby 
chicks toward the end of the week 
and is fixing up the brooder house. 
This gives you an opening to talk 
over with him a number of items 
in your stock. Maybe he needs a 
feeder or a watering fount or some 
wire netting. If you sell feed, a 
starting mash would be in order. 

Surveying the orders that you 
receive by telephone gives you 
practice in visualizing from the 


order the occasion or the use the 
customer has in mind, and also 
enables you to make out lists of 
items to be used in doing this type 
of selling. You will probably find 
that your orders will group them- 
selves into several distinct types— 
kitchenware, housewares, garden 
supplies and tools, home work- 
shop supplies, paints, varnishes 
and tools for their use, orders from 
contractors, carpenters, and other 
workmen, and orders from various 
types of farmers, if you are in an 
agricultural section. You will find 
it advantageous to make out lists 
containing items related to these 
various types of orders to help you 
in suggesting additional merchan- 
dise to customers. These lists need 
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Getting the most 
dollars out of the 
calls you receive 








“After describing it to him fully and offering to send him a 
folder about it, ask him for an opportunity to demonstrate it.” 


not be extensive at the start. In the 
beginning their main purpose will 
be to remind you and your sales- 
people to make an effort to suggest 
items related to the need as dis- 
closed by the customer’s order. 
Wait until the customer has fin- 
ished giving his order and you 
have thanked him before suggest- 
ing that he may need additional 
items. Then introduce your sug- 
gestion with a reference to the 
order. For example, a customer 
calls up to order varnish remover, 
saying that he is refinishing a chest 
of drawers. You might introduce 
your suggestion this way: “We 
have a patented paint scraper, Mr. 
Jones, that will save you a lot of 
work on that job. It is for use 
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after you apply the varnish re- 
mover, and certainly scrapes it off 
easily. It has a double-edged blade 
so when one side wears out you 
can turn it around, and you have a 
new blade.” 

In suggesting additional items 
describe them to the customer, tell 
about their use and emphasize 
quality instead of the price. If 
there is an opportunity, tell of 
other customers who have used the 
article or product and with what 
results. Concentrate on fitting your 
offer to the customer’s needs. If 
you say, for example, “Would you 
like a paint scraper, too? They’re 
only 25 cents,” you merely invite 
the customer to say “no.” 

Of course, you can overdo this 





kind of selling. But experience in- 
dicates that customers welcome 
these suggestions if they are made 
courteously and without insistence. 
Even though the customer rejects 
the first suggestions, you can pass 
on to others in which you think he 
will be interested. 

You can use suggestion selling 
to invite customers to the store to 
see a new kitchen installation, to 
attend a cooking school or a re- 
frigerator demonstration. You 
can use it to suggest seasonal items 
and services—a heating inspection 
and cleaning, for example, if you 
do plumbing and heating work. 
You can tell customers about store 
sales events and promotions, hobby 
shows and so forth. 


Converting Inquiries 
Into Orders 

In the hardware store, a sub- 
stantial percentage of telephone 
calls are from customers inquiring 
about prices, merchandise or ser- 
vices. These prospects are definite- 
ly in a “buying frame of mind,” 
and if their inquiries are handled 
properly a good percentage of sales 
will usually result. 

The first step in converting the 
inquiry call into a sale is to assume 
that the call is from someone who 
is going to give you business if 
your answer to his inquiry is satis- 
factory. Show interest in the in- 
quiry by answering the question 
in a friendly, helpful way. Give 
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the customer complete, concise and 
correct information and present 
this information in a persuasive 
manner that will prompt him to 
place the order while he is on the 
line. The emphasis should always 
be on what the customer wants 
and needs, and not too much on 
what you have to sell. 

Many customers when they tele- 
phone to inquire don’t have a very 
clear idea of what they want. It is 
the job of the telephone salesman 
to get this information by tact- 
fully put questions. As the cus- 
tomer is not in your store, you 
can’t show him a sample and say, 
“Is this what you have in mind?” 
but you can lead the customer to 
give you the details of the request 
so that you can furnish him with 
complete information, either then 
or when you have obtained it for 
him. 

Your objective in answering the 
inquiry should be, of course, to 
get the sale then and there, or in 
some cases, such as in the sale of 
specialty items—vacuum cleaners, 
refrigerators, ranges, power mo- 
tors, etc.—to make an appointment 
for a demonstration, So don’t for- 
get to make a bid for the order. 
For example, say a customer has 
called to inquire about your power 
mower. After describing it to him 
fully and offering to send him a 
folder about it, ask him for an 
opportunity to demonstrate it. “I'd 
be glad to bring the Ajax out to 
your house at your convenience, 
Mr. Jones, to show you what it will 
do. I can make it any time, but I’d 
suggest you let your grass get a 
little longer than usual,” would be 
one way to do it. 

As you develop experience with 
the handling of these inquiries, you 
will find that certain objections are 
encountered most frequently. Cus- 
tomers will mention the same 
causes for hesitancy. Make notes 
of these objections. Figure out 
reasonable answers to them, and 
write the answers down to guide 
you when discussing the matter 
again with him or other customers. 

One of the most frequent objec- 
tions encountered is, “I'll come to 
the store to look it over.” Of course, 
the item may be of a kind that 
the customer should come to the 
store to see it, but often it is not. 
For example, a customer calls up 





to ask about electric irons. Your 
questioning discloses that she needs 
a medium-sized one, and she says 
that she will stop at the store to 
see it. Make a bid for the order by 
saying, for example, “Mrs. Jones, 
the appearance of our iron is the 
same as any other. I judge from 
what you say the price is right. 
This iron is made by one of the 
country’s most reliable manufac- 
turers, and we guarantee it for a 
year. I’d like to send it out to you 
this morning.” 


Rack Shows 20 


Consider these inquiries as sales 
opportunities rather than “nui- 
sance calls.” If you help cus- 
tomers by giving them full in- 
formation in a courteous way, they 
will more than likely buy from 
you even though you don’t get the 
order on the instant. 

The next step in building busi- 
ness is concerned with using the 
telephone to develop prospects for 
hardware specialty items and con- 
tract jobs. This will be discussed 
in the next article. 


Linoleum Rugs 


Although possibly there may be simplifications 
in this line, the merchandise will be obtainable 


HIS easily built rack enables the 
L. S. Swinehart Co., Richmond, 

Mich., to show 20 linoleum rugs. 
This display is located toward the 
rear of the store and is developed in 
a spot heretofore dead space due to 
the presence of a large post and 
radiator. 

Three sizes of rugs, 6, 9, and 12 
ft., can be shown in the space which 
is 25 in. wide and approximately 
6 ft. long. 

The important feature of the dis- 
play is the rack which holds one 
end of the rug and keeps it standing 
in an upright position. The other 
end of the rug rests on the floor. The 


Twenty linoleum rugs 
of different sizes can 
be shown on this 
rack. The rack is at 
the rear of the store 
in a spot which had 
been useless for dis- 
play purposes due to 
the fact that a post 
and a radiator were 
in the way. 





end support for the 6 ft. rugs is 
fastened to the post, while those for 
the 9 by 12 ft. rugs are supported 
from the ceiling. The racks are 
constructed of wood strips 1 by 2 in. 
and are rectangular and “L” shaped. 
The center of the fixtures is di- 
vided into squares approximately 8 
inches on a side by smaller wood 
strips. The one end of the linoleum 
rug is then inserted into one of the 
square section while the other end 
rests on the floor and thus it is held 
in place. 

In order to show the general pat- 
tern of the rug, part of the protective 
cover is removed from one end. 
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KEEP "EM HOEING 


In order to keep ’em rolling, in order to keep ’em 
flying, someone must keep ’em hoeing. 


Behind the entiré war effort, behind the productidn of 
battleships and bombers, tanks and guns, and all the 
other equipment and supplies of war, stands the food 
production program. And behind that, the man with 
the hoe. 


Farms, truck gardens, defense gardens, all must be 
manned by willing hands. And in these hands must 
be the tools for cultivating and raising vital food 
products. 


There must be food in endless supply. Food for fight- 
ing and food for producing so that producers may 
produce and fighters may fight. So give ’em the tools 
and keep ’em hoeing. 


GEYER MFG. COMPANY 


ROCK FALLS, ILLINOIS 
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Advances 
Some competitive grade padlocks. 


Steel wool. 


Linseed oil. 


Cotton work gloves. 
Steel sash chain. 
Cement lawn rollers. 





Padlocks—A _ recent advance 
of about 10 per cent was made on one 
line of competitive grade padlocks. 


* * = 


Steel wool—Another advance 
of one cent per pound has been made 
on steel wool. Deliveries are slow. 


* ta o 


Linseed oil—The steady climb 
of linseed oil prices, which started on 
March 5, brought the total mark-up, 
as of March 20, to 16 cents per gallon 
over the March 3 level. 


* * + 


Work gloves—tLeading glove 
manufacturers have just issued new 
price lists showing approximate ad- 
vances of 12% to 15 cents per dozen 
on the lower priced grades of cotton 
work gloves. 

« a * 

Steel sash chain—Some mak- 
ers have advanced steel sash chain 
about 20 per cent. An A-10 or better 
priority rating is required before ship- 
ment is made. 

* * as 

Wheelbarrows—Lacking  suit- 
able priorities, wheelbarrow manufac- 
turers are having difficulty in securing 
steel for trays. The demand is very 
great at present for government con- 
struction and for road work, but the 
curtailment of civilian building may 
have an effect eventually. 

* 7 7 

Tackle blocks—Among the 
scarcest of farm and construction sup- 
plies for civilians are tackle blocks— 
manufacturers requiring A-8 or higher 
rating for the acceptance of any order. 
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Deliveries are months behind except 
on Army or Navy requirements. 


Chain, ete.—Chain makers have 
had assistance from WPB with a bet- 
ter steel rating for harness chains— 
trace, butt, breast and halter, and for 
rope swivel snaps and repair links. 
Steel supplies are still difficult for such 
staples as cow ties and tie-out chains. 


*” a te 


Snaths—Makers are having 
difficulty in securing high grade ash 
and malleables, and this is likely to 
lead to delayed deliveries and short- 
ages before summer. There have been 
no late price changes. 


« * aa 


Beet knives Makers are ac- 
cepting orders at prices announced late 
in 1941. A large demand is expected 
due to the great need for domestic 
sugar, and a shortage of knives before 
the topping season is expected. 


* * * 


Garden Tools—The vogue for 
Victory gardens is creating a wide de- 
mand for garden plows, fertilizers, 
spades, and all hand tools. Garden 
plow manufacturers are having difficulty 
securing delivery of attachments, and 
their shipments are slow. They are 
already refusing refill orders and many 
late buyers will- be disappointed, 
Sprayer manufacturers who have been 
limited in production by Washington 
have asked for relief. The demand for 
the season is far in excess of the supply. 

a a « 

Shovel  scarcity—Steel de- 

mand and difficulty in securing proper 
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grade handles, is leading manufactur- 
ers to discontinue D grade shovels, in- 
cluding the cheaper general-purpose or 
snow shovel. With some shortage Of 
spring steel for snow shovels expected, 
distributors who carry overstocks from 
the current winter season will un- 
doubtedly find them valuable next fall. 


” * ” 


Use of kapok—One maker 
advising their customers of the restric- 
tions against kapok (WPB order M-85) 
except for government use, or with 
preference ratings of A-10 or higher, 
in essential life preservers and for 
sleeping bags for service men, state: 
“This does not mean that we are dis- 
continuing operations entirely or that 
we are no longer able to serve you. On 
the contrary, substitutes will be de- 
veloped for kapok sleeping bags and, 
of course, you can still secure from us 
bags of wool and down mixtures. Like- 
wise, pack sacks, duffel bags and many 
other items are still available.” 


* * * 


Soil pipe—Schedule IV to WPB 
limitation order L-42 requires produc- 
ers of cast iron soil pipes and fittings 
to put the following simplified practices 
in effect on April 1: 

1. Discontinuance of the manufacture 
of medium soil pipes. 

2. A reduction in weights of extra 
heavy soil pipes. 

3. Elimination of use of brass pipe 
plugs and brass-trap screws with soil 
pipe fittings. 

Producers are permitted to deliver 
soil pipes or fittings not conforming to 
the simplified practices, if such pipes or 
fittings were in stock in finished form 
on April 1. Previous schedules to limi- 
tation order L-42 required the simplifi- 
cation of valves, pipe fittings, metal 
jackets, fusible plugs and tricocks. 





Advances Expected 


Lawn mowers. 
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Valves and fittings—A total of 
311 items would be eliminated and the 
metal normally consumed in their man- 
ufacture freed for war uses by proposed 
simplified practice revisions governing 
the pipe, valves and fittings industry, 
fostered by the U. S. Department of 
Commerce and the National Bureau of 
Standards. The industry, since 1926, 
has operated under a recommendation 
establishing a simplified schedule of 49 
pipe sizes in the standard, extra-strong 
and double extra-strong weights. The 


revision just submitted would eliminate | 


all items of 3%4-in. pipe in the three 
weights, dropping 164 cast iron items 
in 3%4-in. pipe, 32 malleable items, 40 
brass valves and fittings items and 75 
iron body valves and cocks. 


* * % 


Furnace and air piping— 
Elimination of more than 4,500 kinds 
and sizes of pipes, ducts and fittings 
for warm air heating and air condi- 
tioning is proposed in a simplification 
program submitted to the industry by 
the National Bureau of Standards at 
the request of the War Production 
Board, as the basis for a later limita- 
tion order. The program lists only 15 
per cent of the gravity type furnace 
pipe and fittings and only 19 per cent 
of the ducts and fittings for forced air 
heating and air conditioning currently 
offered. Substantial reduction also is 
proposed in registers and faces. The 








WPB initiated the proposal to conserve 


sheet metal, reduce inventories of slow- 
moving stocks and release production 
facilities for war purposes. 


*” * oe 


Lawn supplies, etc. — The 
shortage of hand lawn mowers still con- 
tinues acute. Higher prices in the near 
future are very likely. Deliveries of 
power mowers from manufacturers are 
very slow. Jobbers are experiencing 
difficulty getting deliveries of lawn rol- 
lers on orders placed several months 


ago. This is due to shortages of steel, | 


handles, and other parts. Small cement 
rollers are in good demand by the small 
home owner. Prices are approximately 
15 per cent higher than last season. 
The unusually heavy flood of ordering 
for the limited rubber hose available 
has made full deliveries very doubtful 
in time for this season. Jobbers are 
having difficulty securing hose coup- 


lings, nozzles, and kindred items. The | 
inability of manufacturers to secure | 
supplies of brass and copper is leading | 


to their substituting plastics where pos- 
sible, but deliveries of these are slow. 
One manufacturer of hose reels has sold 
out his entire production for the current 
season. Others do not expect to be 
able to complete deliveries in time, on 


earlier orders. Dealers have ordered 
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Business 
depends on your books 


Another R B & W analysis of 
regulations governing priority orders. 





It’s a hardship, we agree, but it must be done: steel must go 
where it’s needed the most. 

PD-25C forms are now out. So you must be able to analyze 
past business in order to determine volume and rating of 
replacement orders. 

But —R B& W operates under the Production Requirement 
Plan, which means: 






You only need to note on the It will help a// your suppliers 
1. face of your order the rating if you become familiar with 


which applies—certificate or t ee : 
serial number of customer's order Priorities Regulation No. 3. 


which you are filling or replacing. And if you run into any prob- 
lems, let us help you find the 
answers. 











In lieu of any other plan, you 

2. may aun rated orders 

filled from stock for a period 

of 3 months and replace without re- 

gard to type or size of bolting ma- 

terial, but not exceeding dollar value 

of goods replaced. Ratings must 

be indicated on such stock orders. 

(Records of ratings at.d extensions 
must be kept for 2 years.) 
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~ Waking stiong 
ings that make CAmerica Song 
Russell, Burdsall & Ward Bolt and Nut Company, established 1845. Factories at Port Chester, 


N. Y., Rock Falls, Ill., Coraopolis, Pa.; sales offices at Philadelphia, Chicago, Chattanooga, 
Detroit, Los Angeles, San Francisco, Portland, Seattle 












their stocks of grass shears and hedge 
shears earlier than usual, and in most 
cases have been able to fill their re- 
quirements. Shortages are already de- 
veloping, due to difficulty in securing 
malleables, forgings and springs, and it 
is likely that some numbers will be 
eliminated before the cutting season. A 
fine demand has been reported for lawn 
seed and fertilizers, with no serious 
shortages reported. Prices on white 
clover and the better lawn seed mix- 
tures are considered very high. 


Stoves and accessories—Man- 
ufacturers of cooking stoves (gas, wood, 
coal and oil) are anxiously awaiting 
word from Washington as to what they 
will be permitted to make after Apr. 30. 
Difficulty in getting raw materials has 
slowed up production of electric table 
stoves considerably. This, along with 
their required curtailment for the first 
four months of about 35 per cent, is 
making deliveries increasingly slower. 
Manufacturers of stove pipe dampers 
are not entering orders with guaranteed 
prices for future delivery. Difficulty in 
obtaining materials is making all mak- 
ers cautious as to announcing prices, 
but for the present, prices are up about 
20 per cent. The heavy government use 
of the better grades of sheet mica, par- 
ticularly No. 1 and No. 2, and restric- 
tions on imports has resulted in with- 
drawing these grades from the market, 
for civilian or non-essential use. Mica 
available for civilian use after present 
distributors’ stocks are liquidated, will 
he only the poorer qualities. 


* . . 


Housewares, etc.—Jobbers re- 
port the galvanized ware situation in- 
creasingly worse, and there just are no 
further supplies unless on priority rated 
orders. Deliveries of tinware have also 
slowed up. Shipments of tinned items, 
such as food and meat choppers, and 
juice extractors are very slow, and man- 
much 
longer they will be permitted to make 
and ship. 


ufacturers do not know how 


Ironing table makers have 
had difficulty for some time in getting 
necessary hardware, and now report 
delayed deliveries on tops and other 
wooden parts. Wire garment hanger 
makers have been cut off from wire and 
hangers cannot be secured without pri- 
ority rating. 
> > ” 

Leather goods—One of the 
largest manufacturers of harness and 
collars has issued a circular letter an- 
nouncing the elimination of many styles, 
to simplify its lines and increase pro- 
duction of the remainder. This move is 
hastened by their larger demand for 
these items, from the farmer especially. 
Leading makers report sufficient busi- 
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ness on hand to keep them busy for 
some six months ahead. The WPB 
has ordered that 80 per cent of top 
grade leather soles be set aside for the 
armed forces. Lower grades—which 
will wear out sooner—will be available 
for civilians. This order affects wom- 
en’s shoes also, for the inner soles for 
military shoes are of the same weight 
as women’s outer soles. Of the present 
monthly production of 4,800,000 pairs 
of top-grade outer soles for men, only 
640,000 pairs will be available for ci- 
vilians. WPB has also asked shoe 
manufacturers to use less leather in the 
uppers and in the soles of civilian foot- 
wear, and to abandon wasteful high-cut 
and ornamental stylings. 


Aa . * 


Shovel simplification — One 
maker recently advised its distributors 


of an important program of shovel and 
scoop simplification, eliminating all 
“useless and inefficient grades, finishes 
and sizes.” A new illustrated price 
list is in preparation which will reduce 
hollow back dirt shovels to sizes 2 and 
3, black finish, and will reduce plain 
back dirt shovels to size 2 feather- 
weight, long handle round point, with 
15 gage, size 2, also obtainable, in round 
or square points, and long or D han- 
dies. Tubular shank and solid shank 
dirt shovels will offer nearly the former 
variety, but in the solid shank the 16 
gage and 14 gage weights will hereafter 
be offered only in size 2. In general, 
black finish will be standard, with pol- 
ished finish available on special order 
at $2.80 per dozen list extra. Grain 


scoops, coal-yard, gravel and _break- 


(Continued on page 100) 


Three Turnovers a Year 
on Athletic Goods 


HREE turnovers a year are en- 
joyed on a stock of a wide 
variety of athletic supplies by 
Phipps Hardware, Greensboro, N. 
C., a city of about 60,000 popula- 
tion. Instead of catering only to 
the individual sportsman, the store 
also sells complete equipment to 
high school and industrial concern 
teams competing in archery, golf, 
tennis, baseball, softball and basket- 
ball. Display window space is fre- 
quently given to sports goods. 
The store sponsors a softball team, 
although the members of the team 
are not employees of the concern. 


This creates good will and also 
brings publicity to the store. Base- 
ball and other competitive sports 
trophies are sold by the store and 
trophies are donated to some base- 
ball and softball groups. 

By offering equipment that inter- 
ests both sandlot fans and members 
of organized leagues with real 
money to spend, the firm really at- 
tracts all manner of players of vari- 
ous types of games. Tennis racquets, 
for example, are offered at prices as 
high as $15.00, basket balls ranging 
up to about the same figure and 
baseball mitts of equally high price. 


Shoes, bats, balls, rackets, archery goods, croquet and table tennis 
sets and other items were in this window which was featured last 
July. Complete windows are often devoted to a variety of sports. 
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NEW U.S. RULING ON CANVAS 
Speeds uo SETFAST Sales 
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Thete has always been a need for a product like Setfast Awning 
Paint but there’s been no demand because the public has never 
been educated to the possibilities of protecting canvas with paint. 

Now, the Aridye Corporation not only introduces a special 
type of paint which does the trick to perfection, but is backing 
up this new product with a powerful Advertising Campaign in 
big-circulation magazines reaching millions of home owners. 
These include: House Beautiful, House & Garden, American 
Home, Better Home’ and Gardens. 

Get your share of the business this new product and the at- 
tending publicity is bound to bring dealers who handle and 
push Setfast Awning Paint. 

Setfast can be either brushed or sprayed on . . . dries — 

. does not stiffen the awning . . . comes in nine colors . . . is 
amazingly sun resistant.* 

Order NOW from your Paint or Hardware Jobber. Or write 
or wire us for full details. 





* Fadeometer Tests prove it. For example, a woman's dress is 
considered sun-resistant if it can take 60 hours... 100 hours is 
superlative for a man’s shirt... .yet samples of Setfast-painted 
canvas showed no appreciable let-down after 1000 hours in 
the Fadeometer. 








Aripye Corporation, Dept. G-42 
Fair Lawn, New Jersey 

Send me prices, Swatch Folder and complete 
details on Setfast Awning Paint. 
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PERSONS who habitually buy on 
time have been hit again by an amend- 
ment to the Federal Reserve Board's 
Regulation “W” governing installment 
credit. From now on, it is only 15 
months to pay which the customer may 
be granted instead of the former 18. 
Exceptions to this are credits for resi- 
dential modernization, plumbing, fur- 
naces, water heaters, pumps, and pianos. 


xk 


DOWN PAYMENTS are increased 
from 20 per cent to 331/3 per cent on 
refrigerators, washing machines, ironers, 
vacuum cleaners, electric dishwashers, 
room unit air conditioners, sewing ma- 
chines, radios and phonographs, and 
musical instruments. On home air con- 
ditioning systems and attic ventilating 
fans, the down payments are increased 
from 15 per cent to 33 1/3 per cent, and 
on furnaces, water heaters, and plumb- 
ing, from 15 per cent to 20 per cent. 


7? 2 ¢ 


THE FOLLOWING ARTICLES 
ARE ADDED to the list with 33 1/3 
per cent down payment required: Bicy- 
cles, lawnmowers, silverware, and photo- 
graphic equipment. Watches, clocks, 
and floor covering are added to the lists 
with a 20 per cent down payment re- 
quired. 

x * * 


ANY LENDER OR VENDER 
who becomes subject to the regulation 
because of the addition of articles is 
given until June 1 to register with the 
Federal Reserve Bank in his district on 
forms obtainable at any such bank or 
branch. These new registrants are 
granted a general license between March 
23 and June 1. 

x~**re 

DOUGLAS McKEACHIE, WPB 
Director of Purchases, has been ap- 
pointed head of war procurement in the 
War Department, and will be succeeded 
by Houlder Hudgins, former deputy 
director. 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


* 


THE WPB is so much in the state of 
flux, two months after its reorganiza- 
tion, that its planners cannot get either 
a list of its employees, or a chart of 
the various divisions which is accurate. 


x wk * 


SEEKING TO SPEED PRO- 
CUREMENT of the hundreds of dif- 
ferent items of hardware required by 
the Army, the Quartermaster Corps is 
now using stamped and wire framed 
hardware instead of the molded type 
used for many items, according to the 
War Department. 

The Quartermaster Corps is also pro- 
curing much of the needed material 
itself and furnishing this to contractors 
for use in the manufacture of Army 
-upplies and equipment where the con- 
tractor experiences difficulties in ob- 
taining materials because of priorities. 


x~* 


THE ARMY requires some 400 dif- 
ferent items of hardware. For personal 
equipment alone buckles, buttons, belt 
keepers, clasps, clips, snap fasteners 
and fastener supports, grommets, hooks 
and eyelets, pins, rings, rivets, staples, 
straploops and washers are needed. 

In the manufacture of the haversack 
alone the following pieces of hardware 
are required: 

Eleven buckles of two sizes, four 
straploops, four D-rings of two sizes, 13 
end clips of two sizes, six snaps, four 
eyelets, four washers, four tubular rivets 
and four tubular rivet caps. 

In addition, approximately 14% yards 
of cotton webbing in six different sizes 
of cotton duck and two sizes of linen 


thread are required in the manufacture 
of each haversack. 


x kk 
FURTHER REDUCTION in the 


use of strategic materials in paint man- 
ufacture was discussed on March 10 
by members of the technical subcom- 
mittee of the WPB Technical Coatings 
Industry Advisory Committee. The com- 
mittee discussed several new emergency 
alternate specifications for paint manu- 
facture. 

Coatings ranging from house paint 
to bridge paint could be made of a 
wide range of substitutes that would 
further relieve raw materials shortages, 
committee members said. Other matters 
discussed by the subcommittee included 
the nitro-cellulose situation, chrome 
conservation, resin availability and pig- 
ment shortages. 


x * * 


ALUMINUM PAINT AND ALU- 
MINUM PIGMENT on March 11 
were placed under a complete alloca- 
tion system by the WPB Director of 
Industry Operations. Order M-1-g, is- 
sued on March 10, and which takes 
effect immediately, requires specific 
authorization for the manufacture, use 
or sale of aluminum pigment and alu- 
minum paint, except in retail distribu- 
tion to the ultimate consumer. 

Form PD-312 is provided for appli- 
cations for use of aluminum pigment or 
paint, and manufacturers and jobbers 
are required to report stocks on hand 
monthly on Form PD-313. These forms 
will be available for distribution 
through field offices or from the WPB 
in Washington in about ten days. 


* 2 


THE WPB CONTAINERS 
BRANCH has requested manufacturers 
of folding and set-up boxes to revise 
specifications for certain boxes in order 


(Concluded on page 101) 
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: Cut You In on New Profits 
ym - 

gs The finest file, by a mile . . . that’s Simonds Red Tang. 
a Because all Red Tang Files cut faster, smoother, easier .. . 
0- and last far longer. Simonds has always made only first- 
} quality files. And today that quality is even higher because 
= it comes from Simonds’ famous 5-acre, controlled-condi- 
id tions plant... the world’s finest private plant manufacturing 
es, cutting tools for every purpose. So give your customers 
“" the finest file line... and pile up profits for yourself. 
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‘. SIMONDS SAW AND STEEL CO., FITCHBURG, MASS. 
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There’s Fast Turnover and Profits 
in Selling Archery Goods 


This line hits the sales 
bullseye for Calender 
Hardware Co., Angola, Ind. 


A wide variety of arrows and other related archery supplies are 
shown upon this table top while the bows are displayed behind it. 


| and its 


accessories are the fastest selling 
items in the store,” says Joe Thobe 
of the Calender Hardware Co., of 
Angola, Ind.. a town of 2,700 
population. 

“We order bows and supplies 
every month and sometimes two 
and three times a month in order 
to supply the demand. It’s like 
fishing tackle. The customer buys 
many items to build up a complete 
outfit or eventually a better one.” 

Beginners can start by fashion- 
ing their bows from unfinished 
lemonwood, hickory or osage 
sticks costing from $2.00 to $9.00, 
or they can buy finished bows from 
$5.00 up. The beginner’s outfit 
selling at $7.50 is one of the most 


popular items in the archery line. 
From then on the individual needs 
and will buy arrows, leather quiv- 
ers, targets, target ,faces, target 
easels, beeswax, bow strings, 
knocks, points and feathers. 
Archery has no closed season, 
appeals to both sexes, all ages and 
challenges the sportsman’s skill. 
The advanced amateur has the 
added interest and sport of hunt- 
ing game in season. When a “fan” 
becomes expert, he wants to re- 
place the 40-pound bow for a 
heavier 60 to 100-pound bow. 
These sell from $35.00 to $100.00. 
“It is very important to build 
the department on a solid basis,” 
says Mr. Thobe, “in order to in- 
sure the repeat business that is 
sure to follow, and this is the big 
volume business. Always recom- 


mend and suggest the outfit best 
suited to the customer’s needs at 
the time of purchase. You can sell 
the better equipment later on and 
this suggestion is made on our 
experience in selling archery sup- 
plies during a three-year period. 

“Take an interest in the sport 
yourself or encourage someone in 
the store to do it. Establish arch- 
ery clubs, for meets add greatly 
to the interest of the game, which 
is primarily a competitive sport. 
We have 45 members in the local 
archery club.” 

Archery merchandise should be 
displayed well in the store. Tables 
show this merchandise in the best 
possible manner, as customers like 
to handle the various items and try 
the different bows. 


Here's a line that, in all probability. 
will be available for some time to come 


HARDWARE AGE 





HY ou take @ 
eumatiz w 


That's the siren-song of every sale today. And Uncle Sam is 
all-out for that kind of spending . . . spending to save. Which 
is right down the Savabrush alley. And yours! We don’t have 
to tell you what the war is doing to the bristle-business. But 
that same war, Mr. Dealer, is sure to speed up the salvation 
of countless thousands of paint brushes. And that’s where 
Savabrush arrives on the scene with its great life-saving rec- 
ord. Nationally advertised for year ‘round brand-demand; 
and put up in new, streamlined 10¢ and 25¢ self-sellers 
that sing out and say, “SAVE WITH SAVABRUSH”. 








ee ee | 





Batcheller’s Sells 300 High Priced 






Rose Bushes in Four Weeks 


Gloversville, N. Y,, firm 
did it during May. Side- 
walk displays aid sales 


Moons than 300 


high-priced rose bushes were sold 
last year by E. S. Batcheller & Co., 
Inc., Gloversville, N. Y., during a 
four-weeks’ period. Unusual inte- 
rior and exterior displays were 
mainly responsible for this record. 
The company is located in Glov- 
ersville, a city of approximately 
24,000 population in the east- 
central part of New York State. 


Rose bushes are one of those 
short season lines with this com- 
pany and must be promoted and 
sold promptly. At this store the 
entire stock of roses is moved into 
customers’ hands during the month 
of May. 

Two large displays of roses are 
shown on the sidewalk in front of 
the store. Large wash baskets 
serve as containers for the pack- 
aged bushes while a show card in 
color attracts the prospects’ atten- 


Feature this merchandise now! This is the time for it! 


Full color pictures of the bloom appear on each box and an unusual effect 
is achieved by placing these boxes on end. Surplus stock and hose are below. 


tion to the display and gives com- 
plete information regarding the 
bushes. These displays are put out 
just as soon as the good weather 
arrives and when people in this 
city of 24,000 begin to get the urge 
for gardening and planting. 

A large display of this merchan- 
dise is also arranged on a table at 
this same time. The bushes come 
packed. in attractive lithographed 
boxes and they are simply placed 


(Continued on page 96) 
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“NIGHT FLIGHT” 


Inside an American Bomber. Illustration from the Ray-O-Vac 
Leakproof national advertising series appearing regu- 
larly in Life, Saturday Evening Post, Look and Collier's. 
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AY-0-VAC 


Iceland to the South Seas, Panama to 
Russia—wherever fighting America is 
on the march—Ray-O-Vac Leakproof 
Flashlight Batteries are at the front. 


Where sentinels guard against sabo- 
tage—when blackouts prepare against 
sudden threats— Ray-O- Vac Leakproof 
Flashlight Batteries are doing their 
part in home defense. 


For the flashlight has a new impor- 
tance now. Light may mean lives. Flash- 
lights must be kept in order, guarded 
against damage — especially against 
ruinous battery corrosion. 

Ray-O- Vac Patented Leakproof Bat- 
teries—in their sturdy steel armor— 
can’t corrode. They can’t leak. They 
can’t swell. They’re guaranteed to 
PROTECT flashlights against damage 
from any of these causes—or a new 


flashlight free. 


You retailers, too, are do- 
ing everything you know how 
to aid defense. One good way 
is to make sure you have 
Ray-O-Vac Leakproof batter- 
ies for your customers, to 
help them automatically pro- 
tect their flashlights —and 
‘*keep ’em glowing.’’ 
RAY-0-VAC COMPANY, MADISON, WIS. 






All Leakproof orders are being 
filled, but priorities in the interests of 
our armed forces, occa- 
sionally cause temporary 
delays in delivery. In 
such cases we are confi- 
dent that patriotism will 
promote patience. 

















News of Retailers, Jobbers, 
and Manufacturers and 
Salesmen 








FARMERS GIVEN A-10_ 


RATING FOR REPAIR 
OF FARM MACHINERY 


Priority assistance for the re- 
pair and maintenance of agricul- 
tural machinery in the hands of 
American farmers has been made 
available by an amendment to the 
Repair and Maintenance Order, 
P-100. 

A farmer who repairs his ma- 
chines himself, or the repair man 
who does it for him, may now 
use an A-10 rating on his orders 
fer necessary materials, from nuts 
and bolts to major repair parts. 
The rating may be applied by 
“any person located in the United 
States, its territories and posses- 
sions, using tools or equipment 
to repair or maintain agricultural 
machinery.” 

The rating may not be used, 
however, to obtain or replace 
items of capital equipment, nor 
is there any guarantee that the 
A-10 rating will be sufficient to 
secure delivery of all types of re- 
pair supplies containing scarce 
materials. 

When an order bearing a pref- 
erence rating in accordance with 
the terms of this amendment is 
served upon a dealer or supplier, 
the supplier may extend the rat- 
ing to obtain the material which 
is ordered, or to replace such 
material in his inventory. 

Suppliers and distributors of 
materials to be used for the re- 
pair and maintenance of agricul- 
tural machinery who do not fab- 
ricate or change such materials 
may aecumulate or “basket” the 
rated orders they fill, up to a 
period of three months, until they 
can place an order for the mini- 
mum commercial quantity for re- 
placement of their inventories, 
provided their inventories are 
kept to a practicable working 
minimum. Suppliers who process 
the parts they sell must extend 
ratings while rated orders are 
being filled. In no case are the 
suppliers permitted to use the 
A-10 rating to obtain materials 
or parts in anticipation of receiv- 
ing rated orders. 
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Use of the rating assigned by 
this new amendment to Prefer- 
ence Rating Order P-100 is sub- 
ject to the restrictions of the 
order and of Priorities Regula- 
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tion No. 1. Specific restrictions 
on inventories and withdrawals 
from inventory do not apply to 
producers whose purchases or 
withdrawals do not exceed $5,000 
in any calendar quarter, but those 
whose purchases or withdrawals 
do exceed $5,000 in any three- 
month period must be pre- 
pared for audit and inspection by 
duly authorized representatives of 
the Director of Industrial Opera- 
tions, and must submit such re- 
ports as may be required. 


Producers 


Will Halt Production 


(Washington Bureau 
of HARDWARE AGB) 


The WPB Division of Indus- 
try “Operations on March 14 or- 
dered the production of domes- 
tic laundry equipment which in- 
cludes washing machines and 
ironers, to be discontinued in the 
near future. The entire capacity 
of the industry will be devoted to 

- . . 
war production. Companies which 
produced more than 60,000 units 
during the year ended June 30, 
1941, were ordered to cease pro- 
duction on April 15, 1942. Com- 
panies which produced fewer 
than 60,000 units were ordered 
to cease production on May 15. 

Between now and the time 
they must cease production of 
domestic laundry equipment they 
may produce new machines at a 
rate of one and a half times their 
February quota under Limita- 
tion Order L-6-a. The order does 
not prohibit or limit the produc- 
tion of replacement parts for do- 
mestic laundry equipment. 

The order prohibits manufac- 
turers from disposing of any part 
of their inventory of raw mate- 
rials, semi-processed parts, or fin- 
ished parts except to other manu- 
facturers of domestic laundry 
equipment to enable them to pro- 
duce their quota before the stop- 
page date, for use as repair or 
maintenance parts, to anyone 
who is able to supply a prefer- 
ence rating of A-9 or higher, and 
to the Defense Supplies Corp. 

In addition, no manufacturer 
is permitted to acquire or sell 





any raw materials, semi-processed 
parts or finished parts in con- 
flict with the terms of any “L” or 
“M” order or amendments or 
supplements of such orders. Each 
manufacturer is required to file 
with the WPB on or before April 
1, an estimate of inventory after 
he has completed production of 
his quota—or units. 

The order also prohibits any 
manufacturer from diverting ma- 
terials, labor or equipment from 
the production of war material 





to enable him to produce his 
quota of domestic laundry equip- 
ment. No manufacturer may ac- 
quire any raw materials, semi- 
processed or processed parts in 
excess of the quantities required 
by him to fulfill his quota. Man- 
ufacturers are prohibited from 
fulfilling contracts in violation of 
the order and are immune from 
damages or penalties for any de- 
fault in such contracts by reason 
of compliance with the order. 


WICKWIRE SPENCER 
PROMOTES CRAWFORD 


E. C. Bowers, president of the 
Wickwire Spencer Steel Co., 500 
Fifth Avenue., New York City, 
has announced the appointment 
of Gordon L. Crawford, previ- 
ously sales manager of the Buf- 
falo district, as assistant general 
sales manager with headquarters 
in New York. Mr. Crawford will 
continue as sales manager of the 
company’s structural products di- 
vision. 

In February, 1927, he became 
a salesman for Wickwire Spencer 
Steel Co. in Chicago, serving 
there and in Tulsa until 1935 
when he was transferred to the 
sales office in New York. He be- 
came district sales manager of 
the Buffalo district in May, 1940. 








Retail Price Ceilings 


Put On Seven Major 
Household Appliances 


Using powers acquired under 
the Emergency Price Control Act, 
the Office of Price Administra- 
tion has set maximum retail 
prices for seven household appli- 
ances and for new typewriters. 
Affected by the order which be- 
comes effective March 30 are 
new household mechanical re- 
frigerators, vacuum cleaners and 
attachments, heating and cook- 
ing stoves and ranges, washing 
and ironing machines, radio sets 
and phonographs and typewriters. 

Four of the OPA regulations, 
those applying to new typewrit- 
ers, domestic washing and iron- 





ing machines, radio receiving 
sets and phonographs and domes- 
tic heating and cooking stoves 
and ranges are “temporary,” that 
is they will remain in force for 
60 days and peg prices at the 
levels of Thursday, March 19. 

The two “permanent” regula- 
tions which apply to household 
vacuum cleaners and to mechan- 
ical refrigerators, fix retail ceil- 
ings at levels used by manufac- 
turers in their recommended re- 
tail price lists. Price margins 
of wholesale distributors of those 
two products are frozen at the 
levels prevailing Oct. 1-15, 1941. 
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METAL HOUSEHOLD 
FURNITURE PRODUCTION 
TO STOP MAY 31 


(Washington Bureau 
of HARDWARE AGB) 
Effective May 31, WPB will 
stop all production of household 
metal furniture. An order ban- 
ning production after that date 
was issued on March 31. It also 
prohibits the use of any metal 
other than iron and steel in the 
manufacture of household furni- 
ture during the interim. 
The items affected by the or- 
der are as follows: 
Porch and garden furniture; 
ornamental wall brackets; 


Plumbing-Heating Supplies 





benches, beach and lawn um- 
brellas, chaise lounges; couch, 
hammocks; tables; chairs; tea 
wagons; buffets; kitchen, under- 
sink, broom, medicine and utility 
cabinets; venetian blinds, stools, 
shoe racks, smoking stands and 
ash trays. 

In addition, products such as 
radiator covers; porcelain table 
tops; flexible steel mats; metal 
picture and mirror frames; coat 
and hat racks; under lavatory 
closets; clothes hampers; drap- 
ery attachments; flower vases; 
and broom racks are included. 


Get A-10 Rating for 


Maintenance and Repair 


(Washington Bureau 
of HARDWARE AGB) 

Issuance of an order designed 
to facilitate the maintenance and 
repair of existing plumbing and 
heating installations in farms, 
residences and office and apart- 
ment buildings has been an- 
nounced by J. S. Knowlson, Di- 
rector of Industry Operations. 
The order (P-84) assigns an 
A-10 preference rating, which 
may be applied by an installer 
or supplier, to materials needed 
for emergency plumbing and 
heating repairs. The rating may 
may not be applied, however, to 
obtain copper already fabricated 
in sheets, wires, rods or tubes or 
to any scarce materials which 
can be eliminated by change of 
design or by substitution. 

The order defines plumbing 
equipment as any equipment, fix- 
tures, fittings, pipes, accessories 
or supplies of types used in, or 
connected to, water, sewer or gas 
systems, whether or not con- 
nected with a central system. It 
does not include, however, any 
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tools for use in installation of re- 
pairs, or any hoses. sprinklers or 
other device commonly attached 
to outdoor faucets. 

Heating equipment is defined 
as any primary heating unit used 
to provide building warmth or 
any accessories of such unit. 

Emergency repairs are defined 
as those required by actual or 
imminent break-down of plumb- 
ing or heating equipment. It in- 
cludes the emergency replace- 
ment of equipment which is 
worn out or damaged beyond re- 
pair. It does not include installa- 
tion of superior type equipment 
or substitutions more extensive 
than required to replace worn-out 
parts. 

Other provisions of the order 
are as follows: 

1. The A-10 rating may be ap- 
plied by a simple indorsement on 
purchase orders or contracts. 

2. Installers may not apply the 
rating to obtain delivery of ma- 
terials on earlier dates than re- 
quired to enable them to make 
emergency repairs. 





f 


3. A supplier may not apply 
the rating if he can make his de- 
livery and still maintain a mini- 
mum working inventory. 

4. The A-10 rating is applied 
automatically in the case of de- 
livery to an installer of any 
plumbing and heating item, the 
cost of which is less than $5, pro- 
vided that the total order placed 
by the installer is less than $10. 

5. In the case of units costing 
more than $50, and worn-out or 
damaged beyond repair, the in- 
staller must attach to the pur- 
chase order a statement signed 
by him and by the ultimate user, 
certifying that repair is imprac- 
ticable, and specifying the points 
at which the unit failed. 

6. Provisions of Priorities Reg- 
ulation No. 1 are made appli- 
cable. 

Order P-84 is designed to fill a 
gap in the application of orders 
currently existing for repair and 
maintenance needs. Preference 
Rating Order P-100 for instance, 
assigns an A-10 rating for re- 
pairs and maintenance items but 
may not be used to secure repairs 
for retail or residential prop- 
erties. 

The new order, although mak- 
ing the A-10 rating extendible to 
all suppliers, including the man- 
ufacturer, does not permit the 
manufacturer himself to extend 
the rating. A manufacturer de- 
siring priority aid to secure ma- 
terials for supplies sold under 
P-84 must still use the Produc- 
tion Requirements Plan or the 


modified PRP. 











APPOINTED AS 
SALES MANAGER 





B. S. MEAD 


Who has been appointed sales 

manager for the American 

Swiss File & Tool Co., Eliza- 
beth, N. J. 


RUESCH NOW V.-PRES. 
FOR PHOENIX MFG. 


Henry W. Ruesch has recently 
been appointed a vice-president 
of the Phoenix Mfg. Co., Joliet, 
Illinois, and Catasauqua, Pa. 

Mr. Ruesch has been asso- 
ciated with Phoenix for the past 
33 years, and before his recent 
appointment served as assistant 
treasurer and office manager for 
the company. He will continue 
to maintain his office at Joliet, 
where the main offices of the 
company are located. 


TIN BANNED FROM 
HARDWARE PRODUCTS 


(Washington Bureau 

of HARDWARE AGE) 
WPB recently forbade the use 
of tin after April 1 in a num- 
ber of articles by Conservation 
Order M-43-a. Affected, and of 
particular interest to hardware 
dealers are the following articles 
which may not contain tin: 
household furnishings and equip- 
ment, kitchen equipment includ- 





ing cutlery and table ware, except 


articles used for food prepara- 
tion; novelties, souvenirs and 
trophies; ornaments and orna- 
mental fittings; broom wire; and 
chimes and bells. 

The order also takes the tin 
out of galvanizing and may not 
be used in plating or coating for 
decorative purposes. Refrigera- 
tor shelves, seals and label, 
coated papers and toys, must be 
tinless. 
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These machines are 
representative examples 

of the wide variety of applica- 

tions of Briggs & Stratton motors. 


tiPe 
i 


SERS ESE 


SEED CLEANER 


USERS . . . of Gasoline 
Powered Equipment know 
the Power is right when pow- 
ered by “Briggs & Stratton.” 


Known to millions, the Briggs & Stratton 
trademark on the motor of gasoline-pow- 
ered equipment is a distinctive emblem 
of dependable, economical, easy starting 
power .. . Trouble-free performance on a 
vast variety of machines, tools, and ap- 
pliances — in governmental service, on 
farms, and in industry — has earned 

an extraordinary recognition for 
Briggs & Stratton air-cooled 
gasoline motors. 


BRIGGS & STRATTON CORP. 
Milwaukee, Wis., U.S.A. 
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WPB Recommends Bristle 


and Brash Conservation 


Importance of conserving the 
present supply of all kinds of 
bristle brushes and of reclaiming 
discarded brushes was stressed at 
the first meeting of the Brush 
Advisory Committee of the War 
Production Board. 

It was pointed out that there 
are many thousands of paint 
brushes in shops and homes all 
over the country that can be 
cleaned and used for a long time. 
Many paint brushes too worn or 
fouled for further use contain 


| hog bristles that are more valu- 


| able now than when the brushes 








were made. 

This conservation of existing 
brushes is doubly important be- 
cause industry, as a result of the 
war program, needs more brushes 
than ever before and _ because 


| materials which go into their 


manufacture are scarce. These 
materials include hog bristles, 
rubber, cement, plastics, steel 
wire and nylon and other bristle 
substitutes. 

Conservation of brushes by 
professional painters is especially 


| important, but civilians can par- 


ticipate in the pregram by tak- 
ing good care of paint brushes, 
tooth brushes and hair brushes. 
It was pointed out that there are 
large supplies of brushes of all 





types used by civilians on hand. 

Production problems in the in- 
dustry are two-fold: increasing 
production of essential brushes 
and converting unused capacity 
of the industry to war produc- 
tion. The industry is qualified 
to do war work involving hand 
assembly operations. 

Efforts of the industry to sub- 
stitute for scarce materials in the 
manufacture of brushes will re- 
sult in elimination of plastic han- 
dles. Hair brushes, tooth brushes, 
paint brushes and other types 
will be made with wood handles. 

Because nylon and other sub- 
stitutes for hog bristles are them- 
selves scarce materials, the Amer- 
ican packing industry is experi- 
menting with the possibility of 
getting usable bristles from 
American hogs. Present supply 
comes from Russia, China and 
India where hogs live longer and 
grow shaggier. 

The meeting was attended by 
representatives of 14 brush firms, 
the WPB, the Armed Services 
and other governmental agencies. 
P. H. Thayer, consultant of the 
Industry Advisory Committee of 
the Division of Industry Opera- 
tions, presided for the govern- 
ment. 


OPA Suspends Wire-Cable Prices 


for Developmental Contracts 


Electric wire and cable prod- 
uct prices governed by Price 
Schedule No. 82 were suspended 
by OPA March 18 so far as de- 
velopmental contracts, covering 
samples of work, with the gov- 
ernment are concerned, by an 
amendment to that schedule. The 
amendment also simplified manu- 
facturers’ reporting requirements, 
and improves control over prices 
of new and specially designed 
products. 

A developmental contract is de- 
fined as “any contract or ar- 
rangement whereby a manufac- 
turer agrees to produce one or 
more samples or wire, cable, or 
cable accessories pending the se- 
lection of a product or the ac- 
cumulation of sufficient manufac- 
turing experience to permit the 
setting of a price for such prod- 
uct, or both, but shall not include 
an order for production of such 
product in quantity at a fixed 
price.” 

The new amendment requires 
each manufacturer to file with 
OPA his price estimating pro- 
cedures in use on Oct. 15, 1941, 





utilizing labor and material costs 
in effect on that date. Sales made 
thereafter in compliance with 
such procedure need not be re- 
ported to OPA. Under the orig- 
inal schedule, it was necessary 
for each manufacturer to file a 
report with OPA 20 days before 
billing each individual sale of 
wire and cable not listed in his 
price sheets. Other provisions of 
the amendment effectively meet 
the pricing problems of new prod- 
ucts. 

To meet the gradual evolution 
of new products from the spe- 
cially-designed to the standard 
class, three steps are provided. 
First, a specific approval by OPA 
of individual prices of newly de- 
veloped or other special products 
is provided. A second section 
provides for OPA approval of a 
new standard estimating pro- 
cedure when the manufacturer 
feels that his experience justified 
this degree of standardization. A 
third section provides for OPA 
approval of new price sheets 
when the products finally have be- 
come standard. 
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) BBERS TO GET INVENTORY AID 
hand. 
the in- Aid to be given to distributors of hardware, builders, 
poe electrical, plumbing and heating, and automotive sup- 
sain plies among others, so they may make deliveries to 
produc. dealers who cannot furnish priority rating certificates. 
ualified . 
y hand 
Priority problems of distribu- | ity rating for a substantial quan- | items for which priority assis- 
to sub- tors, wholesalers and jobbers will | tity of material, he should extend | tance will be granted on the 
in the be simplified by the use of a| the rating to his producer instead | basis of PD-1X applications will 
vill re- new application form which has | of applying for a new rating on | be subject to the terms of this | 
ic han- been designed for their special | Form PD-1X. The new form is | order. 
rushes. use. The new form, to be known | intended rather to enable dis- After the new forms become 
types as PD-1X, will be available soon | tributors to keep their inven- | ayailable, distributors, wholesal- A. 3. KWITEK 
andlies. after the first of April. Insofar | tories of parts and products sold ers, and jobbers, will be required | . 
or sub- i as materials and supplies can be | in small quantities up to a prac- | to use them exclusively in apply- | Vice-president in charge of 
+ home. made available without interfer- | ticable working minimum. | ing for priority assistance. When | purchases at Hibbard, Spencer, 
Amer- ing with the-war effort, priority For example, a distributor of | a rating or ratings are author-| Bartlett & Co., Chicago, IIL., 
experi- assistance will be given to dis-| hardware supplies to retailers in| ized in connection with a PD-| who has been granted a leave 
lity of tributors, wholesalers, etc., who| 4 Defense Housing critical area | 1X application, they may be ap-| ° absence by the company to 
: ‘feoee apply on the new form so that | may receive a large number of | plied on distributors’ orders to pre: hee a of “— 
waaly maa _— ne pos — © | small orders for hammers and | producers by a simple form of 7 ae eagpe > 
- ane deat se cialis teach other hand tools which will be endorsement on the purchase of the Office of Price Admin- 
os and a s strie used by workmen engaged in | order containing the serial num- | istration. 
ntact i defense housing construction, but ber of the approved application. Mr. Kwitek, who has been 
led by h mm neue months, distributors | jt would be difficult or impossible Ratings authorized wd specified | with the Chicago wholesale 
? ave been hesitant to make de- for the retailer to furnish him | Tantities of materials may be hardware organization for the 
firms, liveries to retailers, restaurants, i = ile eattee am onih applied to more than one pur-| past 13 years, assumed his new 
Prvices and other important users who pede sane Bagge a ie chase order placed with different | duties in Washington on Jan- 
encies. cannot furnish priority rating order. in cach 8 cone, t lige suppliers, provided that the total | “4"Y 25th. 
of the <etificates, because the distribu- tributor could apply for pasority Se a eee ee es sss 
tee of tors were afraid that they would | #SS!stance to replenish his inven- assigned is not greater than the| AGAVE ORDER AMENDED 
Opera- not be able to replace the ma- | 'Y by — ros and the re-| total amount authorized. Sup- The War Producten Board 
overn- terials in their own inventories. | Tited~ priority assistance would pliers and producers to whom hes amended ender 24-04 which 
Use of the new form will enable probably be granted. the rating is extended in this | restricts the use of agave fiber 
distributors to request preference A new order, to be known as | way may re-extend the rating t0| t4 permit importers to carry out 
ee ratings for essential supplies L-63, limiting the size of inven- | obtain materials which will BC} contracts with dealers entered 
without receiving or extending a:| tories which may be maintained | physically incorporated into ma-} into before Feb. 20, the date 
rating on every individual order | by distributors, will be issued | terials or products to be ultimate- of the original order, and to per- 
which they fill. and published before the new | ly delivered to the distributor in | mit dealers to carry out contracts 
acts Distributors, wholesalers, and PD-1X forms are made available accordance with the terms of the} with jobbers and Processors en- 
jobbers, who purchase the fol- for use, and the quantities of | certificate. tered into before Feb. 20. 
| costs lowing supplies from producers 
made will be entitled to apply for pref- 
with erence ratings on Form PD-1X: 
be re- automotive, aviation, builders, 
» orig- construction, electrical, foundry, 
essary hardware, health, industrial, 
file a plumbing and heating, railroad, 
before refrigeration, restaurant, trans- 
le of mission, textile mill, and welding 
in his and cutting supplies. 
ns of ; , . 
mien Ratings will be assigned on the 
prod- basis of the importance of the 
product, the use to be made of 
lution it by the distributors’ customer, 
- spe- and the availability of the ma- 
ndard terials required. A uniform sys- 
vided. tem for assignment of ratings will 
oo be developed in cooperation with 
e- i s i s - 
> el ani Gases sacl ¢* _TRU TEST PLANS FOR FALL AND Ne tee sae toa wag a sooneine: uae Dae 6 
sction that all distributors handling the of distributors of the Tru Test Marketing & Merchandising Corp., Merchandise Mart, a. 
of a Over $1,000,000 worth of merchandise for fall and toys for Christmas were committed for Tru 
same types of products for the | Test dealer protection. A 32-page rotogravure Toy Book in color will come out again this year 
-_ same classes of customers will | as well as an attractive display kit to back up the toy promotion for hardware dealers. 
Rarer receive similar ratings. Merchandise shortages will cause. no halt in the consumer merchandising program planned 
tified Use of the new form is not | for hardware dealers this fall, Tru Fest has annodnced. The regular 32-page rotogravure fall 
mm. A : e and winter catalog will be issued plus ‘a store display kit. New available merchandise will spot 
OPA expected ” eased all of dis- the catalog in some cases, replacing regular hardware items that can't be delivered. 
heets tributors sequirements for — L. L. “Red’’ Oakes and E. W. Thayer were in charge of the meeting, an important part of 
re be- ity asap bee a distribu- which consisted of the discussion of new lines being introduced each month to hold up dealer 
tor fills an order bearing a prior-!| yolume. 
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The joint convention of the 
Southern Hardware Jobbers As- 
sociation and American Hard- 
ware Manufacturers Association 
at the Hotel Roosevelt, New 
Orleans, La., April 20-23, will 
feature as guest speakers, Gen- 
eral Lewis B. Hershey, director 
of the Selective Service System, 
and Raymond Moley, journalist 
on authority on political economy. 

General Hershey, speaking be- 
fore a joint session of the two 
associations will discuss “Selec- 
tive Service in Total War.” Mr. 
Moley at the same session will 
address the meeting on “Only a 
Free Industry Can Serve a Free 
People,” Hardware industry 
speakers at other sessions will be 
H. J. Allison, president of the job- 
bers association; Richard Harte, 
president of the manufacturers 
group, and John Tomajan, presi- 
dent of The Washburn Co. 

The opening session of the con- 
vention, Monday evening, April 
20 will be a joint meeting of the 
associations. The following morn- 
ing, they will hold separate ses- 
sions with the manufacturers at 
a round-table discussion in which 
general participation from the 
floor will be invited. Mr. Toma- 
jan in his talk will lead up to 
the general discussion. 

Jobbers on Tuesday morning 
will have speakers’ who will deal 
with the problems of priorities, 
allocations, price control, etc., to 





RICHARD HARTE 





JOBBERS MANUFACTURERS 


NEW ORLEANS PROGRAM 


Brigadier General Hershey, Raymond Moley and prominent hardware 
leaders to address 52nd annual convention of the Southern Hardware 
Jobbers Association and the 84th semi-annual convention of the Ameri- 
can Hardware Manufacturers Association April 20-23 at New Orleans, La. 


be followed by a general discus- 
sion of subjects of special inter- 
est to the wholesalers during the 
present War period. 





RAYMOND MOLEY 


The second joint session of the 
convention will be held Wednes- 
day morning, April 22 and will 
be addressed by Brigadier Gen- 
eral Hershey and Mr. Moley. 

Thursday morning, April 23, 
will be the concluding session 
of the convention for the South- 
ern Hardware Jobbers Associa- 
tion which will hold its annual 





HARDWARE TRADE SPEAKERS 





H. J. ALLISON 





election of officers. 


CONVENTION GUEST SPEAKERS 





BRIG. GEN. LEWIS B. HERSHEY 


Though entertainment will not 
be given as much prominence 
as usual, arrangements have been 
made for an interesting program 
bya local New Orleans commit- 
tee, headed by P. W. Stratton as 
chairman. Special attention has 
heen given to working out an un- 
usually enjoyable program of en- 
tertainment for the ladies, and 





JOHN TOMAJAN 


The manu- 
facturers will not meet. No ses- 
sions will be held on the after- 
noons of the convention period. 





tentative plans include a luncheon 
at Antoine’s famous restaurant 
in the French quarter. The usual 
golf tournament for men will be 
held on Wednesday afternoon, 
April 22. 


General arrangements for the 
convention are being worked out 
by a committee composed of 
President H. J. Allison, and 
Secretary T. W. McAllister, 1020 
Grant Bldg., Atlanta, Ga., of the 
jobbers association and President 
Richard Harte and _ Secretary 
Charles F. Rockwell, 342 Madi- 
son Ave., New York City, of the 
manufacturers association. 

Special events during the con- 
vention will be meetings, lunch- 
eons and dinners of several or- 
ganizations. The Old Guard will 
meet at 10 o’clock Tuesday morn- 
ing, April 21; time and place 
of their annual dinner will be 
announced later. 


X CLUB LUNCHEON 
APRIL 21 


The X Club will hold its 
twelfth gathering Tuesday, April 
21, at New Orleans, La., during 
the 52nd annual convention of 
the Southern Hardware Jobbers 
Association and the 84th semi- 
annual convention of the Amer- 
ican Hardware Manufacturers As- 
sociation. The luncheon will be 
held at 12:30 p.m. on the mez- 
zanine floor of the Hotel Roose- 
velt. 


CENTRAL STATES CLUB 
PLANS DINNER IN NEW 
ORLEANS, APRIL 19 


The Central States Hardware 
Club, Chicago, IIl., will hold its 
fourth annual southern dinner 
party and entertainment for 
members and guests, Sunday, 
April 19, at Arnaud’s Restaurant, 
New Orleans. This event will be 
held in conjunction with the 
joint convention of the manufac- 
turers and southern jobbers as- 
sociations. Committee in charge 
consists of R. H. Myers, chair- 
man; A. J. Eggleston, vice-chair- 
man, and Ben Leve, 3630 S. Iron 
St. Chicago, Ill., secretary. Mr. 
Myers is associated with the Sim- 
onds Saw & Steel Co. and makes 
his headquarters at 1302 Whit- 
ney Bldg., New Orleans. 


SEEKS DISPLAYS 

FOR NEW STORE 
Murray’s Locksmith, 92-05 
159th St., Jamaica, New York, is 
opening a branch store and 
would appreciate receiving win- 
dow, counter and floor displays 
of all kinds from manufacturers. 
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INDESTRO TOOLS 


America is preparing—America is at war! 





Indestro tools are doing their part in fabricating 
and maintaining all branches of our mechanical 
equipment. The makers of Indestro tools pledge 
to our fellow countrymen their every ounce of 
patriotic devotion, energy and skill that America 
will predominate and be victorious in this struggle. 


Indestro is glad to assist you in selecting the 
proper tools for maintenance or factory work. 
They are recognized the world over for quality— 
accuracy—dependability—value. 


INDESTRO MFG. CORP. 


Kildare at Schubert Chicago, Illinois 
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Hardware Age Priorities 


Guide Additions 
Under “P” Orders Add: 


P-55—-Amendment. Simplifies extension of preference ratings 
(3-3-42). 

P-84—Plumbing and heating repairs assigned a rating of A-10 
(3-13-42). 

P-90—Production Requirements Plan (effective first quarters 
1942). Supersedes P-6-x, Defense Supplies Rating Plan. Re- 
lated forms of P-90, PD-25-a and PD-25-b. Amendment (1-30-42). 
Permits extension of AA ratings without special permission from 
WPB. 

P-95—Material for farm machinery and parts (12-27-41). Super- 
sedes P-32, P-33. See L-26. Related forms PD-25-a, PD-81 and 
PD-81.-a. 

P-100—Amendment. Extends priority aid to farmers for agri- 
cultural machinery repairs, granting farmers A-10 rating (12-10- 
42). Amendment—Extends order to refrigerating equipment in 
stores and restaurants. 


Under “L” Orders Add: 


L-5-b—Retail sales of mechanical refrigerators may be made only 
from stocks on hand at 10 a.m., Feb. 14. 

L-5-c—Amendment. Refrigerator production to halt April 30, 
1942 (2-23-42). Supersedes L-5-a. Amendment—(2-27-42). Pro- 
hibits refrigerator manufacturers from disposing of inventories of 
parts or materials, except to other refrigerator manufacturers. 

L-23—Amendment—(2-7-42). Tightens restrictions on use of 
critical materials in production of cooking appliances. 

L-28—Restricts production of incandescent lamps (1-24-42). 

L-42—Orders simplification of design of iron, brass, and bronze 
valves (2-11-42). 

L-42-a—Amendment. Plumbing and heating equipment pipe 
fitting design and manufacture ordered simplified. 

L-44—Restricts output of radios and radio-phonographs (1- 
23-42). 

L-44-a—Orders cessation of radio and radio-phonograph produc- 
tion for civilian use on April 22 (3-7-42). 

L-52—Restricts production of bicycles and bicycle parts (3- 
12-42). 

L-54-b—Purchase, sales, and rental of new office machinery pro- 
hibited except to holders of rating of A-9 or higher issued on 
PD-l-a and PD-3-a (3-14-42). 

L-55—Prohibits delivery of new firearms for civilian use; re- 


, Stricts shotgun output (2-23-42). 


L-60—Freezes sale or other disposition of new pistols, rifles,~and 
shotguns (2-27-42). 


Under “M” Orders Add: 

Amendment No. 5. Revises list of products for which rubber 
use is prohibited (3-1-42). 

M-15-b—Amendment No. 5. Revises list of products for which 
rubber use is prohibited (3-11-42). Amendment No. 6. Restricts 
use and sale of scrap or reclaimed rubber (3-21-42). 

M-15-c—Restricts transactions in rubber tires, casing, and tubes. 
Related form PD-216. 

M-21-b—Amendment. Steel warehouses prohibited from accept- 
ing deliveries in excess of quotas (2-28-42). 

M-36—Manila fiber and manila cordage (8-29-41). Related 
forms PD-128 and PD-129. Amendment No. 1 (8-31-41). Amend- 
ment No. 2 (12-19-41). Further instructions on cordage sales. 
Amendment No. 3 (2-20-42). Further curtails processing of 
manila fiber. 

M-38-c—Curtails use of lead in specified products (1-10-42). 

M-51—Amendment (2-4-42). Directs distribution of pig and 
hog bristles; gives specifications for non-military use. 

M-70—Use of Jute from India restricted (2-27-42). Related 
forms PD-318 and PD-319. 

M-82—Restricts use of Hemp seed. 

M-84—Curtails use of Agave fiber, cordage and twine (2-20-42). 
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from price control. 
No. 82—Wire and cable. 


Under “OPA” Price Schedules Add: 
No. 48—Flashlights, flashlight batteries and bulbs, 


removed 


Rifle and shotgun manufacturers 


asked to stabilize price at Jan. 10 levels. 


To Order Repair Supplies 


When ordering repair, maintenance and operating supplies as 
defined in order P-100 on your purchase order to your supplier 
put the following statement and manually sign it: 

“Material for Maintenance, Repair or Operating Supplies 
—Rating A-10 under Preference Rating Order P-100, with 
the terms of which I am familiar.” 


This constitutes legal use of the rating. 


Any order so rated 


must be accepted by the supplier in accordance with the terms 


of Priorities Regulation No. 1 


If you receive an order for repair, 


maintenance and operating supplies, you may extend the rating in 
the same manner, if necessary to obtain materials going into the 


order. 


Full details of Order P-100 were published in the January 8 
issue of HARDWARE AGE on page 29. 








Waterproof Rubber Footwear Prices 
Stabilized at Dec. 3 Levels 


Maximum manufacturers’ prices 
for waterproof rubber footwear 
have been established as a result 
of individual agreements negoti- 
ated between the Office of Price 
Administration and manufactur- 
ers at a meeting in Washington. 

The agreements establish prices 
that are in no case higher than 
those in effect Dec. 3, 1941, when 
Mr. Henderson requested manu- 
facturers not to effect price in- 
creases. Prices on a substantial 
number of items are lower than 
the Dec. 3 level. These price de- 
creases reflect the reduction in 
crude rubber content ordered by 
the War Production Board to con- 
serve the rubber supply. The 
agreements also provide that all 
discount schedules that were in 





tained. OPA officials pointed out 
that the agreements establish 
maximum prices only and that 
firms may sell at less than these 
levels. 

These are the first agreements 
of this kind negotiated by Mr. 
Henderson under the power 
granted him in Section 5 of the 
Emergency Price Control Act of 
1942. This Section permits the 
Administrator to negotiate agree- 
ments for the stabilization of 
prices directly with manufactur- 
ers. This method is reported to 
have been especially useful in 
the case of waterproof rubber 
footwear, as manufacturers had 
never before produced items ex- 
actly comparable to the new 
“Victory Line” of boots, arctics 


effect on Dec. 3 are to be re- | and rubbers. 











BROOKLYN ASSOCIATION ELECTS: Officers elected by 
the Brooklyn Hardware Association at its March 12th ‘meet- 
ing at the Hotel St. George, Brooklyn, N. Y., are, left to 
right: S. H. Atkinson, R. J. Atkinson, Inc. director for two 


years; Samuel Singer, president; 


enry F. Bond, treasurer, 


and Ralph S. Allen, Diamond Expansion Bolt Co., secretary. 
Officers not in the photograph are: Anthony Herrmann, Otto 
Herrmann, Inc., Glendale, vice-president, and Edward F. 


Daily, director for two years. 
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BUILT TO 
WITHSTAND 
THE TEST 
THAT TOPS 
ALL OTHERS —} 


TIME! 




































Wen the very utmost of useful service is expected 
of every product, as is the case in times like these, your 
customers will especially appreciate the qualities of rugged- 
ness built into Union Hardware Roller Skates. These are 
the features of design and construction that give the skates 
extra strength to resist the extra strains of long, hard use: 


(1) All metal parts of tough cold-rolled steel 


(2) Sturdy, double ball-bearing wheels 


(3) Re-enforced channel construction for strength 
with flexibility 


(4) Trucks rubber mounted for shock-resistance and 
easier riding 


' out 


Add to these points of superiority the cumulative experi- 
ence gained through more than 75 years of manufacturing 
and you have the reasons why Union Hardware Roller 
Skates have a life span far beyond the average! Count on 

these skates to serve loyally all the TIME . . . for a long 
TIME to come. 


TTViIL.wLTe 
| HARDWARE COMPANY 
| SS EWE aw EY 
TORRINGTON, CONN. 


NEW YORK OFFICE IS'CHAMGERS STREET 





New officers Pennsylvania Wholesale Hardware & Supply 


Association, left to right—Samuel B. Smith, Steinman Hardware 
Co., Lancaster, secretary; R. R. Kearton, Ralph F. Weeks Co., 
Scranton, president; C. E. Maloy, Jr.. H. C. Prutzman Co., 
Altoona, second vice-president and H. C. Hopkins, Reilly Bros. 





& Raub, Lancaster, first vice-president. 


More Than 110 Attend The 


| Pennsylvania Wholesalers’ Dinner 


The 42nd annual dinner of the 
| Pennsylvania Wholesale Hard- 
| ware & Supply Association, held 
| Thursday evening, March 12 at 
| the Hotel Astor, New York City, 
| was attended by 110 members 
and guests. Following an ex- 


cellent dinner a variety show of 
professional entertainers was pre- 
sented. 

On Friday the annual business 
meeting was held, R. R. Kearton, 
Ralph F. Weeks Co., Scranton, 
being elected president to suc- 





ceed Maxwell Krause, Geo. W. 
Krause Hardware Co., Lebanon. 
Mr. Krause, who was absent be- 
cause of illness was re-elected 
treasurer. Other officers are H. 
C. Hopkins, Reilly Bros. & Raub, 
Lancaster, first vice-president; 
C. E. Maloy, Jr., H.C. Prutzman 
Co., Altoona, second vice-presi- 
dent. Executive committee for 
1942 follows: Mr. Krause, chair- 
man; C. E. Moyer, C. Dreisback’s 
Sons, Lewisburg; R. J. Glock, 
Swank Hardware Co., Johnstown; 











Members. Pennsylvania Wholesale Hardware & Supply Asso- 
ciation executive committee—left to right—A. A. Aulenbach, 
Pottsville Supply Co., Pottsville; C. E. Moyer, C. Dreisback’s 
Sons, Lewisburg; R. J. Glock, Swank Hardware Co., Johnstown, 
and Denton L. Wright, P. A. & S. Small Co., York. 


(5) Formed steel loops prevent straps from pulling | 





Representatives of The New York State Association of Hard- 
ware Jobbers at the meeting of the Pennsylvania Association, 
left to right:—W. M. Hoyt, Babcock, Hinds & Underwood, Inc., 
Binghamton; Howard H. Kimball, Barker, Rose & Kimball. 
Inc., Elmira, president; Sherrill Sherman, Roberts Hardware 
Co., Utica; C. G. Ralph, Burhans & Black, Inc., Syracuse; 
H. J. Yoder, W. W. Conde Hardware Co., Watertown, and 





H. B. Evans, Thomas H. Bradley, Inc., Watertown. 
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A. A. Aulenbach, Pottsville Sup- 
ply Co., Pottsville; Denton L. 
Wright, P. A. & S. Small Co., 
York, and J. Boyd Trostle, H. A. 
Gable Co., Harrisburg. 

The annual business meeting of 
the association was held the next 
day at which representatives of 
the New York State Association 
of Hardware Jobbers were pres- 
ent, together with one Maryland 
wholesaler. New York wholesal- 
ers present were: Howard H. 





Kimball, Barker, Rose & Kimball, 


Inc., Elmira, president of the 
New York group; W. M. Hoyt, 
Babcock, Hinds & Underwood, 
Inc., Binghamton; C. G. Ralph, 
Burhans & Black, Inc., Syracuse; 
H. B. Evans, Thomas H. Bradley, 
Inc., Watertown; Sherrill Sher- 
man and Earl G. Grenier, both of 
Roberts Hardware Co., Utica, and 
H. J. Yoder, W. W. Conde Hard- 
ware Co., Watertown. C. H. 
Rohrer, Schindel, Rohrer & Co., 
Inc., Hagerstown, Md., was also 
a guest. 








PRP Amended to Permit Use of Ratings 
Assigned by Other Certificates 


Companies operating under the 
Production Requirements Plan 
are permitted to use ratings as- 
signed by other certificates to ob- 
tain material not regularly car- 
ried in stock, by the terms of a 
recent amendment to the Plan 
Order, P-90. Under the terms 
of the order as originally issued, 
no company operating under the 
Plan was permitted to use prefer- 
ence ratings assigned in any 
other way, except for capital 
items, without a special author- 
ization. 

This new amendment will per- 
mit a company operating under 
the plan to extend ratings on or- 
ders received for “as required” 





or “special order” materials not 
ordinarily carried in stock with- 
out the necessity of filing special 
supplementary application on the 
appeals form, PD-25F. However, 
any company which uses ratings 
under this amendment must re- 
port such use to the Production 
Requirements Branch at the end 
of each month. 

Companies to which ratings 
have been assigned under the 
plan are still forbidden to use 
any ratings assigned by a general 
preference rating order or certifi- 
cate; or to extend ratings on or- 
ders received by them to obtain 








materials which are customarily | 


carried in their regular stock. 








SLOAN NAMED MANAGER 
G.E. LAMP DEPARTMENT 


M. L. Sloan has been advanced 
from assistant manager to man- 
ager of the lamp department, 
General Electric Co., Nela Park, 
Cleveland, Ohio. J. E. Kewley 
continues at Nela Park as vice- 
president in general charge of 
the lamp department. 

Mr. Sloan’s first job was with 
the old General Electric National 
Lamp Works in Cleveland where 
he was employed as commercial 





M. L. SLOAN 
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engineer. In 1912 he was trans- 
ferred to the Youngstown (Ohio) 
lamp works where, in only a few 


months, he was advanced to the | 


position of assistant manager. In 
1913, Mr. Sloan was transferred 
to the. new Nela Park headquar- 
ters. 
a year in the manufacturing de- 
partment, he was advanced to 
assistant general manager of 
manufacturing. He was made 
manager of the lamp manufactur- 
ing department in 1921, was 
transferred to the administration 
department at Nela Park in 1927, 
and was appointed assistant man- 
ager of the lamp department in 
1931. 


RITTENHOUSE PLANS 
SPRING FESTIVAL 


The A. E. Rittenhouse Co., 
Inc., Honeoye Falls, N. Y., has 
announced a “Rittenhouse Spring 
Festival,” April 15 through 
June 1. For use during that 
period special display trimming 
materials will be provided upon 


board, bearing short messages of 





cheerful import. 


After serving for less than | 


request, consisting of hangers in | 
gaily colored squares of card- | 
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Help your customers 
enjoy greater gardening 
success... help 
yourself to extra 


profits! 


and for your 
customers’ inside 
plants and 


window boxes 


VIGORO Tablets! 


TIE IN WITH YOUR COUNTRY’S 
i WAR EFFORT! HELP PROMOTE 
VICTORY GARDENS! 


Vigoro works wonders 
on vegetables 


A Product of Swift & Company 
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BARTH AGAIN HEADS 
SARGENT & CO. 
Following the annual meeting 
of the stockholders of Sargent & 
Co., New Haven, Conn., on 





P. E. BARTH 


March 20, the board of directors 
reelected P. E, Barth, president 
of the company and Murray Sar- 
gent was elected chairman of the 
board. Other officers elected 





MURRAY SARGENT 


were: C. F. Sargent, vice-presi- 
dent; Ziegler Sargent, vice- 
president and treasurer; George 
F. Wiepert, vice-president and W. 
S. Lewis, secretary. 

Board of directors consists of 
Mr. Barth, H. A. Parks, Murray 
Sargent, R. L. Fisher, C. F. Sar- 
gent, T. D. Sargent, W. S. Lewis, 
John Sargent and Ziegler Sar- 
gent. 


WAR AGENCIES CAN 
GET REFRIGERATORS 


WPB has amended the refrig- 
erator order L-5-b, which freezes 
and restricts sales of domestic 
mechanica: refrigerators, to per- 
mit the Army, Navy, and Mari- 
time Commission to obtain new 


specific permission from WPB. 
Under the amendment, reports 
of such sales must be filed with 
WPB not later than the 10th of 


each month. 


COONLEY OF WALWORTH 
HEADS SIMPLIFICATION 
BRANCH OF WPB 


Howard Coonley, of the Wal- 
worth Co., will head the Simpli- 
fication Branch of the Bureau 
of Industrial Conservation of 
WPB. Mr. Coonley is a past 
president of the American Stand- 
ards Association. 


HEADS DEVOE 
MARINE SALES 


The Devoe & Raynolds Co., 
New York City, has announced 
the appointment of William J. 
O’Callaghan as sales manager of 
the Marine Division to succeed 
the late Harry C. Shedd. 





voe organization a number of years 
ago and his first position in the 
company placed him in charge 
of marine sales in New England. 
Subsequently he became assistant 
manager of the division with 
headquarters in New York. 

In his new capacity Mr. O’Cal- 
laghan will supervise marine sales 
on a national basis. 





MacRAE ‘NOW SELLS 
PACIFIC PLASTIC 
LINE EXCLUSIVELY 


Harry B. MacRae, 864 Brook- 
side Drive, Glendale, Mo., manu- 
facturers’ representative is no 
longer representing the builders’ 
hardware line of the Reading 
Hardware Corp. but is devoting 
his efforts to the exclusive rep- 
resentation in his territory of 
the “Hollymade” line of build- 
ers’ hardware made by the Pa- 
cific Plastic & Mfg. Co., Holly- 
wood, Calif. Mr. MacRae covers 
the territory of Ohio, Kentucky, 
Indiana, and eastern Missouri- 








refrigerators without first getting 


HARRY B. MACRAE 
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Shellac to Be Barred 
for Some Civilian Uses 


(Washington Bureau 
of HARDWARE AGB) 

A limitation order is being 
prepared which, while it will cur- 
tail several civilian uses, will also 
assure adequate supplies of shel- 
lac for essential civilian needs, 
Gunther H. Schmitz, chief of the 
Natural Resin and Wax Unit of 
the Protective and Technical 





Coatings Section, has announced. 
Shellac plays an important part 
in the production of protective 
coatings to prevent fouling, cor- 
rosion and deterioration of mili- 
tary and naval equipment from 
woodwork to artillery shells. Its 
civilian uses range from sizing for 
felt hats to coatings on some 
medicines and breads. 








Use and Sale of Scrap Rubber 
Brought Under Priority Control 


As a result of a serious short- 
age of scrap rubber, strict con- 
trols on the use and sale of scrap 
and reclaimed rubber have been 
put into effect by the WPB. The 
restrictions, which permit con- 
sumption for designated products 
only, are contained in Amend- 
ment 6 to Supplementary Order 
M-15-b. Appeals will be enter- 
tained by the Rubber Branch for 
products not listed. Appeals, 
however, will not be considered 
for the following items: (not the 
complete list). 

Household gloves; mats; mud 
flaps; sprays; sponges; soap dish- 
es; blackout paint, except shat- 
terproofing materials; blow-out 
patches; chair and _ furniture 
parts, including casters and cas- 





ter cups; coasters; croquet balls; 
dish drainers; door and window 
wedges; checks and bumpers; 
electric base plugs; flooring; tile 
and tiling and wainscoting, except 
conductive; fly swatters; foot 
bath trays; golf bags; driving 
mats and tees; handle grips, 
except for dielectric purposes; 
jar openers; kneeling pads; lawn 
mower tires; mats and matting, 
except switchboard and conduc- 
tive; paint brush guards; serving 
trays; sink pads; drain stop- 
pers; sponge applicators; stair 
and step treads; table tops; toilet 
seats; toys and parts of toys 
(except as elsewhere permitted ; 
wall paper cleaners; Christmas 


‘tree ornaments and accessories 


including wire.) 








CENTRAL STATES CLUB 
GOLF PARTY 
The Central States Hardware 
Club, Inc., Chicago, IIl., will hold 
its fourth annual ‘golf party and 


dinner-entertainment, Friday, | 


June 26, 1942, at the Tam 
O’Shanter Country Club, Howard 
Ave. at Caldwell Rd., Chicago. 
Committee in charge consists of 
Frank J. Koch, McKinney Mfg. 
Co., chairman; George H. Beau- 
din, J. Wiss & Sons Co.; A. J. 
Eggleston, Richards-Wilcox Mfg. 
Co., and Secretary Ben Leve, 
3630 S. Iron St., Chicago, II. 
BURHANS & BLACK 
ELECTS OFFICERS 


Burhans & Black, Inc., whole- 
sale hardware firm of Syracuse, 
N. Y., announced the election of 
the following officers: directors, 
T. Frank Dolan, Jr., Lawrence 
Sovik, Edwin C. Kruger, Leopold 
L. Joh, Gordon C. Costello, 
George M. Haight, Paul B. Kelly, 
Frank J. Lesch and Charles G. 
Ralph. Officers: chairman of the 
board, T. Frank Dolan; president, 
George M. Haight; vice-president 
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and general manager, Charles G. 
Ralph; secretary, Gordon C. Cos- 
tello, and treasurer, Ernest A. 
Damon. 


WARNER HDWE. ELECTS 


At the recent annual stockhold- 
ers’ meeting of the Warner Hard- 
ware Co., Minneapolis, Minn., 
Mrs. Leon C. Warner, Sr., re- 
signed as president of the com- 
pany while Leon C. Warner, 
Jr., was elected the new presi- 
dent. He now heads the concern 
with which he is associated, as 
did his father and grand-uncle 
before him. 

The following were also 
elected: Emanuel F. Carlson, first 
vice-president; Mrs. Leon C. 
Warner, Sr., second vice-presi- 
dent; Hubert A. Burns, secre- 
tary; Ben F. Collins and Merle 
E. Carlson, directors. 

Warner Hardware Co. was es- 
tablished in Minneapolis in 1875 
and now operates the main store 
at 13 So. 6th St., and two neigh- 
borhood stores, one at 2935 Hen- 
nepin Avenue and the other at 


| 814 West Broadway. 














GRIFFIN 


HINGES 


AND WROUGHT STEEL 


_HARDWARE 


Quality Products 
Manufactured Since 1899 


Door Butts 
Strap and Tee Hinges 
Wrought Steel Shelf Brackets 
Safety Hasps and Hinge Hasps 
Ornamental Hinges 
Garage Door Hardware 
Screen Door Hardware 
Cellar Window Sets 
Back Flaps and Chest Hinges 
Corner Irons 
Heavy Pressed Steel Door Handles 


Barrel Bolts 


All Are Available Through Progressive 
Jobbers 


(GRIFFIN 


nufacturing Cbmpany 


ERIE, PENNSYLVANIA 








AGENTS: 
BOSTON: 100 Purchase St. 
SAN FRANCISCO: 703 Market St. 


NEW YORK: 45 Warren St. 
CHICAGO: 162 N. Clinton St. 

















Join in the 


National SCREEN PROGRAM | 


. + + help guard the Nation’s Health — 


Help your country! Protect yourself! National 
Window Screens, with their sturdy features and 
quality, give extra protection against mosquito 


and fly ‘‘sabotage”’ . . . 


strengthen National 


Defense by guarding the Nation’s health! 


ASK YOUR JOBBER about the complete 
line of these value-plus screen doors, window 
A wide variety of styles. 


screens and ventilators. 


USE THIS 
COUPON 


NATIONAL SCREEN CO., INC. 


Suffolk, Virginia 


Please send us a copy of your 1942 catalog show- 


ational Screen Doors, 


ing the complete line of 
indow Screens and Ventilators. 


NEW YORK OFFICE: 200 Fifth Avenue 


PETERSON & LOWE, 22 Light St., Baltimore, _ 


Southern Selling Agents: 









| 
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government 


HARDWARE GROUP 
TO PETITION FOR 
UNLIMITED WORK WEEK 


The following resolution has 
been forwarded to members of 
the Hardware Merchants’ & Man- 
ufacturers’ Association, 505 Arch 
St., Philadelphia, Pa., requesting 
the elimination of the 40-hour 
standard work week at least for 
the emergency. At a meeting 
of the Association on March 17, 
members stated they would write 
individually to their Senators 
and Congressmen, urging that 
pending legislation along the 
lines of the resolution be passed 
promptly. 

The resolution read: 

“Whereas, the standard work 
week of forty hours with time 
and one-half for overtime is re- 
quired under the Wage and Hour 
Law, and 

“WHEREAS, the Walsh-Healy 
Act limits hours of employees on 
contracts to forty 


| hours and 


“WHEREAS, under emergency 
conditions due to the existence 
of a state of war between the 
United States and the Axis Pow- 
ers, it is highly important that 
the maximum hours of labor be 
increased in order that the great- 
est possible production of war 
materials may be obtained, there- 
fore be it 

“Resotvep, by the Hardware 





Merchants’ and Manufacturers’ 
Association of Philadelphia in 
meeting assembled this seven- 
teenth day of March, 1942, that 
we call upon the Congress of the 
United States to immediately 
adopt legislation which would do 
away with all limitations on the 
work week, at least for the emer- 
gency, in order that the maxi- 
mum production may be attained 
to carry out the War Program 
which is so important to our 
Democracy.” 
NAVY “E” PENNANT 

The McKay Co., Pittsburgh, 
Pa., manufacturer of chain, etc., 
recently received the U. S. Navy 
ordnance flag and the Navy “E” 
pennant. The flag is awarded to 
manufacturing plants which have 
been outstanding in production 
of ordnance material for the 
Navy. Besides giving the com- 
pany the privilege of flying the 
flag and pennant the company’s 
employees are entitled to wear a 
special lapel button bearing the 
company’s name, the insignia of 
the Bureau of Ordnance and the 
Navy “E.” 

Thomas J. McKay, president, 
accepted the award presented by 
Captain F. L. Oliver, U.S.N. (re- 
tired) who also presented em- 
ployee buttons. Elmer Reilly 
accepted the award on behalf of 
the McKay Co. employees. 





OBITUARIES 





VINCENT W. CORNELL 

Vincent W. Cornell, 61, retired 
Brooklyn hardware dealer passed 
away March 23. A resident of 
Scarsdale, N. Y.,, Mr. Cornell 
passed away of a heart attack. 
Mr. Cornell had been a partner 
in Samuel W. Cornell & Co., es- 


| tablished by his father. He leaves 


his widow, a daughter and a 
brother, Henry A. Cornell, promi- 
nent former hardware man of 


| Brooklyn. 





JOHN N. KEELER 

John N. Keeler, 55, manager 
of the industrial hardware divi- 
sion of the Edward W. Daniel 
Mfg. Co. passed away recently. 
He leaves his widow, two daugh- 
ters and a son. 

GUS RUHLING 

Gus Ruhling, well-known 
manufacturer’s representative, re- 
cently passed away at his home 
in Chicago, after a lingering ill- 
ness. Mr. Ruhling started the 
company that bears his name 35 
years ago, devoting his attention 
exclusively to the hardware field. 





Up until the time of his death 
he represented Mathias Klein & 
Sons, Vaughan & Bushnell Mfg. 
Co., W. Rose & Bros., The Peer- 
less Level & Tool Company and 
W. C. Heimerdinger Co. 

The business he founded will 
be continued under the same 
name by his son, Herb T. Ruhl- 
ing. 





GUS RUHLING 


HARDWARE AGE 
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ERICSSON HEADS NEW 
KANSAS CITY CLUB 


B. E. Ericsson, Norton Door 
Closer Co., was elected president 
of the newly-formed Heart of 
America Hardware Club, whose 





es iad ee 
Z ee Sage Sat 


B. E. ERICSSON 


membership is composed of hard- 
ware men calling on the hard- 
ware trade at a meeting March 6. 
A number of the new organiza- 
tion’s members were formerly 
prominent in the Kansas City 
Unit of the Central States Hard- 
ware Club which is now inactive. 
Monthly meetings will be held 
in Kansas City, Mo., the home 
of most of the new club’s mem- 
bers. 

Other officers of the group are: 
W. L. Poynter, Black & Decker 


Mfg. Co., vice-president; Don 
Cook, Columbian Steel Tank 
Co., secretary-treasurer. Mem- 


bers of the board of governors 
are: Patrick T. Gibbons, The 
Stanley Works; Dietz Lusk, 
Henry Disston & Sons; Alvin J. 
Wurzbach, Sargent & Co.; Frank 


S. Hires, Russell & Erwin Mfg. | 





“treasurer, 





Co.; A. W. Gadd, John H. Gra- 
ham & Co.; Eugene T. Wanderer, 
Wilkening Mfg. Co.; Hiram A. 
Myers, Thermoid Rubber Co.; 
and A. J. Walker, Walker-Stev- 
ens Co. 

“The members of the organiza- 
tion are planning on increased 
activities and a growing mem- 
bership list.” Application blanks 
may be obtained from Mr. Erics- 
son, 5216 Canterbury Road, Kan- 
sas City, Kan., or from Mr. Cook, 
Columbian Steel Tank Co., Kan- 
sas City, Mo. 


PACKAGING EXPOSITION 
APRIL 14-17 IN N. Y. 


The American Management 
Association is sponsoring the 
12th annual Packaging, Packing 
& Shipping Conference and Ex- 
position, April 14-17, at the Hotel 
Astor, New York City. The as- 
sociation is located at 330 W. 
42nd St., New York City. 


NEW OFFICERS FOR 
“THE NUTMEGGERS” 


At a recent meeting of the 
“The Nutmeggers,” Inc., the 
following officers were elected: 
president, George Graham, The 
Collins Co.; first vice-president, 
Raymond L. Rose, Benj. Moore 
& Co.; second vice-president, 
Ernest J. Bolduc, Jr., Wickwire 
Spencer Steel Co.;  secretary- 
Earle J. Hopwood, 
Olds & Whipple, Inc., and assis- 
tant treasurer, E. Cyril Sullivan, 
Hunter & Havens, Inc. 

Directors for one year are: 
Raymond Rose; Joseph Lane, 
Greenfield Tap & Die Corp.; C. 
F. O’Brien, Bethlehem Steel Co.; 
C. S. Lott, Botfield Refactories 














Co.; directors for two years: 
Norwood Webster, Chase Co.; 
Everett A. Lawrence, Hardware 
Mutual Casualty Co.; Bernard 
B. Higgins, The Blodgett & Clapp 
Co.; Charles A. Peterson, Tracy, 
Robinson, Williams Co. New 
directors elected for three years, 


are: Robert F. Clayton, Wall 
Rope Works, Inc.; E. Cyril 
Sullivan; Fred J. Knowles, 


Nicholson File Co., and H. C. 
Tilley, Jr., Republic Steel Corp. 





ALUMINUM GOODS CO. 
TAKES ON TOY LINE 


“Slotties” and “Notchies,” new 
paperboard toys made by Con- 
tainer Corporation of America 
will travel from now on in the 
sample cases of the salesmen of 
the Aluminum Goods Mfg. Co., 
Manitowoc, Wis., manufacturer of 
“Mirro,” “Cinderella,” and “Lit- 
tle Bo-Peep” toy dishes. The 
company will act as sales agent 
for these paperboard creations. 








Detroit Paint Retailing Grads 
Receive Diplomas and Prizes 


Thirty dealer clerks, all grad- 
uating students of the first “Paint 
Retailing” course of Wayne Uni- 
versity, Detroit, were feted at a 
banquet given by the Detroit 
Paint, Varnish & Lacquer Asso- 
ciation at the Wardell Hotel, 
March 17, 1942. Seventy-five as- 
sociation members attended. The 
Detroit Paint, Varnish & Lacquer 
Association sponsored this high- 
ly successful Dealer-Clerk Edu- 


cational Course in paint retail- | 
| structed the 


ing. 





Prizes to the five students pre- | 


paring the best notebooks cover- 
ing information gleaned from the 
course were awarded by Chair- 
man K. Y. Benson of the Dealer- 
Clerk Educational Committee. 
The notebooks prepared by the 
winners of the prizes represented 
many hours of additional work 
by the students and were a revela- 
tion to many of the experienced 
paint merchandising men in at- 
tendance because of the many 
new sales features and presen- 
tations developed by these stu- 
dents. 

Roy E. Daniels, of the J. L. 
Hudson Co., Detroit, received the 
top award of a handsome wrist 





watch. Personally engraved pen 
and pencil sets were awarded the 
other four winnners, Robert D. 
Phalen, Dibble Color Co., 2nd 
prize: Leo Adler, Fisher Wall- 
paper Co., 3rd prize: Edward 
Block, Dearborn Hardware Co., 
Dearborn, Michigan, and Her- 
bert Schafer of the Gartner 
Hardware Co., Detroit, tied for 
fourth place. 

“Professor” Charles L. Forgey, 
Association Member, who in- 
class awarded 
diplomas to the prize winners 
and other members of the class, 
namely, Willis Ball, Ralph Son- 
nenberg, Elmer Hildebrand, Ed- 
ward Hass, Hugh Caulkins, D. 
C. Greene, Richard Fline, Leland 
Ward, Richard McLaughlin, C. 
J. Darling, Donald Richards, Earl 
Turner, Marcus Smith, Homer 
England, Orville Farley, and 
Harold Barkans. 

Further entertainment was pro- 
vided by Sam Knowlton, of the 
Aluminum Company of America, 
who showed the latest techni- 
color film on the history of de- 
velopment and use of aluminum, 
entitled “Unfinished Rainbow.” 





Seated at the speakers’ table (rear of the photo) are, left to right: Dave Anderson, Berry Brothers; Al Blanchard, Dibble 
Color Co.; Seth Jacobsen, Fisher Wallpaper Co., vice-chairman; K. Y. Benson, Sherwin-Williams Co., chairman; Edwin Farmer. 
Dibble Color Co., president of the Detroit Paint, Varnish & Lacquer Assn.; Miss Knight, Department of Business Administra- 

tion, Wayne University; Charges Forgey and Sam Knowlron, Aluminum Co. of America. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 


GOOD salesman 
always handles merchandise with 
care. Regardless of its value, every 
item should be shown the proper 
amount of respect when presented 
to customers or handled in the 
normal course of the day’s work. 

Every now and then, this funda- 
mental of good selling slips the 
salesman’s mind. He becomes care- 
less in handling merchandise in the 
store and this carelessness is then 
carried over into the selling job. 
When this occurs customers are 
apt to feel that the price of the 
merchandise is too high and this 
impression is largely derived from 
the attidude of the employee to- 
wards the item. 

There is another very good rea- 
son why all employees of the store 
should handle merchandise care- 
fully and respectfully at all times. 
If this attitude is observed, dam- 
age to merchandise will be reduced. 
Today this is very 
Many lines of merchandise are 
being curtailed, and new stocks 
will be hard to get. Every item 
must be salable, otherwise essen- 
tial merchandise will be wasted, a 
condition that certainly cannot be 
tolerated at this time. 

Keep this important fact in 
mind. Always be careful of the 
merchandise you handle. You will 
be a better salesman as a result. 


important. 


A New Kind of Contest 


In the very near future, the 
Harpware AcE Retail Sales Idea 
Club will introduce a new type of 
contest. This monthly event will 
be designed to encourage members 

cee of the club and 
other readers to 
do a better sell- 
ing job. 


HARDWARE AGE 























Show Respect for Your Merchandise 


Every employee wants eventually 
to become a salesman because it 
is in the selling field that ability 
can be demonstrated and capital- 
ized upon. The contests will en- 
deavor to help club members im- 
prove their salesmanship by giving 
them practice in building “selling 
sentences.” 

“Selling sentences” are those 
statements which you make to the 
customer in order to make the sale. 






Every effective salesman uses these 
statements over and over again. 
This new type of contest will en- 
able you to submit these state- 
ments as entries. Cash prizes will 
be awarded for the best “selling 
sentences.” 

A complete set of rules will be 
announced in the very near future. 
Plan now to take part in this new, 
educational contest. It will be of 
real value to every club member. 





April Idea Contest 


Question for the Month 


“Should merchandise displayed in show win- 
dows be priced or is it better to omit such in- 


formation?” Give several reasons for your 
views. 
x Submitted by Albert J. Balnicke, Elmara Hardware Co., Eliza- 


beth, N. J., who will receive a check for $1.00 for the use of this 


question. 


WIN EXTRA MONEY—SEND IN YOUR ANSWERS 


HarpwarE Ace will pay $5.00 to the member submitting the best 
answer to this question; $3.00 will be paid for the second best answer; 
$2.00 will be paid for the third. $1.00 each will be paid for all other 
ideas published even though these do not win one of the three major 


prizes. 


Entries must be received not later than April 27th. Winners will be 
announced in the Retail Sales Idea Club pages of the May 28th issue of 


Harpware AGE. 


In case of ties, duplicate prizes will be awarded. 


Decisions of the editors will be final and all material submitted becomes 


the property of Harpware ACE. 


FIVE SIMPLE CONTEST RULES 


1. Just write your ideas and/or an- 
swer to this question, preferably on a 
penny postal card (letters may be 
submitted) and mail to HARDWARE 
AGE Retail Sales Idea Club, 100 E. 
42nd St., New York, N. Y. More than 
one entry may be submitted, in which 
case use separate postal card for each. 

2. Write your own name and ad- 
dress on the card (or letter), as well 
as the name of your company. 

3. Be sure to write the name of this 
contest—“APRIL IDEA CONTEST”’— 
on the card (or letter). 

4. Only individuals who have regis- 
tered for membership in the Harp- 
WARB AGE Retail Sales Idea Club are 


eligible to participate in this contest. 
If you are not a member, you can be- 
come one by simply filling in the regis- 
tration form showing on these club 
pages and mailing it to the Club. 
There is no cost for membership. 

5. Answers to questions will be 
judged solely on the value of the idea 
or suggestions presented. Be brief and 
to the point. Penmanship, form, or 
method of expression are not factors 
of the contest. Answers typewritten 
on postal cards will be appreciated but 
are not required. However, if answers 
are submitted in another form this 
will not influence the decision of the 
judges in any way. 








































Demonstrates Quality 
Of Grass Seed 


“Explaining the different grades 
of grass seed to our customers was 
always a problem until we worked 
out the following procedure: 

“We took several 15-cent grass 
sponges, wet them and sprinkled a 
different kind of grass seed on 
each one. By keeping them moist 
in a bread pan, the seed grows on 









FOR EACH OF THESE * * I D E A S * %* $1.00 WAS PAID 


of HarpwarE AGE. However, in 
this story the dealer used cord. I 
have found that crepe paper can 
be used with even greater ease. 
“The crepe paper is cut into 
strips about one-inch wide. This 
is done easily if the paper is kept 
folded. These strips are then 
pulled to make tubes approximate- 
ly 14-in. wide which are spaced 
about a foot apart vertically and 
horizontally next to the plate glass. 


You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
pages of successful ideas. 


“This divides the glass into 
small panes and the effect is so 
unusual that pedestrians cannot 
help but stop. This is the first 
step toward sales. These squares 
do not hide merchandise as one 
might think. They do bring peo- 
ple nearer to the window.” 

Joun T. DuNN 
Permuvan & Wright, 
Warragul, Victoria, 
Australia. 








them, and it is very easy to recog- 
nize the better seed from the 
cheaper grades. This also attracts 
the attention of customers as they 
pass the seed display.” 

MILpReED WRIGHT, 

Charles Salerno Hardware 

Grosse Pointe Park, Mich. 


Window Display Idea 
Stops Pedestrians 

“I secured the idea of dividing 
the plate glass window into blocks 
approximately a foot square from 
a story in the Nov. 2, 1939, issue 


Copy this form on a penny 
post card if more than one 
form is necessary. 





USE THIS 


FORM 10 
REGISTER 














To Show Force Cups 


“Force cups were brought to the 
attention of customers when they 
were displayed in a step-up fixture 
in which a large number of them 
could be shown. The fixture was 
located at the end of a display 
table and faced a cross aisle. Cus- 
tomers had to pass in front of the 
display when walking around the 
store. The item’s many uses were 
brought to their attention by the 
show card on the display.” 





YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 














Name 
Firm St. 
City State 


| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 























New and Improved Merchandise—Display Helps—Sales Literature— 
Window Trims—New Packages—New Colors—Catalogs 


Plastic Cork Coating 
J. W. Mortell Co., Kankakee, Ill., an- 


nounce “NoDrip,” an improved plastic 
cork coating that is said to stop drip- 
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ping from condensation or sweating 
pipes, walls, ceilings, tanks, etc. “No- 
Drip” is spread % in. thick over any 
metal, concrete, brick, plaster, tile, 
wood, composition, galvanized or painted 
surfaces, corners, angles or corrugated 
ceilings. It can be painted any color. 
Complete information is contained in a 
new illustrated circular showing inter- 
esting uses of “NoDrip” and a copy will 
be sent on request. 


Catalog On Wedges 


Sawyer Belt Hook Co., Pawtucket, 
R. L., has issued a catalog on its axe, 
hatchet, hammer, maul and joint 
wedges of malleable iron. 


Rope Conservation 
A special booklet called “Making 


Rope Last Longer” is now being dis- 
tributed in large quantities by the 
Plymouth Cordage Co., North Plym- 
outh, Mass. The booklet is being dis- 


tributed free and will be supplied in 


80 


quantity, upon request, to any business 
in a position to conserve the use of the 
country’s supply of rope. Included in 
this folder are timely suggestions for 
making rope go farther, through greater 
care in using and storing. 


“Defensax” 


The “Defensax” is an entirely new 
type of axe, designed especially for the 
air raid purposes, but adaptable to 
many general utility purposes as well, 
maker states. The broad, hardened 
head makes it suited for demolition 
work, pounding, or driving, and the 
shape of the bit or cutting edge is de- 
signed for shearing as well as chopping 
through debris caused by a raid. Has 
a one and three quarter pound head 
carefully balanced with the tested hick- 
ory handle of approximately 16 inches 
to provide a tool, hefty enough for se- 
vere work and able to be used one 
handed. The head is of quality steel, 
armour heat treated, with widely 
champhered edges to prevent chipping 
as a result of foul blows. Heat treated 





across the eye to prevent buckling. The 
shape of the cutting blade is said to 
offer faster cutting due to the discov- 
ery of the exact center of percussion 
with a_ resulting maximum. striking 
power. Blade is said to sink easier and 
deeper into the work and clear itself 
more readily for easier removal. Spe- 
cial preparation on the handle causes 
it, when driven, to swell in place. 
Fayette R. Plumb, Inc., 4904 James St., 
Philadelphia, Pa. 


Printed Towel Sets 


“Happy Day” towels—bright cheer- 
fully colored set of kitchen towels, hand 
printed with designs for each day of 





the week. Size about 18 by 33 in. 
Colors, red, blue, green, - assorted. 
Wrapped in package of six towels to 
retail for about $1.50 per set. “Happy 
Henri” towels—gay hand printed de- 
signs in red. For drying dishes. Eye- 
appealing package of six towels, about 
18 by 35 in., to retail about $1.50 per 
set. Other sets available to retail from 
about $1.25 to $1.40 per set. Towels 
are “laundry fresh”—bleached, launder- 
ed, and ready-to-use. Each is preshrunk. 
Hemmed with a special quick-drying 
overedge stitch. Excello Ltd. Mfg. 
Div., 311 N. Desplaines St., Chicago, Ill. 


Griffin Band Saws 
G. W. Griffin Co., Franklin, N. H., 


has announced manufacture of a line of 
metal cutting band saws. A circular de- 
scribing the features of this line is 
available. John H. Graham & Co., Inc., 
105 Duane St., New York City, general 
sales agents. 
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WHAT ABOUT 


BISSELL SWEEPERS 


IN THESE HECTIC TIMES? 





















Are we going to continue to get merchandise? 

Yes, definitely. Every Bissell dealer. For we will not 
undertake to serve any new customers at this time. 
As a matter of fact, we have already refused sub- 
stantial orders from very large “‘would-be”’ outlets. 


Will our supply of Bissell Sweepers be limited? 
Yes, to a certain extent. But we have worked out a 
plan of fair distribution based on past purchases 
which will assure a steady flow of Bissell Sweepers 
and ‘“‘Bissell’’ profits. 


What about models? 

There may be some changes in construction, orna- 
mentation, and material . . . subject to Government 
restrictions. Some models may, eventually, be dis- 
continued. 


What about prices? 


In spite of an increased demand for Bissell ae 
Sweepers greatly in excess of our supply, there 
been no general advance in “‘Bissell’’ prices. 


you: And “Bissell’’ quality? 

US: This is a point we cannot ren asize. We will 
never deviate from the inherent quality which makes 
“‘Bissell’’ the fastest selling sweeper of them all. 

YOU: Will you continue to advertise nationally? 


US: Yes indeed ...as a further assurance to you that 
Bissell’s universal consumer acceptance will be main- 
tained intact. 


YOU: Is there any way that we can approach our present 
dollar-volume, even though our supply of Bissell 
Sweepers is “‘rationed’’? 

US: Yes, fortunately. Many dealers are telling us that 
there is a definite swing toward the better “‘Bissell’’ 
models. And that’s the answer to increasing your 
average unit of sale and unit margin, and maintain- 
ing or increasing your total profit on Bissell Carpet 
Sweepers. 


BISSELL CARPET SWEEPER COMPANY 


GRAND RAPIDS, MICHIGAN 
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BY GETTING THAT 
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profits during the years to come—take a tip from thousands 












































If you want to assure yourself of enough cash 
to pay all taxes; insure continued sales and Ler 
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of other wise merchants and install a new Kawneer Store 


Front now! It’s a safe, sound investment that will work for 
you night and day. Get all the facts about Kawneer resil- 
ient construction. Check with your Kawneer distributor 


about the stock he has on hand for immediate use. 
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BA ne nav Semande Company, Niles, Michigan. 





| Address — 
ee ————— 
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| Please send illustrated booklet on Kawneer Store Fronts. j 
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With war needs paramount we 
are devoting our planning, our 
plants, our manpower first to 
supplying tools required for mil- 
itary purposes at all possible 
speed. We appreciate your pa- 
tience and cooperation in our 
efforts to meet trade require- 
ments also as quickly and fully 
as possible. . 


THE VLCHEK root co. 


3001 E. 87th St. *& 


Cleveland, Ohio 


| 











WHATS NEW 








Wax Products 


Ek. L. & J. F. Dennehy, Inc., Brock- 
ton, Mass., offers a line of “Dayshine” 
wax products—a floor wax, an auto 
cleaner polish and a porcelain cleaner 
polish. The floor wax is a no rubbing, 
self-polishing liquid product. The auto 
cleaner cleans and polishes in one oper- 
ation and the porcelain cleaner cleans, 
polishes and waxes. 


Electric Baker 


Bakes at the table, biscuits, muffins, 
cornbread, potatoes, and will warm and 
crisp rolls, potato chips and other foods 
that are best when piping hot. Finished 


in chrome, with wood handles. Heat in- 
dicator on the oven door. Furnished 
with biscuit cutter spatula and Under- 
writers’ labeled cord. Listed by Under- 
writers’ Laboratories. AC and DC, 500 
watts, 115 volts. Lists at $14.95. Knapp- 
Wonarch Co., St. Louis, Mo. 











National Brass Co. Announces Builders’ 
Hardware Certified For Defense Housing 


The National Brass Co., Grand Rap- 
ids, Mich., is certifying its line of “Dex- 
ter-Tubular” locks and latches to meet 
all of the new Federal specifications and 
requirements for use on Defense Hous- 
ing. A Defense Housing catalog of 
“Dexter-Tubular” locks and latches, a 
16-page book, will shortly be available. 
The catalog will contain those locks and 
latches, certified to conform with Fed- 
eral specifications and those which the 
company anticipates will be given Fed- 
eral type numbers. These will appear 
beside each item that has such a num- 
ber. Items not carrying such numbers 
are not included in Federal specifica- 
tions. The purpose of this catalog is 
to include and anticipate Defense Hous- 
ing requirements. 

All-steel trims, glass knob trims, and 
plastic “Duralin” trims are the full 
range of the line. Though brass and 


bronze have been eliminated, the com- 
pany advises its “Dexter-Tubular” unit 
is identically the same unit, of the same 
construction, and the same materials as 
heretofore since the restrictions do not 
necessitate a change in construction. 

Equipment for “Parkerizing” steel has 
been added to the plant facilities. This 
is a method by which steel is made 
rust-resistant. Additional finishes such 
as bright brass plate and dull brass 
plate, at this time, are not definitely 
known to be or not to be allowable for 
plating on hardware. However, the com- 
pany states that all allowable finishes 
will be present in the line. The com- 
pany advises it has on hand a large 
quantity of plastic knobs, roses, and es- 
cutcheons to avoid any possible delays 
in deliveries. 

Lifetime warranty will be affixed to all 
“Dexter-Tubular” locks and latch sets. 
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Schick Shaver 


The new Schick “Super” is said to 
have an entirely different shearing head 
known as the “V-12,” which retains the 





comb or slotted lip to guide hair into 
the cutter. Interceptor bars running the 
length of the shearing head stand up 
the short hair, it is said, so that it slips 
into the slots in the cutter. By widening 
the openings in the inner cutter and 
extending the distance traveled by the 
actuating levers, the cutting force of 
the shaver is claimed to have been near- 
ly doubled. The motor still maintains 
about 16,000 cutting actions per minute. 
Packed in a rigid, leatheroid-covered kit 
in brown and white whipcord stripes 
and brown trim. The lining is bur- 
gundy moire and gold. The shaver 
itself is ivory with gold trim and the 
unit will retail for $18.00. Facing the 
possibilities of a stoppage in shaver pro- 
duction, Schick will allot the new 
“Super” shavers as well as the “Colonel” 
and “Flyer” models. While deliveries 
will be made on allotments as _pro- 
duction permits, only commitments made 
at this time will be accepted for future 
delivery. Schick Inc., Stamford, Conn. 


Steel Work Bench 

Lyon heavy duty, steel work benches 
are given a more diversified use by 
addition of several new and improved 
accessories. The basic steel bench (as 
shown) may be equipped with single 
drawer, two or three shift drawer units 
for multiple shift operations, half depth 
shelf, full depth shelf, back and end 
stops, foot rest, or full length bench 
riser. Channel type stringer illustrat- 
ed is used only when bench has no 
shelf. Shelves and stringer are made 
in one piece for added strength and 
rigidity. Benches and accessories are 
fully illustrated in the new 40-page cat- 
alog No. 331, of Lyon Metal Products, 
Inc., Clark Street, Aurora, Ill. 
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Sherman helps you “carry on" in your 
Lawn Hose Goods department, with a 
new line of great beauty and spectacu- 


lar sales appeal! 


This Sherman line of Plastic Goods has 
been more than a year in the making. 
It's been tested under all conditions, 
and although Plastic does not have the 
durability of brass, these goods have 
proven themselves thoroughly practical. 
They are rust-proof and corrosion-free. 
And—the color can't wear off! 


Order your stock now from your 
By displaying and 
pushing Plastic Goods you can enhance 
your own sales, and help 
save brass for vital war re- 


Sherman jobber. 


quirements. 


The “PETITE” 


As dainty and appealing as a 
piece of jewelry. Made of 
lustrous Plastic in assorted 
colors. Fully adjustable, spray, 
straight stream, or shut-off. 


H. B. SHERMAN MFG. CO. 


Battle Creek, Michigan 


Pat. Pend. 


The 


straight 
Leakproof 


Simple, 


Brilliantly 


practical. 





White- 
For Catalog 





The "BOMB" 
Hose Nozzle 


Recommended for combatting _ in- 
cendiary bombs. Throws fine, dense, 
cloud-like water spray. Also excellent 
flat spray for watering flowers. 
Brilliant, assorted colors. Inexpensive 
and highly popular. 


The “VICTORY” 


non-adjustable nozzle 
in assorted colors. 
Throws full stream. 







Plastic head in 6 


"GLAMOUR" 


Lustrous wine-red plastic nozzle, 
fully adjustable for spray, 
stream, or shut-off. 


construction. 





low - priced, 


Pat. Pend. 


“long-grip” 
Couplings and 
Menders 
All the famous 


Sherman features, 
now in Plastic. 


Pat. Pend. 


PLASTIC 
Coupling 


polished 


plastic, colorful and 


Pat. Pend. 


“TULIP” 
Sprinkler 


Assorted Colors. 
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* Available 
* Saleable 
* Profitable 

* Trouble-free 
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Available — giving you something to 
sell in these days of merchandise short- 
ages. (Electric fence has been given a 
substantial production quota under the 
defense program.) 


* Saleable — because it means big sav- 
ings of time and work to busy, short- 
handed farmers—because it's safe (hi- 
line units approved by Underwriters’ 
Laboratories) — because Prime is the 
t-known make, prominently adver- 
tised in farm papers, backed by a nine- 

year success record. 


. Profitable — because it is easy to sell 
and because Prime’s price set-up gives 
the dealer an ample margin. 





Trouble-free — relieving you of serv- 
ice worries and return problems—be- 
cause Prime is engineered to do a real 
job for your customers. 









i‘ 
Hi-line or battery models. 
See your jobber now. Prime 


sells only through jobbers. 
The Prime Mfg. Co. 
Milwauk Wisconsin 


ee ° 
© 1942—Prime Mfg. Co. 









Elmer the Bulhorg says: 
“I'm strong as a bull, big as a horse, 
and slippery as a hog. There's only 
one fence | respect — the Prime, 
because it holds ail livestock, all the 
time, all over the farm. And that’s 
what I'm telling the farmers in the 
leading farm papers.” 
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AAT S NEW 


Wall Paper Borders 


“Trimz”—a_ pre-pasted wall paper 
border so designed that it can be used 
in kitchen, bathroom, bedroom, nur- 








sery, etc. To apply, roll is dipped in 
water and applied to surface to be cov- 
ered. Widths are, 4% in. to retail at 
29 cents; 5% in. to retail at 49 cents, 
and 7'% in. to retail at 59 cents. Comes 
in 12-ft. lengths. Display available. 
The Meyercord Co., 5323 W. Lake St., 
Chicago, Il. 


New Guth Catalog 


The new No. 40 catalog marking the 
40th anniversary of the Edwin F. Guth 
Co., St. Louis, Mo., presents a complete 
line of up-to-the-minute luminaries for 
fluorescent and incandescent lamps. The 
catalog includes industrial and commer- 
cial lighting equipment. 


“Vitro Steel” 
Enameled Ware 


A complete line of matched utensils, 
coated with milled porcelain enamels 
for longer wear. Utensils feature heat- 
conserving, bell-shaped bottoms; well 
rounded, easy-to-clean corners; “Sure- 
Grip” bail-wood handles; paneled bot- 
toms for extra rigidity; eyelet in 
handles for convenient hanging; smooth, 
open, easy-to-clean beads; seamless 
construction. White with black trim 
or red trim. Electro-welded handles 








are fastened well below rim to all 
space for easy cleaning. Matched, 
heat-resisting plastic knobs. National 
Enameling & Stamping Co., Milwaukee, 
Wis. 


“Victory Garden” Book 
The Union Fork & Hoe Co., Colum- 


bus, Ohio, has issued two booklets, one 
entitled, “How to Make a Victory 
Garden,” and the other, “Tools for Your 
Victory Garden.” The former uses 
three dimensional pictures of gardens 
in combination with flat plans to 
visualize efficient vegetable garden lay- 
out for various sized families. It is 
designed to serve as a compact pack- 
age of instruction for the home gar- 
dener who has never paid much atten- 
tion in the past to vegetable growing, 
and tells the reader what to do and 
what not to do. The second booklet is 
a catalog of the various garden tools 
made by the company. 





Golf Ball Lacquer 


“Nu-Glo”—a refinishing lacquer espe- 
cially made for golf balls. It is tough 
and durable, and gives a brilliant white 





finish, maker states. Dries in from two 
to five minutes. One bottle said to paint 
24 balls. Brush in bottle. Three color, 
counter display free with each dozen. 
M. V. C. Laboratories, Inc., 4325 Harris 
St., Toledo, Ohio. 


Liquid Fertilizer 


“Hy-trous”—a complete fertilizer de- 
signed to promote sturdy and healthy 
growth of plant life. Formula contains 
nitrogen, phosphorus, potassium and the 
trace elements: small quantities of cal- 
cium, sulphur, magnesium, boron, iron, 
manganese, copper, zinc, iodine and 
thiamin chloride. The Hy-Trous Corp., 
376 Washington St., Malden, Mass. 
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Racks and Bins 
: : s s s a 
For storage or assembly of small Make Lasting Friends=—Build Future Business 
parts. Maker states new line is de- 
signed in agreement with motion study 4 5 ' Oo 
ENLIST THIS ‘WELL-KNOWN FAMILY 
Oy OF CAREYSTONE 
ASBESTOS-CEMENT 
» all SIDING 
ched, Fireproof, rot - 
proof, wear-proof. 
ional Painting not es- 
we PRODUCTS 27 
butt and wave 
tine units, in 
. A random widths. 
| Through years of scientific research, 
: | PLUS VALUES have been built into 
a | Carey Products. In the Carey labora- be vied } = 
, one | tories raw materials are chemically and Loose, granu- 
ctor | e , F lated, bats and 
y | physically torn apart to determine their sealed roll 
Your blankets“ mest 
uses principles so that parts are always fitness. Every formula — every finished conditions in old 
dens visible and there is ample space for material — is checked, re - checked. or new homes. 
; to selection. Sloping bin bottoms provide Whether it’s asphalt shingles, rock wool 
lay- gravity feed. New features are that insulation, roofing or siding of asbes- 
It is the bin sizes provide a larger volume . : 
yack- scale of from 65 to 488 cu. in. as against tos-cement, you'll find in the CAREY 
gar- 16 to 180 cu. in., and with a simple LINE the product that best serves its 
- dapt the 16 cu. in. bins will : CAREYSTONE 
a0 _ , <i = oa River he ce thers purpose and gives the consumer the ASBESTOS-CEMENT 
ne a es ee eee pi most for his money. STRIP SHINGLES 
and on the assembly bench, the bins still Individual 
et is retain the tilted position. The Gordon Make sure that your customer gets the —shinsle eect. is 
tools L. Hall Co., Old Lyme, Conn. most for his money, by recommending tare, color « tone 
CAREY Products. You'll profit by his Butts. Blends nt 
V-Belt Assortment good will. For details address Dept.66. “"" 
No. 350 “Eye-ful Tower”—contains 35 
most popular V-belts for small appli- THE PHILIP CAREY MFG. COMPANY ~ Lockland, Cincinnati, Ohio 
espe- ances and this provides a complete “on- » conilalatinid —_ pat iy e 1873 
™ 0 a HILIF REY C PANY ATO Office and factor { P 
pugh the-counter” belt department. “Eye-ful nt eA d : 
vhite Tower” assortment display has a capac- 
ity of 70 belts but its base requires a 
3 circular space of only 15 in. in diameter. 
be Small enough to go on a counter- or 
firm enough to stand on a floor without 
being tipped over. A “Handimeter” for 
measuring V-belts is included. It 
quickly and accurately gives the length es. 
of any V-belt up to 75 in. long and be- - phir! orn 
tween % and % in. wide. L. H. Gilmer : REPAIR ACME Sa OF THIS NEW 
Co., Tacony, Philadelphia, Pa. SA¥E PROSUCTION ROUES FoR AMTRCA'S wan 
nr i TIMELY IDEA 
Glass Coffee Brewers 
A new line, “Gold Seal,” announced 
by the recently formed Heat Resistant A “Make them last!” That’s the order of 
Glass Corp., 5 W. 20th St., New York (ae a the day for furniture, screens, cabinets 
\ oy EONR AD and other wooden articles. And that’s 
\ Wek Ry) why this new Acme sales*idea fits right in 
aia i with the times. The red, white and blue 
, me . we ; REPAIR labels on your display boxes of 
a eS ae Acme Corrugated Fasteners acts as a re- 
-_ eal y minder to your customers—it emphasizes 
olor, a > _F 4 one important way in which they can aid 
zen. ay Cnn ge the Victory effort. Set the Acme Fastener 
arris Bee we el) display box up in front—and watch it go 
ny, | Lost o et to work for Uncle Sam and you. If you 
wits 5 now have Acme display cartons without 
e the repair labels, write us today for the 
number of labels you need. 
ACME TACK-POINT CORRUGATED FASTENERS : 
de- Anyone who can use a hammer can use Acme Fasteners. Easily and 
Ithy quickly applied, they assure stronger joints. With their long beveled points 
ains and sharp cutting edges they penetrate but do not crush the wood fibres. 
the You will find all kinds of prospects for this inexpensive Victory item 
1 City. Line consists of three models: among home owners, cabinet makers, carpenters, and wood working 
oe the “Quartette” with a two to four cup hobbyists. Insist on genuine Acme Steel Wood Joint Fasteners. 
ret capacity listing at $2.75; the “Home- 2838 Archer Avenue 
orp. ee ee ae ACM E STE E L CUM PA NY CHICAGO, ILLINOIS 
, $2.95, > “Entertainer,” : a “= ae 
= and the “Satertsine, Sem 12 Branches and Sales Offices in Principal Cities 
to 14-cup capacity listing at $3.95. 
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CORRECT 
in Size and Price 
for Small Homes 





@ Ideal’s Model ‘“‘E"’ cabinet is of the same 
high quality construction as their more ex- 
pensive cabinets, yet it is designed and 
priced for the smaller homes. Its price is 
$6.16 List, overall dimensions 13%" x 20” 
with a % inch mirror size 14” x 22”. Other 
Ideal models available featuring both the 
Fluorescent and Lumiline lights. 

@ Ideal’s new stationary attic Louvre ven- 
tilators (metal) range in 4 sizes priced from 
$1.80 to $2.52. For complete details write 
for our 1942 cataiog 


IDEAL CABINET CORP. 


8843 CENTRAL AVE., DETROIT, MICHIGAN 
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BOUGHT GEM FLUE 
STOPPERS LAST YEAR ON 
A BASIS OF COMPARISON 


*% Jobbers were invited to compare a 
No. 3 Gem with any other stopper 
they carried. The verdict was: 
Gems look better—they'’re made better. 

% They look better because of colorful 
pictures lithographed on metal; will 
not tear, wrinkle, or fade. 

*% They’re made better because they’re 
made with folding wire fasteners se- 
eured to the stopper by slots raised 
from the metal of the stopper blank 
itself; cannot pull out or break off. 
No assembling operations or loose 
parts involved. 


Ask your Wholesaler for No. 3 Gems 
or write us for reference. 


| L. CLARK MANUFACTURING CO 


ROCKFORD ILLINOIS 











Faucets For Oil Drums 


Designed especially for drawing oil 
from drums. Both styles are made with 
*%4-in. U. S. standard pipe threads. The 





self-closing style (No. 60) shuts off the 
flow of oil instantly at the release of 
finger pressure on the lever, maker 
states. The lock lever style (No. 50) con- 
trols the flow by a twist of the lever. 
Both are made of close-grained gray 
iron, heavily plated inside and out, to 
prevent corrosion. 

Complete illustrated catalog of fau- 
cets and gats available from E. C. 
Stearns & Co., Syracuse, N. Y. 


Identification Model 
Kits 

A complete line of official identifica- 
tion model kits in a “Build for Victory” 
series is announced by the Comet 
Model Airplane & Supply Co., 129 W. 
29th St., Chicago, Ill. The designs are 
identical to those used in connection 
with the U. S. Office of Education and 
the U. S. Navy Model Program for 
500,000 models, as has been announced 
over radio, newspapers and magazines. 
The 20 kits which are ready for distri- 
bution now are complete and will range 
in price from 15 cents to 75 cents. 


Steel Tubing for 
Copper Replacement 


A soft tempered steel tubing, which is 
copper coated and tinned and can be 
used to replace copper tubing for many 
purposes, has been announced by The 
Imperial Brass Mfg. Co., 1200 W. 
Harrison St., Chicago, Ill. This tub- 
ing, known as “Imperial Bundy Tinned 
Steel Tubing,” is said to meet the re- 
quirements of a wide range of uses 
such as gasoline and oil lines, machine 
tool hydraulic and lubrication lines, 
conduit tubing, connecting lines for 
oil burners, vacuum lines, refrigeration 


WHATS NEW 


condensers, etc. Tubing is copper coat- 
ed inside and outside and has an addi- 
tional tinned coating on the outside. 
The tinned coating, it is said, makes 
it possible to use this tubing with reg- 
ular compression, hi-duty and type “D” 
fittings with assurance of a tight, leak- 
proof joint. Tubing can also be used, 
with flare and inverted flare fittings. 
Tubing is soft tempered and can be 
bent, flared, coiled, soldered, brazed 
and welded. It is furnished in 25-foot 
coils in %, 3/16, %4, 5/16, and 36 in. 
O.D. sizes and is available for prompt 
shipment. 


“Rollaway” Hose Reel 


Provides a permanent installation, 
directly connected to the water supply 
line, assuring protected hose storage. 
Hose rests in large loose loops. Instal- 
lation is quickly and easily accomplish- 
ed. Stores hose instantly ready for use. 


a 


OO 





Made in two sizes, the 100-ft. hose ca- 
pacity to retail at $14.95; the 200-ft. 
hose capacity to retail at $17.95. Zier- 
den Machine & Mfg. Co., St. Francis, 
Wis. 


Metal Moulding 

Ames Metal Moulding Co., Inc., 225 
E. 144th St., New York City, has issued 
a new catalog showing its metal mould- 
ings, frames, easels and accessories, 
wall and show cases.” 





Ruler Edged Saw 


No. 1060—for general household and 
farm use. High tempered spring steel 
blade with rule permanently edged on 
back edge. Hardwood handle provides 
fixed square of 90 deg. and 45 deg. 








Twenty-eight in. blade; cross cut, eight 
tooth points to the inch; rip, 5% to the 
inch. Pennsylvania Saw Corp., 810 
Broad St., Newark, N. J. 
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Plastic Top 
“No-Drip” Server 


A 7-0z. server for condiments, cream, 
syrup, etc. Has Tenite plastic top and 
slide. Container is clear glass. Retails 





for 25 cents; slightly higher west of the 
Mississippi. Federal Tool Corp., 412 
N. Leavitt St., Chicago, Ill. 


Flatiron Holder 


“Tron-Aid”—adjustable to fit any iron- 
ing board. Designed for utility, heat 
insulation and durability, maker claims. 
Held securely in place by spring clamps. 
Suggested retail selling price, $1.50 
each; dealer’s cost, $12 per dozen. 


4 NEA) 
ale VK 


Packed in display box with sales mes- 
sage. Artmoore Co., 108 N. Water St.. 
Milwaukee, Wis. 


“Detense Sampler” 


The American Nickeloid Co., Peru, 
Ill., has prepared a “Defense Sampler” 
which contains samples of its plated 
metals, lists typical uses for them and 
illustrates by means of a chart how they 
can help conserve more strategic metals 
for vital war production. The company 
will send copies of this “Sampler” to 
readers bidding on government con- 
tracts who are interested in knowing 
about its plated metals and how their 
use may conserve critical materials. 





Wool Holder 


“Remco”—a device for keeping wool 
in a proper position at all times for any 
type of knitting. Said to eliminate 
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snarls or soiled wool. Holder revolves 
on a swivel base, giving free motion to 
wool as it unwinds. Made of plastic. Re- 
tails for 35 cents. Robert E. Miller & 
Co., Inc., 35 Pearl St., New York City. 


Informative Label 
and Guarantee Tag 


On the premise that the major portion 
of fine hamper construction is hidden 
from the consumer’s view, the F. A. 
Whitney Carriage Co., Leominster, Mass., 
is providing each hamper with an in- 
formative label and guarantee tag at- 





tached. This label illustrates the con- 
struction of Whitney hampers. Model 
2602 illustrated. Comes in white and 
black, all-white, green; blue, peach, ivory 
and dusty rose. 








Descriptive Label 


~ Provides more detail about “Universal 
Clean-Air” cleaners, Landers, Frary & 
Clark, New Britain, Conn., has devel- 


FAMOUS and EXCLUSIVE FEATURES of the 


UNIVERSAL CYLINDER TYPE VACUUM CLEANER 








“TATTLE TALE”! A Brilliant 
red light Dashes when dirt 
bag needs emptying. A pat- 


TOE SWITCH! No need to 
stoop to turn cleaner on or 
olf. Motor responds to gen- 
tle touch of the toe. 








AIR-TIGHT CONNECTION! 
Hose slides smoothly into 
opening and an absolute 
air-tight seal is made. 


PATENTED THREAD-PICKING, 
SELF-CLEANING NOZZLE! Can- 
not clog, drag or seal on 
any rug. Exclusive. 





WORCESTER 











AK ayy ee 
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STORAGE KIT! A place for | RUBBER SEALED AIR-TIGHT 
every attachment. New | GERM TRAP! Cleans and 
board hangs or stands in | purifies the air while clean- 
closet. Takes little space. | ing everywhere. 


LANDERS, FRARY & CLARK, New Britain, Conn. 











oped the new “Tel-A-Tag” method of 
informative selling. The “Tel-A-Tag” 
gives a quick, thorough outline of the 
features and the many uses of their 
cleaner, with sketches and descriptions. 


Because XLO Music Wire 
has such a great variety of 
important uses it is in con- 
stant demand. 


Johnson St@el & Wire has en- 
listed a heavy production for the 
war. All sizes from .003 to .200. 
Conveniently packaged in '/, Ib., 
Vy fb., | Ib. and 5 Ib, units. 


XLO Music Wire meets all com- 
mercial and governmental speci- 
fications for high grade spring 
wire, has a background of three 
generations of wire drawing ex- 


perience. 


JOHNSON STEEL & WIRE CO.INC. 


* MASSACHUSETTS 


NEW YORK — AKRON — DETROIT — CHICAGO — LOS ANGELES — TORONTO 
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that stay sold. 
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Auger Bits—The Greenlee Line 
includes auger bits with all types 
of twists and heads to meet every 
need from cabinet work to electri- 
cal construction. All are made of 
high-grade selected steel with an 
accurately pitched screw, ample 
twist, with smooth, fast-boring 
cutting edges, and polished to a 
fine finish. 


— 


Expansive Bits — Greenlee Ex- 
pansive Bits are made with a wide, 
open throat that assures positive 
ae clearance and smooth, unin- 
terrupted boring. The popular set- 
fast bit shown here is easy to 
adjust, locks securely, and has a 
keen cutting edge. A plain type 
and a screw adjusting type are 
also available. 








Built To Stay Sharp Longer and 
To Stand Up Under Long, Hard Use 


Today, the professional woodworker and home craftman demand tools 
that hold their cutting edges and that will withstand the wear of 
every-day use and provide years of service. You can be sure that 
even the most particular customer will be satisfied with the quality 
and dependable long life of Greenlee Tools . . . tools made by experi- 
enced, skilled craftsman from the highest grade materials, properly 
heat-treated and carefully finished. Check into the complete Greenlee 
Line today ... tough, sturdy tools that are easy to sell and tools 


MANY OTHER TOOLS... other tools in the complete line of Greenlee 
Tools for the Woodworker, Electrician, and Plumber include spiral 
screw drivers, turning tools, gouges, draw knives, and a complete 
selection of boring tools. These tools can mean extra sales for you. 
Call on your jobber for details or write to us. 


Send For Free Copy of Greenlee Catalog 33 


GREENLEE TOOL CO. 


\_ 1804 HERBERT AVE. e ROCKFORD, Sees 





Cae. 


Chisels — There are Greenlee 
Chisels for all work from carpentry 
to cabinet making and from se 
framing to tree surgery. These 
include the popular types of socket 
tools, the tang butt and firmer 
chisels, and the socket framing 
chisels. Greenlee Chisels are made 
with a uniform toughness that will 
hold a fine cutting edge through 
long hard use. 


Push Drills —Greenlee Auto- 
matic Push Drills are made with 
two styles of -handles, either the 
hardwood or the transparent 
handle. The handles of both tools 
serve as magazines for eight drill 
points. The working parts of these 
tools are fully enclosed and are 


sturdily constructed to provide 
years of service, 











| ment stores, chain stores and 





Orders Heavy, Some Prices 
Up at American Toy Fair 


Orders accepted subject to manufacturers’ 
ability to make delivery. Buyers’ budgets 
about equal to 1941. Increased number of 
wood, paper, cardboard, fabric and plastics 
games and toys. Attendance over that of 
194]. Fair held in New York, March 9-21. 


HE 40th annual Amer- 

ican Toy Fair, held March 
9-21, 1942, under auspices of 
the Toy Manufacturers of the 
U.S.A., Inc., 200 Fifth Ave.. 
New York City, James L. Fri, 
managing director, attracted 
3850 toy buyers. This was a 
slight increase over atten- 
dance at last year’s toy fair. 
Representatives of wholesale 
and retail hardware concerns, 
and toy buyers from depart- 


other toy outlets came from 
all parts of the country. As 
in previous years, there were 
rrp at 200 Fifth Ave., JAMES L. FRI 
roadway, and other per- 

manent showrooms and in the Hotel McAlpin. The fair was 
limited to two weeks and there was no special week for 
wholesalers. The show was open to all classes of the trade 
for the entire time. A number of buyers from Canada and 
South America attended. 

While there were new items connected with peace time 
activities there was considerable emphasis on new, improved 
ahd older types of playthings connected with war and de- 
fense. “Because of present and possible future materials 
shortages buyers came with the intention of covering their 
needs as best they could,” said Horatio D. Clark, assistant 
director, Toy Manufacturers of the U.S.A., Inc., “Prices 
in general showed varied increases over the 1941 fair. Manu- 
facturers who had held prices at set levels in 1941 found 
it necessary to make some advances in 1942.” 

In many instances orders were taken for delivery on an 
“if” and “when” basis. Some manufacturers limited sales 
to their customers to as little as 25 per cent of last year’s 
purchases, due to materials shortages. Instances of com- 
plaints about price advances by veteran buyers were ex- 
tremely rare. Buyers came into the market, in most in- 
stances, with buying budgets essentially the same as last 
year. Where different types of lines that had been bought 
last year are subject to curtailment, this year, buyers bought 
items and lines new to their stores or houses. Wood card- 
board, paper and plastics adaptations of older playthings, 
were very much the thing. And there were quite a few new 
lines in these materials. Some manufacturers whose lines 
are made largely or entirely of materials in “critical lists” 
expressed the thought that even though they could not con- 
tinue, as in the past, there is a more important job to do, 
that of winning the war. (Turn to page 90) 
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IN THE SERVICE FOR DOUBLE DUTY 


WITT CANS ana PAILS 


SATISFY DEALER and CUSTOMER 


Join the army of progressive dealers in meeting today’s They give that extra service and long life under the strain 
demand with a product that is made right and priced right. of every-day hard use. 
Concentrate your sales efforts on the complete line—The 


WITT Line. With the WITT Line of Cans and Pails you have “hard- 
Every WITT, WICO and Brighton Can or Pail is classed to-beat” products that create customer satisfaction and 
as the leader in its respective field. build repeat sales. 


Write for catalog or see your jobber. 
Witt Cans and Pails are sturdily made from spe- 9 y i 


i and are hot dip galvanized by Th e W | TT C O R N | C * Co mpany 


The complete Witt Line includes Ash WINCHELL AVE. CINCINNATI, OHIO 






Cans, Garbage Pails, Underground 
Garbage Receivers, Mopping Pails, 
Hooded Cans and Oily Waste Cans. 



















(left) are ruggedly 
built to give good 
service. Compare 
favorably with many ] 
competitive brands of 
heavy cans. 


BRIGHTON CANS 


(right) are fine values 
for ‘'special sales."’ 
Favorites with many 
domestic consumers. 
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‘YOU'D PICK UP A DIME IF YOU SAW IT IN THE STREET. 
BUT WHY DO YOU PASS UP HUNDREDS OF DOLLARS THAT 
Headquarter for | CAN BE YOURS? " 


x) A 


l 
wes: 


The “‘Authorized Dealership” Decal means that the dealer showing 
it is prepared to service CORY Coffee Brewers in use, as well as sell 
the beautiful, complete, new CORY Brewer. Brews marvelous coffee 
and tea... untouched 
by metal. The easier, MP emmrra-Gall-14-M TUR aaa 
better, modern way! s other makes 


Men who have made selling their life’s work testify 
that they can sell much more merchandise when it’s 
properly displayed. Heller Hardware fixtures do an 
also fits unusual job of setting off merchandise, regardless of its 
quality. The impetus they give business more than pays 
for an installation. Thus you gain in extra sales, extra 
profits. Even though vour store is small, with Heller 


Complete de luxe CORY All glass brewing 
equipment includes : No filter fussing units you can have a forceful display of a great volume 
se of merchandise. Today while money is on the move, is 


Safety Stand Funnel 2 
f . . . . 

Holder, accurate Coffee No cloths, hook. On oihe the ideal time to set up your store with new equipment. 

4,000, Now is the time before the summer rush is on—Now 


Measure, hinged De- everywhere at 
canter Cover, CORY is the time while Heller’s prices are low. 


Glass Filter Rod. ( R aLass ROD Send for free literature, floor pl d pri 
‘ plans and prices. Attach 
Catalog on request. cOF Y —_ this ad to your letter-head and MAIL TODAY. 


W. C. HELLER & COMPANY 
CORY SS COFFEE BREWER CO. 442 Park Ave. 330 Hudson St. 


Montpelier, O. New York City 
























325 North Wells Street Chicago, Illinois 
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INFORMATIVE 
LABEL & GUAR- 
ANTEE TAG NOW 
ATTACHED TO 
EVERY WHIT- 
NEY HAMPER... 





No flash! No useless gadgets on Whitney 
Hampers. Just good design and downright 
Superior construction. What's more, 
Whitney guarantees it! Compare Whitney's 





7 superior con- 








A 
struction fea- WHITNEY HAMPER’S 
tures with those \ EASY 70 SELL. 
of other ham- propa 

= KEEPS 
pers ecome IT SOLD! 





convinced. Then 
sell Whitney! 


Whitneyuaweens 


PRICED TO SELL From $2.95 


*. A. WHITMEY CARRIAGE CoO. 
LEOMINSTER, MASSACHUSETTS 


SAM FRANCISCO * 666 LAKE SHORE ORIVE, CHICAGO 
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In recent years there had been a 
great decrease in the number of 
military playthings, greater atten- 
tion being given to science, home- 
making and educational toys. Last 
year there was a noticeable shift in 
new playthings toward “defense” 
items. This year there are still “de- 
fense” numbers galore but a very 
definite increase was apparent in 
real war lines. There were wooden 
tanks, battleships, forts, construc- 
tion outfits for making guns, etc., 
and even wooden cannons of good 
size. Then there were new plastic 
soldiers. While children’s cowboy, 
policeman and other play suits were 
in evidence as before there were also 
soldiers’ uniforms of various types. 

One of the outstanding wooden 
substitutions was a velocipede with 
wooden frame, wheels, handlebars, 
etc., going back to the forerunners 
of the present day bikes which were 
originally wooden vehicles. New 
costumes for dolls, new types of doll 
houses and other structures and 
wooden construction sets replacing 
brick and steel were noted. There 
were new types of wooden and plas- 
tic toys for infants and as usual 
quite a number of stuffed animals. 


In line with the war manufac- 
turers of games showed new parlor 
amusements tying in with specific 
campaigns, with naval and military 
maneuvers and even the steps in 
learning to pilot a plane. One manu- 
facturer of model planes was show- 
ing a kit employing pine for one 
model in place of balsa wood. New 
wooden sail boats, and miniature 
railroad cars in wood were exhibit- 
ed. There were wooden wagons, 
for toddlers to cart things in and 
even a wooden Irish Mail. New 
plastic figures with painting kits 
and instructions were offered by 
several concerns. 

Even the quickest analysis of the 
toy situation for this year brings the 
smart hardware dealer to the con- 
clusion that he must, if he has not 
already done so, act quickly to get 
toys. Most wholesale hardware 
houses handling toys, either on a 
Christmas or a year ‘round basis 
have made their commitments. But 
even with commitments, deliveries 
will still be on a “when” and “if” 
basis. 

Some of the new items shown at 
the Toy Fair are described and il- 
lustrated on the following pages. 





Seen at the American Toy Fair 


“Melco” Garages 


Made of hard pressed wood, said not 
to warp or splinter. Garages finished in 
seven colors. Have a disappearing door 
which is raised or lowered with a string. 


Equipped with two wooden gasoline 
pumps. Offered in two sizes—12%4x9 in. 
and 16 x 12 in. Melrath Supply & Gas- 
ket Co., Inc., Tioga St. and Aramingo 
Ave., Philadelphia, Pa. 





“Defender” Air Rifle 


Military model air rifle No. 140, a 
1000 shot repeater, with suggested retail 
price of $3.95. Has double adjustable 


rear sight, automatic safety simulating 
bolt action of military rifles and adjust- 
able sling. Made of heavy oval stock 
and has the company’s “lightning-load- 
er” attachment. Daisy Mfg. Co., Ply- 
mouth, Mich. 


Lionel Chem-Lab 


Having a suggested retail price of 
$4.50 this model has a 160-page book 
of chemistry. Enclosed in hardwood 


chest, outfit contains 45 _ individual 
pieces. Model C&33, illustrated. Other 





sets offered with suggested retail prices 
of $1.50, $2.75 and $6.00. The Lionel 
Corp., 15 E. 26th St., New York City. 





Dart Bowl Game 


Board, 30. in. square, oil-processed in 
bright colors with pins almost actual 
size is on a 5-ply super-wood construc- 
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Only tool of its kind 
on the market. New, 
exclusive operating 
features. Accurate, 
versatile, popular. 
Priced to sell! 


15-inch JIG SAW 


Long a best-seller at popuiar prices. 
Engineered for accuracy, long-life. 
Handles light veneers, plastics, 
thin metals, and boards up to 
2" thick. 


12-inch DRILL PRESS 


Outstanding value in the low-price field! Drills | 
to center of 12" circle. 7 speeds. Handles all 
drill press operations. Built for dependabie ac- 
curacy and long life. Send for complete catalog. 


POWER KING TOOL CORP. 
406 CLEVELAND ST. WARSAW, IND. 











“Triplex” Spring Butt-Hinge 
Spring Hinges of Quality 


Quality is never obtained 
by accident. Experience 
and knowledge acquired 
during more than fifty 
years of sincere effort and 
endeavor combine to 
insure the Quality of 
Chicago Spring Hinges. 





Streamlined ‘*Triplex’’ 
Spring Hinges combine 
quality and design in 
keeping with the most modern requirement in 
builders’ hardware. 


~-(CHICAGO)— 


SPRING HINGES 


LOOK FOR THE TRADE MARK 


Type BUT2001 





Chicago Spring Hinge Company; 
CHICAGO NEW YORK 
U.S. A. 
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D & M Standard Assortment No. DS42 
A Complete Sports Department 


4 UORAPER-MAYNARD SPORTS EQUIPMENT gy 


} "THE LUCKY DOG KiND” | S\N 








The D & M Standard Assortment 


No. DS42 includes 62 popular base- YOUR COST 
ball and softball items, and a free, $39 28 
attractive display stand. You geta as 
complete sports department with a 

comparatively small investment by ° 
buying this special assortment. LIST VALUE 
Write Your Jobber for Complete Infor- $64.65 








mation or Direct to 


THE DRAPER-MAYNARD CO. 
400 York St. Dept. HA Cincinnati, Ohio 
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One-Minute Removable Casing 


Exclusive Patent 


By COLE— 


Now, for the first time, 
the housewife can remove 
the casing from our Con- 
sole Design Oil and Gas 
Heaters and convenient- 
ly clean the dust and dirt 
off the INSIDE heating 
unit and floor, before it 
escapes upward and 
lodges on the wall and 
ceiling of the room. This 
easing can be removed in 
one minute without using 
a single tool and while 
the heater is in opera- 
tion. 


Consider What 
This Removal of Dust and Dirt Means 


to the housewife. Now she can keep the Space Heater clean 
inside as well as outside. And you, Mr. Dealer can remove 
the casing to create a sales demonstrating model and show 
the superior interior construction and workmanship plus this 
exclusive feature. 











The Serviceman also removes the casing to expediate ser- 
vice. What Jobber or Dealer couldn’t sell Space Heaters with 


| such outstanding features? 


COLE HOT BLAST MFG. CO. 


3108 West 5ist Street, Chicago, Il. 


Manufacturers of Gas—0Oil—Coal—W ood ‘Heaters, - 
and Gas-Fired—Oil-Fired Floor Furnacés. .* 
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° » 
WAR STRATEGY 


for 


HARDWARE DEALERS 











TRADE UP 


WITH BASSICKS! 
RING UP MORE PROFITS! 


When priorities cut your stocks, you 
have to make up for lost sales—-by 
getting more profit per unit sale. One 
good way to do it is: trade up your cus- 
tomers to these finer-made Bassick 
Casters. 


DIAMOND-ARROW 
is the finest all-purpose 
caster, for office chairs, 
heavy beds and other 
heavy household and 
office furniture. DIA- 
MOND-DART is also 
quality -built for smooth, 
quiet performance—it’s 
the number one caster 
for lighter use on house- 
hold furniture. 


Specify these casters when youre-order 


























WE STILL ARE MAKING 


CASTERS 


AND THO DELIVERIES 
MAY BE SLOW 

WHEN YOU SELLA 
BETTER BASSICK 


YOU WILL KEEP THINGS 
On THE GO! 
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tion board. Available with genuine 
cork, suggested retail price $5.00, or 
superwood facing, suggested retail price 
$4.00. Boards can be purchased separ- 
ately or as complete games including 
four official darts, 500 line score pad, 
scoring crayons and official rules and 
instructions. Can be played by indi- 





vidual or two players or in teams. Wil- 
son Sporting Goods Co., 2037 N. Camp- 
bell Ave., Chicago, III. 





Gas Model Airplane 


The “Super Zomby” is suitable for 
either class A or B and taking motors 
of .19 to .29 cu. in. displacement. Con- 
struction is of “crutch” type, which is 
easy to build and provides complete en- 
closure for the motor. The wingspan is 
44 in. and the overall length 32 in. Kits 
include actual size plans and necessary 

















materials, not including motor. Sug- 
gested retail selling price $1.95. It is 
attractively packed. Megow, Howard 
and Oxford Sts., Philadelphia, Pa. 







Animal Cut-Outs 


No. 20—elephant, duck, pony and 
dog, in colors. Made of plywood and 


mounted on wooden wheels. Designed 
as floor toys for toddlers. Packed three 
of each character in box of one dozen. 
Suggested retail selling price 10 cents 
each. Size ranges from 4°% in. to 6 in. 


long, 4% to 4% in. high. Fisher-Price, 
Inc., E. Aurora, N. Y. 









Wooden Velocipede 


Made of wood excepting the saddle, 
ball bearings and crank, this velocipede 





is constructed of natural finish maple 
and elm and the tires are of reclaimed 
rubber. It will be available in 16 and 
20-in. models having an approximate 
retail price of $17.95 and $19.95, respec- 
tively. Even the handle bars and wheel 
spokes are of wood. The Colson Corp., 
Elyria, Ohio. 


Shuffle Board Set 


Now offered with 45-in. size pushers, 
comes with eight numbered disks and 
rules. Varnish finished. Disks have re- 
cessed centers with numbers. Suggested 
retail selling price $2.50. Newton & 
Thompson Mfg. Co., Brandon, Vt. 


(Continued on page 94) 
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PICNIC STOVES 


| HI-LO Picnic Stoves. Boils, fries, 
| toasts, broils. Instant heat control 
J fire pan. Collapsible. 
3 / Size 7/2.” x 14". Wt 6 . 
HW-1280—Size 18” x 11”. Wt. 7% 
| . Ibs. Also Union Wire Broilers for 
| HI-LO Picnic Stoves. Heavy wire 
| construction with patented expand- 
ing hinges. 


RUBBISH BURNERS 


Popular lose-proof Zipper tops. 
Light or heavy steel wire. Three 
grades. Rust-resisting. Heat-proof. 
Welded joints. Volcano bottom 
adds strength, gives better draft, 
prevents smoldering. 








LIGHT 
SINGLE-JOINT 
CITRUS-TYPE 
PRUNER 









STEEL CLOTHES DRYERS 


Ideal for use in kitchen or bath- 
room. Gives ample drying space. 
Folds compactly for storage in 
small closet. Costs no more than 
wooden dryers—yet they will last 
a lifetime. HW-I2i0 — Midget 
Dryer, 18’ Drying Space. Closes 
to 6” wide. Open, 18x!2x30” high. 
3 to carton. Wt. 6 Ibs. HW-1229 
—Multi-Line Dryer. 50’ Drying 
Space. Closes to 7” wide. Open 
24x24x54” high. 3 to carton. Wt. 
6 Ibs. 


Both blades cut clean-clean | li : 

cuts heal clean. A _ good 

pruning job cannot be done 

gS PRODUCTS CO 
It pays to buy the best. ; se 









ONE-HAND 
PRUNER 






Send for catalog of Porter | 
Pruners - a model for every 126 North Berrien Street 
requirement. Albion, Mich. 


H. K. PORTER, Inc. 
EVERETT, MASS. 

















Join the 
BLACK LEAF 40 
PARADE 
e Millions of peo- 


Ce is ee oa ple read Black 
Leaf 40 advertising every month. Metropolitan 


S top, Look and Listen— 
" 





It is said: “Opportunity | 
knocks but once!” That| 


depends upon the “door”. newspapers, national magazines, farm papers 
: : | and country newspapers all add their voices to 

Opportunity is constantly | ager 

knocking at the door labeled Over 3,000 Publications 


Carry Black Leaf 40 ‘Ads 


C L A S Ss | F j E D This year, over 3,000 publications will tell the 
OPPORTUNITIES DEPARTMENT story of Black Leaf 40 for spraying flowers, 


fruit trees and vegetables, for delousing poul- 





in every issue of Hardware Age. Here the advertise: | try and for dipping and drenching live stock. 
ments under Positions Wanted, Help Wanted, Accounts | Every month in the year reference is made 
Wanted, Sales Representatives Wanted and Business from time to time on repelling dogs. The 


Opportunities are proving real opportunities for hardware 
men who are looking for help as well as those who are 
seeking positions. 


Send your copy with remittance to— | Stock Black Leaf 40 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St. + New York, N. Y. | 





advantage of Black Leaf 40 is that it has a year 
‘round sale. 






TOBACCO BY-PRODUCTS & CHEMICAL 
CORP., INCORPORATED * LOUISVILLE, KY. 
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A Better Buy 
for BOTH of You! 


For you — Morse Drills are a better 
buy because most machinists are thor- 
oughly acquainted with the precision 
standards of Morse workmanship. 


For your customers — Morse Drills 
are a better buy because they are high 
quality tools. As such, they do more 
accurate work — last longer. And, in 
the long run, cost less! 





TWIST DRILL AND 
MACHINE COMPANY 


MEWBEDFORD, MASS., U.S. A. 


MEW YORK STORE: 130 LAFAYETTE STREET 
CHICAGO STORE: 570 WEST RANDOLPH STREET 
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Battle Tank 


No. 624—for youngsters from six 
months to nine years. Suggested selling 


price of $3.50. The top of tank lifts off, 





disclosing removable soldiers inside. 
Has lacquer finish in primary colors and 
is of sturdy construction. Holgate Bros. 
Co., Kane, Pa. 


Hobby Lumber Yard 


No. 30—containing material necessary 
for constructing river boat, airplane, 
truck and bird house. Guide lines for 
cutting on all pieces of wood. Instruc- 
tions on simplified blue prints. Com- 
plete with saw, nails, vise, hammer and 
small parts for models. Carton forms 





attractive miniature lumber yard with 
bins. Approximate retail selling price 
$2.00. Childhood Interests, 200 Fifth 
Ave., New York City. 





Doll House 


Has four large rooms, dimensional 
detail, wood frame construction, with 
painted finish. Measures 19 by 16 by 





8% in. Printed in washable color it 
comes knocked down with instruction 
for easy assembly. Wooden frame al- 
ready attached. Jayline Mfg. Co., 55th 
St. and Wyalusing Ave., Philadelphia, 
Pa. 


All Star Baseball Game 


Having a suggested retail price of 
$1.25, has American and National 
League players making up the teams. 








Each player bats as in a real game and 
special player disks are used. Cadaco- 
Ellis, Merchandise Mart, Chicago, Ill. 





Indian Village Plastic Kit 

Has molds for making Indian figures, 
standing and squatting and paints for 
background and molded figures, mold- 









¥- 
Cte 
ing material and moulds. Background 
furnished. Suggested retail selling price 
$2.40. Hobby-Craft, Inc., 341 N. Pu- 
laski Rd., Chicago, III. 





Beton Plastic Toys 


Military outfit, includes one mounted 
soldier and seven on foot in carton made- 
like a fort. Made of a plastic material 
which the manufacturer states is almost 
indestructible. Colored plastic used. 


Bergen Toy & Novelty Co., Inc., Carl- 
stadt, N. J. 
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Illustration from one of a series 
of Ta-pat-co advertisements that 
will appear in outdoor sports and 
other magazines having over 
5 MILLION CIRCULATION. 






WESTCO 


The Quality Can Opener 
People Want—and Now 
have the Money to Buy! 


f 
FE pleasure Oring. 
H Parned ane as 


¢ campins |. 10 
havi & 
marred bY ercrowsed 
Oy 


ODAY as never before Americans are taking 
Tine recreation outdoors—spending happy 
hours adventuring in the many new national parks and 
game preserves, and on the waters of new lakes created 
by government power projects. Ta-pat-co stakes your 
claim in this rich field with a big timely national adver- 
tising campaign featuring... 
TA-PAT-CO—Sleeping Bags, Parkas, Duffel Bags, 
and Pack Sacks for camping, hiking and touring. 
TA-PAT-CO—Life Save Vests, Life Preserver Boat 
Cushions, and other equipment for comfort and 
safety in boating, fishing, and other water sports. 


There is no finer household can opener 
than Westco 65. Die cast frame. Rotat- 
ing cutter coordinated with drive wheel. 
Easy to use. Fast. Long lasting. Indi- 


vidually packaged. Retails $1.50. 


A TA-PAT-CO DISPLAY IN YOUR STORE 
the CATALOG that will be a year-round center of interest. 
LS 'EM Ta-pat-co means excitement and adventure 
TEL ¢ SELLS ‘EM! with comfort and safety in outdoor sports. 
an ‘i 


Place this beautiful 
catalog where customs 
ers can thumb throug 

its handsome co pod 
pages of Ta-pates 
sleeping bags, oe . 
life save vests, oa 
cushions, and other out- 
door sports ¢ uipment. 
Watch your a-pat-co 
sales climb! Ask you 
j or one 
jobbet oper-co catalogs 
or write to us direct. 


Ta-pat-co Sportster 





LIFE SAVE VEST 


A life preserver active sportsmen love 
to wear for both SAFETY and 
COMFORT! Filled with Kapok—six 
times more buoyant than cork—will 
fo safely support heaviest man in water. 
o 


— 


- No padding at permits free ac- 
shoulder per- cess to pockets. 


Address Dept. D-2 








mits free arm 
action. 


4. 


Flexible con- 
Struction at 











2. Adjustable Waist prevents 

4 straps at sides Vest Sor oe 
ie makes snug fit- up around nec 
ting. when sitting, 


; squatting or 
. Cut out at sides stooping. 


ww 
















BOAT CUSHIONS 
- ++ colorfully designed for beauty— 
Kapok filled for safety—Ta-pat-co 
cushions and vests are government ap- 
proved life preservers. 


Tan ppentaap THE AMERICAN PAD & TEXTILE CO 


Greenfield, Ohio 
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SUPER WHIRL BLUE WHIRL 


The die cast beater with The ball bearing beater 
advantages you can dem- _—ithat _ leads the Dollar 
onstrate to your custom-__ field. Stainless steel 
ers. Retails $1.50 beating unit 


Order Westco No. 65, Super Whirl and Blue 
today from your Distributor or Direct. 


THE TURNER & SEYMOUR MFG. 


Makers of the Famous Blue Line Kitchen Tools 


194 Lawton St. TS Torrington 








° DIETZ - 


STION! — Call your local 
pcre Ae advising him of your 
stock of DIETZ LANTERNS. In —— 
parts of the country, there is —., 
@ brisk demand for pre — — 

ency use. Make e 
— me ye stocks ample for the 

needs of your com- 
munity. Give your 
civilian — of- 
icials first call. 
reOIETZ LANTERNS 
are long burning, de- 
pendable under all 
conditions, indoors 
or out, safe and eco- 
nomicol. They burn 
kerosene, obtainable 
everywhere. 
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Output Distributed Through the Jobbing Trade Eaclustoely 








It’s Time To Display 
Red Arrow Now 


Red Arrow is the only insecticide most 
home gardeners need—and most of them 
know it—as a result of Red Arrow adver- 
tising in 12 big national magazines. Be 
sure you have it well displayed. And make 
good use of Red Arrow’s free insect chart 
posters, leaflets and other sales helps. If 
you haven’t a supply, phone your jobber, 
or write to: 


THE McCORMICK SALES CO. 
403 Light St. Baltimore, Md. 


RED ARROW 





GARDEN SPRAY 


| 
| 
| 
| 








Sells 300 Rose Bushes in Four Weeks 


(Continued from page 62) 





Sidewalk displays are decidedly effective and are put out 
during the good weather. Wash baskets serve as containers. 


on end. In this way, persons inter- 
ested in roses can see the full-color 
pictures of the bloom of the rose 
which appears on the front of each 
box. This arrangement of roses is 
so different that customers are at- 
tracted to the table as soon as they 
enter the store. This display en- 
joys a good location in about the 
center of the sales floor. 
Batcheller’s has found that it 
pays to sell quality roses. There- 
fore they carry only three-year-old 
bushes. During the last season 
these sold for around 42 cents. Ap- 
proximately 18 different varieties 
of roses are stocked, and it is 
necessary to change varieties from 
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WORKING... 
| Bring Us Your 


year to year as consumer demand 
changes and as newer and more 
popular types are developed. 

Advertisements on this line are 
placed in newspapers about three 
times during the short season. 
Most of these ads appear early. 
Now and then roses are featured 
as a Saturday special in which case 
the prices are reduced slightly or 
some concession for purchases of 
three, six, or a dozen bushes is 
made. 

Underneath the table featuring 
the rose bushes are shown other 
garden goods items and garden 
hose. The surplus stock of roses 
is also kept there. 
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FOR YOUR SERVICE AND REPAIR DEPARTMENT. The Coleman Lamp and 


Stove Co., Wichita, Kan., suggests this window arrangement. 


The company 


furnishes dealers with instruction manuals on Coleman appliances, special 
ads for dealers to use in newspapers, and the card in the center of the display. 
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The GIANT HIRED MAN 


Turns on Your Sales Pressure! 





WINDMILL WATER SYSTEM 


Not all the hired men have bid the farmers 
good-bye. There's one left... The Wind. Watch 
your farm customers prick up their ears when 
you mention that this big husky fellow is ready to 
go to work 24 hours a day, for no board, room 
or wages. Just give him a SKY POWER Wind- 
mill Water System to operate and he'll make the 
farm family's dream come true — provide running 
water under pressure. Water piped to dairy drink- 
ing cups, poultry and hog fountains, kitchen and 
bathroom does more than anything else to step 
up production and cut down drudgery. 























Running water for 2 out of 3 farms still beyond 
the electric line puts rural plumbing systems in the 
big leagues. Write your nearest Baker branch today! 






RUNNING WATER 
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DISTRIBUTED BY 


Wis. ; Fort ta.; Cedar _, fos Fredericks- 
burg, fa.; eae. Neb.; : —, ye He-s 3 ale, 
Okla. ; Hutchinson, ree :. Brandon, Manit 


fabbock, Teties San fae. Texas. 
BAKER MFG. CO., Evansville, Wis. 


There are plenty of garage 
doors right in your neighbor- 
hood that look just like this. 
Think of the potential — 
there is an extra $10 bill in 
your cash register for every 
one you help transform into a 
smart, easy-to-operate Stan- 
ley “Slide-Up” installation. 





TO Smart, “SLIDE- UP” 
; Convenience 


Stanley “Slide-Up” Hard- 
ware will fit any pair of stock 
garage doors; there is no 
excuse for anyone in your 
neighborhood going without 
their convenience. Home 
owners will thank you for 
telling them how easily and 

er inexpensively the change- 

over can be made. 
FOR Only $10 April 16th-25th—National Hard- 
EXTRA of bs tor bigger Sprtug bockanee. 


[STANLEY] 
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RICHARD 


SPRING BOTTOM OILERS 





The “rolled in” construction as illustrated, using no 
cement solder or brazing, makes it impossible for a 
Richard Oiler to leak. 

That is why Richard Oilers have been serving in- 
. dustry, as well as the armed forces, satisfactorily 
for many years. 

Right now our production is being utilized for Gov- 
ernment orders. 

MAKERS OF 
Richard Oilers — Plastering Tools — Putty Knives 


and Scrapers — Wire C & H Hooks — Carded Items 
— Three-In-One Garden Tools. 


THE ATLAS-ANSONIA CO. 


54-62 GRANT STREET NEW HAVEN, CONN. 















CONTROL INSECTS— 
SAVE TREES—MAKE $! 


"| TANGLEFOOT 


INSECT CONTROL 


Your job these days—and YOUR PROFIT in these 
days of shortage of other lines that made money for 
you—is to show friends, neighbors and customers show 
to save fruit and shade trees from killing insects— 
the easy Tree Tanglefoot way! BUT—stock Tree 
Tanglefoot NOW —before bugs start crawling up tree 
trunks and multiplying by millions! 











CASH IN on Big Na- 
tional Ad Campaign 


USE SELF-SELLING 

FLOOR DISPLAY— 
GET FREE LOCAL 

PUBLICITY AND 

COOPERATION! 


TALK tree protection! 
INSTALL the strong 
self-help Tanglefoot 
floor stand! PHONE 
your newspaper, PT A.., 
Real Estate Board and 
Park Board and County 
Agent! They'll want TIE IN! — before 
publicity —and we have the bugs are out of 
it for you—free! control! 

THE TANGLEFOOT COMPANY 
791 Hemlock St., Grand Rapids, Mich. 







We're doing Our 
part with strong 
ads in American 
Home, Better 
Homes and Gar- 
dens, Country Life, 
Sunset, and many 
A other farm and 

|} home magazines 
and newspapers. 
THE TIME IS 
RIPE —the PUB- 
LIC IS READY! 













Txee TANG LEFOOT 
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Best Glue for Lazy People 
—and Most People Are! 


A good, liquid fish glue like Iron Glue, 
ready to use without messy mixing, is 
what most people want. Iron Glue holds 
tighter, is more satisfactory for most jobs 
around home or shop, than hard-to-use 
“dry” glues that need special measuring 
and mixing. Your customers know Iron 
Glue—from advertising every month in 
LIFE, COLLIER’S and SATURDAY EVENING 
Post. Available in 10¢ bottles and cans 
from 4 pint up. Ask your jobber, or write 
giving jobber’s name, for full information. 


IRON GLUE 


THE McCORMICK SALES CO. 
420 Light St., Baltimore, Md. 












Open New Markets 


With more than 400 dif- 
ferent types of Fairbanks 
Hand, Platform and Box 
Trucks, Wheelbarrows, 
Rubber-Tired Wheels and 
Casters to sell, you have a 
line which actually opens 
new sales possibilities ... 
lets you get in and make 
new customers and increase 
sales to old customers. 


Practically every manufac- 
turer, wholesaler, printer, 
trucking firm, office and de- 
partment building, in fact 
every one who has any- 
thing heavy to move, is a 
prospect. 


This Fairbanks line is 
backed by aggressive ad- 
vertising, it has consumer 
acceptance because it has 
been on the market over 50 
years, and it is priced so 
you can make a legitimate 
profit. 

To put yourself in line for 
increased profits and bigger 
sales for the coming year, 
write now for our Catalog 
No. 50 


The Fairbanks Co. 


400 LAFAYETTE ST., 
NEW YORK, N. Y. 
Boston, Mass. Pittsburgh, Pa. 
Factories: 


Binghamton, N. Y. Rome, Ga. 


airbanks 














NAME & PLACE — Wisconsin 
Retail Hardware Association annual 
convention and exhibit, Feb. 3-6, 
1942, at the Milwaukee Auditorium, 
Milwaukee, Wis. 


NEW OFFICERS — President 
Darwin Follett, Coloma, succeeding 
Malcomb Douglas, Janesville; vice- 
president, W. E. Fitzgerald, South 
Milwaukee. H. A. Lewis, Stevens 
Point, is secretary -treasurer. Di- 
rectors: W. H. Niebergall, Wausau; 
Joseph H. Kitz, Oshkosh; W. T. 
Johnson, Rice Lake; B. F. Strong, 
Eagle Riber, and O. F. Peterson, 
Waupaca. 


RESOLUTIONS — Opposed 
federalization of Social Security; 
loan policy of Regional Agricultural 
Credit Corp. as favoring consumer 
cooperatives and discriminating 
against dealer. Recommended that 
the School of Commerce of the Uni- 
versity of Wisconsin, be reorganized 
as a separate institution. Pledged 
support to the U. S. Government in 
its war effort. 


ADDRESSES—J. A. Erickson, 
Jr.. St. Paul, Minn., advised dealers 
to shorten credit terms and to insist 
on prompt payment of installment 
contracts. 

J. Frank Grimes, Independent 
Grocers Alliance, Chicago, remark- 





Convention 













































ed that hardware dealers could meet 
and undersell chain store competi- 
tion if they would cooperate with 
their wholesalers and each other in 
eliminating the unnecessary waste 
in distribution. 

A. Vanden Wymelenberg, Green 
Bay, suggested the following pro- 
gram: fully cooperate with war aid 
programs with all the facilities hard- 
ware retailers offer for the promo- 
tion of the war effort; make the con- 
sumer conscious of the essential ser- 
vices rendered by hardware retailer ; 
develop better consumer understand- 
ing of the important functions hard- 
ware retailers are rendering to 
communities during this war emer- 
gency. 

A feature of the convention was 
the showing of the sound movie, 
“Opportunity Unlimited,” sponsored 
by the Remington-Peters companies. 


Dealers Hold Corn School 


Merchants at Elkhart, Ind., were 
convinced very quickly that the 
use of hybrid corn would raise 
the farm income in their vicinity. 
To foster the adoption of the new 
type corn as quickly as possible, 
the merchants put ona corn scheal 
for their farm friends. 





Galena Oil Corp., Cincinnati, Ohio, is offering dealers complete win- 
dow display material to tie in with the theme “Keep ‘Em Rolling’”—“Keep 
‘Em Flying” to be featured by the company during the year. Dealers 
may secure the large posters featured in the center of the display shown 
above by writing to the company. These are in color and can be used 
in windows as well as inside the store. 
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Skiing is one of the hobbies of 
Martin Olsen, advertising manager, 
Warner Hardware Co., Minneapolis, 
Minn., who made a spring visit, last 
April, to Sun Valley, Ida., with Eric 
Johnson, sport goods and electrical 
salesman for the company. When 
there is skiing available in his own 
state Martin is all for it. The group 
of three, left to right, shows Mr. John- 
son, Sepp Benedicter, former Min- 
neapolis professional ski man, now 
an instructor at Sun Valley and 
Mr. Olsen. 








Meet Harold Dahl, Builder's Service Bureau, Inc., Denver, Colo., all set 
for a hunting expedition into the Rocky Mountain wilds. He can throw a 
diamond hitch over a pack saddle, enjoy big game hunts or improve his 
marksmanship following a twisting, turning, rabbit-target with a heavy cali- 
ber rifle. In the fall of 1940 he was a member of a party which staged a “One 
Shot Antelope Contest” to determine which three-man team, Colorado or 
Wyoming, could get the more antelope, each man having but one shell in 
his gun, or on his person. Colorado won with two animals bagged—Wyoming 
obtained one. A native of Sweden, he began hunting in that country at the 
age of 10, with a double barreled, muzzle loading shotgun. Since then he 
has hunted as often as possible. Mr. Dahl is shown at the left on a hunting 
expedition in the Gunnison country. Pack train is used to carry equipment 
and supplies into the “back country”. 
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BEREA 


ABRASIVES 


ARE FINE 
WARTIME 







PK io the factories on the farm,in Army camps, 
at Navel stations and airports, sharpening and 
grinding items are in constant use. Sell Berea 
Abrasives . . they “fill the bill” in every case! 















Quicker 
ing speeds 


— 





wartime construction. Contractors 
a iB. Rubbing Brick 


CLEVELAND 


ABRASIVES 


” For Your Profits Sake! 

















No More Damage from 
Condensation or 
Sweating Pipes, Tanks, 
Walls, Ceilings and 
Air Ducts. 

The sensational new plastic cork coating 
that prevents condensation drip from 
metal, concrete, brick, wood, composi- 
tion, plaster. 

Easy to apply with brush, trowel or 
spray to plain or corrugated surfaces, 
corners or at an angle. Stucco-like fin- 
ish. Can be painted any color. 

A gallon covers 30 feet of 1” pipe 4” 
thick. Comes in 1 gallon cans and 5 
and 55 gallon drums. 


NoDrip 


—Insulates and adds 
years of life to pipes 
and other metal sur- 
faces by preventing rust and corrosion. 





Order from your jobber or 
write for FREE Circular giv- 
ing complete information. 


J. W. MORTELL CO. 


508 Burch St. Kankakee, Ill. 


SEND US YOUR 










FOR FENCE AND 


METAL SPECIALTIES ag 
Er hale 


N 
. ~ re ps ee ee 
Stewart —— Picket Fences ond Entrance 
Gates, and Stewart Chain Link Wire 
Fences, are available in a wide range of 
designs and types to meet all requirements. 


Stewart Metal Specialties 
comprise : Iron and Wire 
Window Guards to fit any 
size or shape of opening. 

Wire Partitions, Sliding and 

Folding Gates, Settees, Steel 
Folding Chairs, Ornamental a 
Iron Bracket and Pier Lan- 
terns, Railings, Flag Poles, ——— 
and scores of other products. 


Many dealers are making money by sending their 
inquiries to Stewart. Let us tell you about this 
plan. You make no investment whatever. Send 
= literature ——e ee =! whieh you 


THE STEWART. RON WORKS Co. Inc. 
937 Stewart Bleek. Cincinnati, Ohie 
Fence Builders te Ameries Since 1886 


































































































IRON 











How’s the Hardware Business? 


(Continued from page 56) 


down scoops will be simplified by omit- 
ting intermediate sizes. Effective at 
once the company is discontinuing the 
use of all paper, burlap and bags in 
the packaging of shovels and hereafter 
all grades will be tied in bundles of 


% dozen. 


Brush conservation — Some 
makers are completely engaged in turn- 
ing out the tremendous volume of es- 
sential brushes for direct war and gov- 
ernment use, and the urgency of the 
need is seen in the willingness of even 
the army and navy to accept brushes 
containing a large percentage of horse- 
hair or other substitutes. Shortage of 
bristles and all other brush making ma- 
terials makes it not impossible that fur- 
ther restrictions, or even “freezings” 
will be imposed upon civilian use and 
distribution. Conservation of the pres- 
ent supply of bristle brushes and recla- 
mation of discarded brushes is stressed 
by the WPB advisory committee, which 
points out that thousands of paint 
brushes in shops and homes all over the 
country can be cleaned and used. Many 
other brushes, too worn or dirty for 
further use, contains hog bristles that 
are more valuable now than when the 
brushes were made. 


* * * 


Commodity prices — Despite 
some March easing, prices of farm 
products and foodstuffs generally are 
away above a year ago. Cotton holds 
high, while steel and the metals have 
advanced least of all commodities, lead 
and zinc being the OPA authorized ex- 
ceptions to a level even with last year’s. 
The Bureau of Labor Statistics’ index 
of wholesale commodity prices in the 
week ended Mar. 7 advanced to the 
highest general level in 13 years. This 
index rose to 96.9 per cent of the 1926 
average from 80.6 in the corresponding 
1941 period. 


* * * 





Store Monthly retail 
sales reports, aided somewhat by the 
higher level of prices, are still beating 
last year’s records, and this in the face 
of the fact that 1941 Spring sales were 
revealing sharply higher, and already 
speculative tendencies. The Federal Re- 
serve System reported that department 
store sales in the week ended March 14 
advanced 24 per cent from a year 
earlier. Reports to the U. S. Census 
Bureau show February sales of inde- 
pendent retailers to be 9 per cent above 
those of February, 1941, the average of 


nearly 16,000 reporting stores in 34 
states. Home furnishings sales, although 
hit by simplifications and priorities, are 
reported to have gained in February 
nearly 30 per cent over the 1941 com- 
parison. Furniture, china, glass, and 
pottery sales were well above the 30 
per cent level, while kitchen appliances 
held a 14 per cent gain over a year ago. 


* * * 


Other industrial news— 
Freight carloadings in the week ended 
Mar. 14 rose to the best level for the 
period in 12 years. Loadings totaled 
799,356 cars, an increase of 5.2 per cent 
over the year-ago week. Less-than-car- 
load merchandise shipments continued 
to decline, reflecting the shift away 
from domestic and civilian goods traffic 
to military products. Electricity pro- 
duction in the week ended Mar. 14 
scored another good year-to-year gain, 
totaling 3,357,444,000 kilowatt hours, 
an increase of 12.5 per cent over the 
corresponding 1941 period. The Asso- 
ciated Press index of industrial activity 
moved up for the week to 145.6 per 
cent of the 1929-’30 average, from 126.9 
per cent a year previous. Engineering 
construction contracts were let, during 
the week ended Mar. 19, in the second 
largest amount for any week on record. 
February construction contracts, re- 
ported by F. W. Dodge Corp., New 
York City, for the 37 easternmost states, 
totaled $433,557,000, as against $270,- 
373,000 in February, 1941. The latest 
month’s contracts, in comparison with 
those of a year ago showed the follow- 
ing dollar volume increases: heavy en- 
gineering construction, up 6 per cent; 
residential building, up 62 per cent; 
non-residential building up 38 per cent. 


Steel industry—Steel produc- 
tion in the United States last week rose 
to a new all-time high of 98 per cent 
of capacity, reported The Iron Age in 
its March 26 issue. The flow of scrap, 
responding to warmer weather, con- 
tinues to show spotty improvement and 
cleared the way for stronger mill sched- 
ules. Almost all sheet mills are so 
crowded with plate tonnage that only 
sheet business carrying an A-l-a or A- 
1-b rating can be scheduled. Soon all 
sheet production on high speed mills 
is likely to represent outright allocation. 
WPB’s Iron and Steel Branch this week 
requested all plate consumers to con- 
form to certain ordering requirements. 
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Scores of new gardens will be started 
in your community this spring. Their 
inexperienced owners will look to you 
for dependable supplies. You can sell 
and recommend Hammond Products 
with fullest confidence, because qual- 
ity is being maintained in spite of 
priorities and shortages. 

Backed by 67 years of service to 
Farmers, Florists and Home Garden- 
ers, the House of Hammond will never 
let you down. 


EXTENSIVE ADVERTISING 
In Farm Papers, Florist Journals, 
Garden Magazines and Sunday News- 
papers. A total circulation of 
nearly 15,000,000 copies. 


ATTRACTIVE MARK-UPS 
There’s real profit in Hammond 


Products, especially as they are 
steady sellers through a long season. 


Write at once for prices, discounts and 
samples of dealer helps. 


HAMMOND PAINT & CHEMICAL CO. 


46 Ferry St., Beacon, N. Y. 




















Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory Num- 
ber of HARDWARE AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 
100 East 42d St., New York City 
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Washington 
News Reel 


(Continued from page 58) 


. 


to reduce consumption of paper board. 
The requested revisions include reduc- 
tions in density and finish in the box 
board used in various types of boxes, 
and a standardization in design and 
elimination of some sizes. The sug- 
gested changes in specifications relate 
particularly to boxes for hardware and 
many other products. 

William W. Fitzhugh, chief of the 
Folding and Set-up Box Section of the 
Containers Branch, explained in a letter 
to manufacturers that many of the 
suggested specifications are already be- 
ing practiced by some members of the 
industry, but that the Section desired 
that all manufacturers become familiar 
with them. Further technical informa- 
tion can be secured from the Section at 


the WPB in Washington. 
x * * 


WPB’s DIVISION of Industry 
Operations on March 16 amended the 
Kapok Conservation Order, M-85. The 
amendment extends from March 31 to 
April 30, 1942, the time in which deal- 
ers may sell, transfer title to, or de- 
liver kapok to manufacturers for de- 
fense items. Under the amended order 
dealers are permitted to purchase 
from manufacturers and other dealers 
small stocks on hand, for accumulation 
for the Defense Supplies Corp. It also 
corrects the definition of the Bureau of 
Marine Inspection and Navigation re- 
quirements. 

xk & 


H. M. BRUNDAGE has been ap- 
pointed as chief of a newly-created Ap- 
pliance Section in the WPB Plumbing 
and Heating Branch. The Appliance 
Section will be responsible for certain 
products which were formerly assigned 
to the Electrical Appliance and Dur- 
able Goods Branch. These include all 
bathroom heaters, burners, broilers, 
bakers, circulators, fire-place logs, floor 
furnaces, cooking and _ instantaneous 
water heaters, warming ovens, radiant 
heaters, steam radiators, water heaters 
operating by gas, wall heaters, oil 
ranges, and coal stoves. 

Before coming to the WPB, Mr. 
Brundage had managed his own busi- 
ness, the H. M. Brundage Co., Rich- 
mond, Va. 

xk 


THE APPOINTMENT OF HOW- 
ARD COONLEY as chief of the Sim- 
plification Branch of WPB’s Bureau of 
Industrial Conservation was announced 
on March 16 by Lessing J. Rosenwald, 
Chief of the Bureau. Mr. Coonley, who 
is chairman of the board of the Wal- 
worth Co., replaced Dr. Edwin W. Ely, 
who recently was called back to his 
post as chief of the Division of Simpli- 
fied Practice of the National Bureau of 
Standards. 








Aladdin 


SANI-SEALD 


V acuum 


BOTTLES 


MONG the thousands and thou- 

sands of war’s industrial work- 
ers, Aladdin Vacuum Bottles are 
performing yeoman service in keep- 
ing their beverages hot, savory, and 
sanitary night and day. Through 
their high efficiency and durability, 
Aladdin has firmly established itself 
as the “preferred” vacuum bottle. 


DEALERS 
Please Take Notice 


Naturally Aladdin production has been con- 
siderably reduced through shortages of mate- 
rials required to maintain Aladdin’s excep- 
tionally high quality, and which must be 
preserved. In this situation, we are exerting 
every effort to supply all of our dealers with 
a sufficient quantity for their immediate needs, 
although it must be realized that of necessity 
shipments be somewhat delayed. 


Aladdin Industries, Inc. 
223 West Jackson Boulevard 
CHICAGO, ILLINOIS 

















Famous 
NAMES IN 


NETTING... 


U. S. HEXLOK 
The Perfect 
Hexagon-Mesh 
Netting with 


Lock-twist 


The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 


INDIANA 
STCCL & WIRE CO 
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The Citizens Emergency Committee on 


and additional comments 
on war-time conditions 


By SAUNDERS NORVELL 


ERE in New York 
there are an endless number of as- 
sociations, committees, and groups 
seeking to do their part to help 
“win the war.” Women seem to be 
especially active. Many of them 
want to get into uniforms of one 
kind or another. “Unity” is the 
prevailing watchword. I attended 
one luncheon—$2.50 per plate— 
sponsored by women. The talks 
were long, pointless and tiresome. 
The women at my table were 
mainly interested in spotting and 
discussing the notables present. 
How the big shots love to bask in 
the spotlight. 

At my small office I have many 
callers, business men, who tell of 
their own actual experiences as a 
result of the war effort. These 
stories are grim and factual. Here 
are just a few cases. All of this 
leads up to the very serious and im- 
portant part of this article. 

A member of an old concern here 
in New York, dealers in kitchen 
supplies, told me they are folding 
up after 100 years existence. Re- 
tiring from business, letting out 
salesmen and employees. On ac- 
count of “priorities” they cannot 
get raw materials. 

Another salesman loses accounts 
as his clients are oversold to the 
government. With the inevitable 
rise in taxes, increasing cost of liv- 
ing plus reduction in his income he 
has sold his attractive home to cut 
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down interest and taxes and moved 
into a small apartment. Because of 
the ruling on tires he has placed 
his car in dead storage. He com- 
ments on the accounts in the papers 
of large salaries to officials of cor- 
porations who have government 
contracts. 

A manufacturer’s agent from the 
west calls and tells of his reduced 
income because manufacturers can- 
not fill his orders. He is cutting 
his business and domestic expenses 
to the quick. 

A woman who has made her liv- 
ing making researches for sales ex- 
ecutives has lost all her clients. She 
tells me her studies’ brought out the 
interesting fact that 10,000 women 
in the United States take their cars 
every afternoon and devote from 
two hours upward to “shopping”. 
In a word, 24,000,000 hours per 
day largely wasted. She hopes the 
tire law will stop some of this un- 
profitable running around. No won- 
der, she says, we have a great in- 
crease in juvenile delinquency. 


Prices Ascend 


The wife of an apartment dweller 
here in New York, working on a 
budget, tells of increases in prices— 
eggs 65 cents a dozen, butter 45 
cents and cooked roast turkey, a 
small cut, quarter of a pound, 75 
cents. She bitterly comments that 
the papers say inflation ig coming. 
If labor has been given (advances 
in wages the profiteers will take it 








SAUNDERS NORVELL 


all away and more, too! Now, she 


says, she can’t get sugar. The shops 
just tell her they are out and 
can’t get any. But sugar can be 
had in London. 

What, I asked of another visitor, 
has become of the two Japanese 
diplomats who came over to nego- 
tiate peace? They are down at an 
expensive hotel at Hot Springs, Va., 
with the rest of the Japanese diplo- 
mats and consuls, all at the ex- 
pense of our government. Then he 
laughed. You see, he added, Ger- 
many interned our diplomats at Bad 
Nauheim at an expensive hotel. 
They will pay the large bills and 
then charge it back to the United 
States—they need exchange. This 
must be funny to Americans in Ger- 
man and Japanese concentration 
camps. 

One caller remarks that with all 
our vaunted Yankee shrewdness we 
are the poorest of all international 
traders. We always get the worst 
of it. Just think, he said, when we 
gave Russia a credit of several mil- 
lion dollars cold we never even 
asked for the use for our airships 
of her bases on the Pacific! How 
we need them now. 

There is one boom town in this 
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A Single Wire 
Holds the Herd! 












Battery Operated Models 
Approved for Safety 
Under All Conditions 

By Underwriters’ 
Laboratories, Inc. 









Model SR-6-1D, $12.95 List 


Other Models $7.95 Up 





A FAST MOVING, PROFITABLE SPECIALTY 


SPARTON STING RAY 


Electric Fence Controller 


Farmers are forced to conserve on fence wire. The Sparton Sting Ray 
saves wire, saves crops, saves labor, protects animals. Fills a real 
need in providing thrifty, reliable protection. Curtails fencing costs 
to absolute minimum. 6 volt, battery operated models. Also com- 
binations utilizing 110 volt, AC current, or 6 volt batteries. 


If your jobber does not carry Sting Ray controllers, write us for 


free information. Free dealer helps available. 


THE SPARKS-WITHINGTON COMPANY, Jackson, Mich. 


1900 Fine Quality, Precision Products, for 42 Years 1942 














DIAMOND 


Precision Tools 





Diamalloy Wrenches 


Made of special alloy steel—Twice as 
strong yet a third thinner and lighter than 
standard pattern. Will fit in small places 
and withstand severest possible strain 
without damage. 

Furnished chrome nickel plated with 
sides of head buffed to a high, beautiful 
lustre. Handle has soft, velvety finish— 
pleasing to hold—not slippery. 











Diamalloy Heavy Duty Diagonal 
Cutting Pliers 


An extra-sturdy cutting tool of unusual 
strength. Cutting edges strong and sharp. 
Forged from tough Diamalloy steel. Will 
give long service on heavy-duty jobs. 
Every tool individually tested and in- 
spected. 


Diamond Calk Horseshoe Co. 
4612 Grand Ave., Duluth, Minn. 








Go, (“LOOK AT THIS BATTERED LEAKY 
(ELS | FLoAT/ NOW WHATit WE D0?” | § 
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Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 
at least 3 weeks before you move. 


HARDWARE AGE 


100 East 42nd Street New York, N. Y. 
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She has the answer! 
SHE SAW 


AMERICAN 
Plastic 
Tank Floats 


at their Hardware Dealer’s 


Made of tough re- 
sistant tenite—a new 
plastic! 


te 
= 


Does not crack, bend 
or get out of shape 


CORROSION-PROOF 
LEAK-PROOF 





Impervious to salt- THE ONE FLOAT Standard threaded 
water, iron, sulphur, FOR ALL WATER spud, integral with 
etc. CONDITIONS mold. Can't loosen 


Accepted by all leading Pottery Manufacturers 
Here’s an item that meets BIG demand! Quick Turnover 
—More Profit! 


JOBBERS: Write for sample and prices. 
RETAILERS: Order from your wholesaler. 


AMERICAN MOLDED PRODUCTS CO. 


1753 N. HONORE ST CHICAGO, ILL 


step UP 


your Padlock 
sales with 


The Famous 


DOUBLE LOCKING 


Chicaga Padlach 


Hardware Dealers everywhere find that 


selling the DOUBLE LOCKING’ 
Security CHICAGO LOCKS offer steps 
UP their sales! Investigate. Ask your 
wholesaler or write us—and remember 
—there’s a CHICAGO LOCK for 
EVERY Protection Need 


CHICAGO LOCK CO. 


2024 N. Racine Ave. 
A.H.A., Chicago, fil. 








country—Washington, D. C. What 
has Leon Henderson done there to 
put a ceiling on hotel rates, room- 
ing houses, and food prices? I man- 
aged to get a secretary a job in 
Washington. She writes it’s fine and 
exciting to be in the middle of 
everything, but that living expenses 
are so high she is broke at the end 
of the month. 

These few cases out of many I 
could outline indicate how grimly 
the pinch of war and high prices is 
already gripping our people. In- 
flation is not coming—it’s here. 
Ahead is unheard of taxation for 
all of us. 

All of the people I meet—and I 
meet a good many every week— 
express one idea. Let me express 
their idea simply as follows: 

We must win this war. We must 
and will accept lower standards of 
living. We believe in unity. But 
all of us should share in making 
sacrifices. We believe in backing up 
national defense to the limit but 
want the national government, and 
the states, counties, cities and towns 
to realize this is no time for useless 
non-defense spending. We believe if 
there is a determined government 
and national effort that billions of 
dollars can be saved and used either 
for the national war effort or to 
reduce and ease future taxation. 


This is just how a whole lot of our 
people feel. The problem is how 
can those in charge of this spend- 
ing be brought to a realization of 
the grim determination of our peo- 
ple not to be sold down the river. 


Inform Yourself] 


First of all, each of us must give 
up our time to study the best sources 
of government spending informa- 
tion. We must have first of all 
facts! We must seek the leader- 
ship of those who are in a position 
to get the facts and next who will 
give us an honest unbiased inter- 
pretation of these facts. If we have 
a clean, heartfelt desire to serve 
our country let me repeat we must 
first be sure we have our facts 
straight and then we must in every 
way possible do our part to make 
these facts known to as many citi- 
zens as possible. We must have the 
courage to express our opinions to 
our legislators. 

After weeks of research and read- 
ing I have come to the conclu- 
sion that the one big duty of every 
patriot today is to determinedly ad- 
vocate and insist upon government 
economy in non-defense spending. 
Our dollars are being spent lav- 
ishly and it is our duty and our 
right to know how they are being 





spent. It is our duty to first look up 
the large items of non-war expense. 
When millions may be wasted, 
when billions can be saved we have 
no time to waste on petty individual 
wasting. 

So I am going to propose a very 
simple fact-finding program to my 
hardware friends. 

First write for a 54page pam- 
phlet, “Curtailment of Non-Defense 
Expenditures,” by Henry P. Seid- 
mann, published by The Brookings 
Institution, Washington, D. C. Call 
for Pamphlet 30. The price is 25 
cents. 

I suggest this pamphlet first be- 
cause in it you will find tables, ob- 
tained from government sources, on 
all government expenditures every 
year from 1935 to 1941 and esti- 
mates for 1942. You will find rec- 
ords of government income for the 
same years. These figures are 
broken down into departments. 

You can’t think intelligently on 
this subject without this author- 
itative presentation of the facts. 
Nowhere else can you obtain a 
clearer analysis of government in- 
come and spending. 

The scope of this article does not 
permit me to quote from this pam- 
phlet at length but the following 
is illuminating. 

“There are just three possible 


Illustrations Aid Newspaper Ads 











at yoy Hardware. 


mean savings. Pient a 
oy By OM FH 
service. 


Electric Fans 





Jewel Double Quick 
House Paint 


AD 


on nae, merchandise 
Space. 
‘needs, use our Free 





(A PAINT FOR EVERY PURPOSE) 


Galion in 


Wf unable 
Delivery PARKING SPACE 


GARDEN HOSE 
rote Wy saad b= 
Hose. 

Others at $3.59 and $4.85 


uns $5 





Conqueror House ei bright esters. A real 
€ ae 
Paint POLSine Sa's “seats 





We are prepared te take care of your Hardware Needs. Y. 
will find eur prices on quality merchandise mean real savings 





FREE 
DELIVERY 










LAWN MOWERS 
5 5 ute 1. aoe >” 


Ball. “pearing 


Rudder + 5 Blade 16-inc' 
anteed Mowers $7.65 te ae 


FISHING TACKLE . 


A_large assortment for your 

selection. Minnow Pails, Rods, 
Reels, Hooks, Lines, Floats, 
Nets, Cane te, 

















1102 East Elderade 


Illustrations improve the selling power of newspaper advertisements, says 
left, which was two columns wide by 5 in. deep. also 





JEWEE GUARANTEED PAINTS AND VARMISHES 
A PAINT FOR EVERY PURPOSE: 








1102 East Eldorade 


Phone 5852 














HARDWARE 





the McKeogh 
Hardware of Decatur, Ill, and the company uses them whenever possible. The ad at the 


used unusual heads for the purpose 


of attracting readers’ attention. The ad at the right brought people to the store to in- 
spect the merchandise listed and was two columns wide by 51/, in. deep. Prices shown 
in each of these advertisements are not today’s prices but were in effect a year ago. 
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THE PERFECT GRIP /2iAR Ne, 
FLOOR SCRAPER A 


NO CHATTERING— YG. - 
NO SLIPPING— 2 











ALWAYS A 
Mad 
SURE i 
BITE! 13%4 inch, and 


22 inch widths. 


Side view 
showing reinforced blade 


The npeveled sides? 
and curved shape 
of the high-quality tool-steel clamping screw which holds 
blade enables the user to the curved steel reinforcing 
scrape flush up to base- plate firmly against the cut- 
boards, under siding, etc. ting blade. This plate pro- 
This heavy duty blade is vides the stability and firm- 


double-edged, so that when ness which means everything 
one edge becomes worn it in fast cutting. The handle 
may be reversed. It is also affords a real grip, with am- 
adjustable, and as wear takes ple space for applying pres- 
place it may be moved for- sure over the blade with the 


ward by merely loosening the free hand, 
Write for Descriptive Matter on Warner Tools 


WARNER MANUFACTURING CO. 
801 Sixteenth Avenue S.E., Minneapolis, Minn. 














Keep Posted On 
“WHAT’S NEW” In The 


Hardware Trade— 


This is the age of inventions—new ideas— 
new features—new merchandise. People are 
always interested in new goods that are used 
in and about the home. Dealers who keep 
abreast of the times and display the newest 
and most practical home furnishings and 
hardware articles are the ones who get the 
business. Practically every issue of Hardware 
Age contains from thirty to forty or more il- 
lustrations and descriptions of “WHAT’S 
NEW” in the Hardware Trade. It will pay 
you to read this section and “follow up” on 


new merchandise. 


HARDWARE AGE 
100 East 42nd Street, New York, N. Y. 




















APRIL 2, 1942 





4 STAR 


Plastic Float 


New — Timely 


Full size, 4” x 5”—Tenite or Polystyrene—non-corroding 
—non-breakable—long lasting—not a substitute for the 
duration—but a real development for better plumbing. 


IMMEDIATE DELIVERY .. . ORDER THROUGH YOUR JOBBER 
Manufacturers’ Agents: Some Territory still open. Wire or Write. 


KAMPA MFG. CO. 


12132 W. Capitol Drive, Dept. HA-42, Milwaukee, Wis. 


FOX PEN 
NETTING 








Profitable are the heavier | 
grades of hexagonal net- 
ting. You give complete 
satisfaction when you sell 
WRIGHT. 


SF WRIGHT 2" 


MeIRCESTER * MAS S. 











means of limiting the size of fed- 
eral deficits. The first is to con- 
fine the defense expenditures to 
the indispensable requirements 
for the kind of war in which we 
are engaged. The second is to in- 
crease taxes. The third is to cur- 
tail expenses for non-defense pur- 
poses.” 

“The possibility of reducing 
expenditures in non-defense lines 
has until recently been almost en- 
tirely ignored. The Treasury early 
suggested that a billion dollars 
might readily be pared off, but 
passed on to Congress the re- 
sponsibility for determining what 
curtailments might appropriately 
be made. In due course the Sen- 
ate Finance Committee asked the 
Bureau of the Budget to prepare 
three alternative revised budgets 
for the present fiscal year (1942), 
indicating what would be in- 
volved in making reductions of 
1 billion, 1.5 billion, and 2 billion 
dollars in non-defense outlays.” 


Little Progress Made 


“Notwithstanding an extraordi- 
nary increase in the national in- 
come, no appreciable progress 
has been made in reducing non- 
defense expenditures. Indeed, the 
expenditures in the fiscal year 
1941 were 340 million dollars 
greater than the average for 1935- 
37, in spite of a rise of one-third 
in the national income. *With a 
projected national income for the 
present fiscal year over 50 per 
cent higher than that in 1935-37. 
the expenditures for non-defense 
purposes were still up more than 
200 millions.” 

“In the light of this analysis it 
seems clear that with a national 
income in excess of 90 billions, 
the level of non-defense expendi- 
tures could be reduced very much 


below the level of 1935-37 with- 
out causing a renewal of depres- 
sion, or producing widespread 
economic and social distress.” 

“In view of the success of the 
farm price program in achieving 
the goal of agricultural policy, it 
would seem to be obvious that the 
great bulk of the aids hitherto 
given is no longer essential.” 

“The proposed authorizations 
for the Florida ship canal and the 
Tombigbee River project can cer- 
tainly not be justified from the 
standpoint of the current nationa! 
defense program. This is not the 
place to discuss whether they can 
be justified on economic grounds; 
but it may be noted that the Tom- 
bigbee project has for years failed 
to obtain congressional approval. 
The Florida ship canal was ac- 
tually begun in 1935 with emer- 
gency relief money; after 5.4 mil- 
lions was spent, Congress refused 
to appropriate funds for its com- 
pletion.” 

“With reference to the St. Law- 
rence seaway, two observations 
may here be made. First, the sum 
of 277 million dollars is alto- 
gether inadequate to meet the full 
costs involved, for it does not cover 
all phases of the navigation and 
power project nor make allowance 
for the rising level of costs. 
Second, it is hardly conceivable 
that the project could be com- 
pleted in time to be of use in con- 
nection with the war.” 


Look This Over! 


The above are just a few extracts 


taken almost at random. Under 
“Conclusion” we find- 


“The foregoing analysis indi- 
cates that it is possible to reduce 
federal expenditures for non-de- 
fense purposes by more than 2 


billion dollars. The suggested 
reductions, by major classes of ex- 
penditures, are as fololows, in 
millions of dollars: 


Flood control, rivers and har- 
bors, and other water pro- 


jects alse be eS 
Agriculture 625 
Public domain 19 
Public welfare ee 615 
Highway development . . 171 
Executive and other general 

Se ae 5 
Transfer of costs to state and 

local governments 300 

Total 2,085 


“To carry out a systematic pro- 
gram of retrenchment in non-de- 
fense expenditures in such a way 
as to secure maximum reductions 
with minimum disturbances to 
our economic life will require con- 
tinuous scrutiny by the Congress. 
To this end it is here recommend- 
ed that a permanent bi-partisan 
committee of the Senate and the 
House be vested with continuing 
responsibility for analyzing expen- 
ditures—both for non-defense and 
for war purposes—with a view to 
achieving all possible economies 
consistent with present national 
objectives.” 

With the above report as a basis 
I then recommend your studying the 
following articles put out by Citi- 
zens Committee Organized to Seek 
Reduction in Non-Defense Spending. 
This committee has been organized 
on a nation-wide basis. 
Unity for War and for Peace. Non- 

Defense Government Spending 


Address by Dr. Henry M. Wriston 
at Albany, N. Y., Dec. 4, 1941, 
We Must Have Priorities in 
Spending 








FRANKLIN GLUE — ] 








OH, JOHN, WHEN 
WILL YOU Fix 
AIR? 











WOMECRAFTSMEN EVERYWHERE || THEY'LL TO . 
HAVE FURNITURE TO REPAIR || FOR FRANKLIN GLUE FOR ANOTHER CAN 








FRANKLIN 
MADE IT EASY 





Atlin, 
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AND COME AGAIN / 














Wrte 


ON BUSINESS 
LETTERHEAD 
FOR 


NATIONAL ADVERTISING Is WE 24S 

TELLING MILLIONS ABOUT INY:¥ 02) 

npr LIQUID THE 
HIDE GLUE AND 

DIRECTING THEM TO YOU, nn + a 

MB. HARDWARE DEALER Eentpriicrt 
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Geared to Today's 
Buying Needs 


WENTY years of experience in answering “Who Makes 
It?” for many thousands of hardware wholesalers and 


retailers has made 


The Merchandise 
Directory Number 
the “Who Makes It?’ issue 
of HARDWARE AGE 


now in your hands the most dependable and complete quick- 
aid to your buying problems. Make it work for you. 


This 700-page volume is a thorough-going directory of all 
kinds of merchandise sold in the hardware trade. It is like- 
wise a Combined Catalog of the products of over 560 manu- 
facturers including nearly all of the better-known concerns 
selling in this field. 


The “Who Makes It?” issue—both as a Merchandise 
Directory and as a Combined Catalog is tailor-made for you. 
Make it serve your needs. 





These Features 
will help your 
Buying! 
Combined catalog data on 
thousands of products of 


564 leading manufacturers 
(365% pages). 


13,000 Main Product Head- 
ings, Cross References — 


52,000 Listings in All. 


Names and Addresses of more 
than 10,000 Manufacturers 
Along With Their Products. 


748 pages of Concise, Classi- 
fied Hardware Buying Ref- 


erence. 


Listings of Manufacturers’ 
Trade Names and Jobbers’ 
Brands. 


Tables and Charts Which 
Show You: How to Figure 
the Equivalents of “Each” 
and “Dozen” Prices—Net 
Profits—the Selling Price 
of Any Article — Cost of 
Doing Business. How to 
Get a Correct Inventory, 
Glossary of Arms and Am- 
munition Terms. Perpetual 
Price Chart on Nails. Color 
Harmony Chart. Nets of 
Combination Discounts, etc. 


te 
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TROY—BEST 


File Handles 


p Rigid 

PATENTED is) Metal to 

Gare: * : al 
r 


(Patented), assures better workmanshis 
, xf safety to user. A favorite for over 


TROY FILE WORKS 
Troy, Est. 1831. N. Y. 


OXFORD 



















OXFORD TOOL ‘ COMPANY 
1633 N. 2nd St. Philadelphia, Pa. 


* 








THEY PULL—CLINCH—HOLD 


The outstanding fastener for ing, repel 
sereens, garden furniture, le og wine 


ORDER NOW FROM YOUR JOBBER 


SUPERIOR FASTENER CORPORAT! 
5224 N. Clerk S#. Cheeses im. 


‘GUNSHINE 


oS A 


‘ASK YOUR JGBB86ER 
POR OUR EXTRA VALUS 
GSwWeo PIECE CHAMOIS 
HOYT &£ WORTHEN TANNING CORP 


HAVERHILL MASS 

















STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 
All steel 





a2"x10" 
x7” deep 
Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 88th St. and Hamilton Ave. 


@ @ CLEVELAND,OHIO @ @ 








You'll find REAL 


Sales Representatives 


advertising in the 
Sales Accounts Wanted 
Columns 
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Government Use of the Machine 
in War. 


After the War—What? 


America Needs Your Voice 
Tax Front 


With a speech by Henry Morgen- 
thau, Jr., Secretary of the Treasury 


A Magazine of The Tax Payers 
Association. 


The Tax Preview—December 1941. 


These last two are published by 
Tax Foundation, 30 Rockefeller 
Plaza, New York City. 

In no way can you help more than 
first—to post yourself fully on gov- 
ernment spending and then use your 


best efforts in every way available 
to work up public opinion on this 
vital subject of economy—drastic 
economy—in non-defense govern- 
ment, state and local spending. 

Now, you may not realize it, but 
the greatest influence in this coun- 
try upon Congress, is letters from 
the people “back home”. Now, if 
you are enough of a patriot—if you 
are a loyal citizen of the United 
States you will take a little of your 
time, and spend two 3-cent stamps, 
and write one letter each to your 
Senator and to your Congressman, 
protesting against this spending for 
non-defense. If you do not do it, 
you are not doing your duty. 





Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Alabama Retail Hardware Assn., 
convention and exhibit, May 17-19, 
1942, at Admiral Semmes Hotel, Mo- 
bile, Ala. J. H. Crowe, 410 N. 21st St., 
Birmingham, is secretary. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the Southern Hardware Jobbers’ Asso- 
ciation, April 20-23, at the Hotel 
Roosevelt, New Orleans, La. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary of the Manu- 
facturers’ Association, and T. W. Mc- 
Allister, 1020 Grant Bldg., Atlanta, Ga., 
is secretary of the jobbers’ association. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the National Wholesale Hardware As- 
sociation, Oct. 19-22, 1942, at the Pal- 
mer House, Chicago, Ill. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the man- 
ufacturers’ group, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., is 
secretary-treasurer of the wholesalers’ 
group. 


National Hardware Week, April 
16-25, 1942. 


National Retail Hardware Con- 
gress, July 13-16, 1942, at the Hotel 
Sherman, Chicago, Ill. Rivers Peterson 
is managing director with headquarters 
at 333 N. Pennsylvania St., Indianapo- 
lis, Ind. 


National Wholesale Hardware 
Association meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 

New York Housewares Show, July 


12-17, 1942, at the Auditorium, Atlantic 
City, N. J., sponsored by the New York 


Housewares Manufacturers’ Assn., Hotel 
Pennsylvania, New York. Mrs. Fle 
English, secretary. 

Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, April 20-23, at the Hotel 
Roosevelt, New Orleans, La. T. W. 
McAllister, 1020 Grant Bldg., Atlanta, 
Ga., is secretary of the jobbers’ asso- 
ciation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is secre- 
tary of the manufacturers’ association. 

Triple Mill Supply Convention, 
May 4-6, 1942, at the Hotel Traymore, 
Atlantic City, N. J., comprising the 
Southern Supply & Machinery Dis- 
tributors’ Assn., E. L. Pugh, 314 Vol- 
unteer Bldg., Atlanta, Ga., secretary; 
National Supply & Machinery Distrib- 
utors’ Assn., H. R. Rinehart, 505 Arch 
St., Philadelphia, Pa., secretary, and 
the American Supply & Machinery 
Manufacturers’ Assn., R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh, Pa., 
general manager. 


Sidewalk Sells Furniture 


(Continued from page 41) 


last year. Tables are carried in 
four colors, two heights and three 
diameters. Higher priced articles 
are in greater demand and twelve 
chairs priced from $2.25 to $2.50 
are sold for everyone priced at 
$1.19. Complete sets, as selected 
by customers, sell anywhere from 
$16.95 to $29.98. Last year, out- 
door gymnasium outfits were sold 
in three different price classifica- 
tions. Steel chairs were offered at 
$7.50 and $8.50 each and yachting 
chairs were priced at from $1.26 
to $2.69. 
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World's Standard for Half a Century 


CARPENTESS WOOD 


“™" SAND’S LEVELS “c"™™ 


TELL THE TRUTH 


)'S-STEV ERS 
SURFACE AND LINE 


SAND'S LEVEL & TOOL CO. 


TILE SETTERS WOOD 
AND ALUMINUM 


8631 Gratiot Ave. Detroit, Mich. Shiite 





“FACTORY eee, Oi 











BUILT-IN ACCURACY” 4 __@)_iC__ 








(es - — —— 2) WRITE 
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All triple ground in 
pure linseed oil. 30 
standard colors. In 3 
sizes of lithographed 
tubes, also cans. 
Beautiful Metal Dis- 
» play Cabinet FREE. 
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y Other Fast Sellers 












@Writefor catalog and prices 


SHEFFIELD BRONZE POWDER & STENCIL CO. 





PURE OIL COLORS 
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IMPERIAL LAWN-EDGE-TRIMMER 


The Imperial Lawn-Edge-Trimmer is a "must" item for every 
home-owner—trims straggling, over-hanging grass along sidewalk 
edges in a matter of minutes. 
Now nationally advertised in Better Homes and Gardens, 
the Imperial Lawn-Edge-Trimmer will bring quick sales to you. 
Order from your jobber now! 


IMPERIAL BIT & SNAP CO. e¢ Racine Wis. 








rofits. 
- supply YOU: 





~ MOORE PUSH-PIN COMPANY 
Since 1900 113-25 Berkley St., Phila., Pa. 
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When You Want To Be Heard— 


Speak to the right “class”— aa 
in the right paper—in the 

right way. HARDWARE 

AGE will tell your story to 
the greatest number of hard- 
ware men in the hardware 
trade. Its Classified Oppor- 
tunities Section is the place 
to put your want ad for 
quick, tangible results. 


HARDWARE ‘AGE 


Classified Oppor 


100 East 42nd St. 








New York City 

















PRIORITY! 


Guns take priority now—and so does 

Hoppe’s No. 9 — because whether 

they’re used for sport or war—guns 

must be cleaned and Hoppe’s gets the 

call. So—don’t be “just out”. See 
that you have plenty of Hoppe’s No. 9 in 
stock and don’t overlook 


Patches, Lubricating Oil 
and Gun Grease. Order 
from your jobber. 

FRANK A. HOPPE, Inc. 
2314 A North 8th St., Philadelphia, Pa. 




















Ha Saws 
Mitre Box and Back Saws 


1 Keyhole Saws 


E. C. ATKINS AND COMPANY + 413 S. ILLINOIS STREET - INDIANAPOLIS, INDIANA 
SRR A A LT ERE! Ae A a SINE I RAREST 
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Classihied Opportumitien Seckion... 





Use this section to. reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





| 


Clamrified Adwentising Rater 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... .00 
All capitals, maximum, 50 words.... 5.00 
Each additional word....... -08 
Positions Wanted 
(Special Rate) set solid, maximum 
BD GORE cecccccccecdsccosscsecs 1.00 
Each additional word............... 05 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
One inch 
Each additional inch 





DISCOUNTS FOR CONSECUTIVE 7 

4 insertions, 5% off; 8 insertions, 10% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


-@- 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
box number advertisers unless accom- 
panied by sufficient postage for remail- 




















HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


ee 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 














CAN YOU USE AN ALL 
ware man who is a producer? Have thirty years’ 
retail and road experience. Understand all lines 
of hardware. Can make up and install modern 


AROUND hard 


equipment with full knowledge of modern mer 
chandising, managing, buying, window and ad 
vertising work, etc. In perfect health and not 


Good character 
care of Hagp- 
City. 


subject to draft. Go anywhere. 
and reference. Address Box H-51, 
ware Ace, 100 E. 42nd St., N. Y 


YOUNG MAN, THIRTY-TWO YEARS 
OLD, 3A in draft, AAA in hardware experience, 
fourteen years as retail salesman, buyer and 
manager, desires new position in New York City 
that requires thorough knowledge of the ha: dware 
line Address Box H-53,. care of Harpware 
Ace, 100 E. 42nd St... N. Y. City 











NEW ITEM 
SALESMEN WANTED 


New type unbreakable magnifier, fits 
end of ordinary lead pencil. High qual- 
ity precision ground 1” lens in soft rub- 
ber mount. Already a good seller, 
getting better all the time. No priority 
problem! Salesmen who have been sell- 
ing machine tools find this a profitable 


line. Deal: $16.20 per gross to dealer, 
billed direct, salesman’s commission 
15%. Sold on display cards with one 


dozen magnifiers value 


each card, $3.00. 


MARK SPECIALTY CO. 
917 Temple Bidg., Rochester, N. Y. 


each, retail 
SAMPLE, 25¢. 














[Buriness Oppertunitien | 





WILL SELL PROFITABLE HARDWARE 
BUSINESS located within one hour of Cleveland. 


Owns its business site Selling on account of 
age of owners. Price and terms to be arranged. 
Address—James A. Farrell, 1106 Williamson 
Bidg., Cleveland, Ohio 


HARDWARE BUSINESS ESTABLISHED 
OVER FIFTY-FIVE years, located in Long 
Island, handling paints, glass, electrical and 
plumbing supplies also housewares. Would sell 
buildings or rent. Reasonable—retiring. Address 
Box H-44, care of HARDWARE AGE, 100 E.: 
42nd St.. N. Y. City. 


WIDOW WILL SELL HARDWARE 
HOUSE FURNISHINGS store established 
twenty years in South Shore Chicago. About | 
twelve thousand dollars will handle. Cash only 
considered. Wonderful proposition for one phy- 
sically able to handle. Address Box H-52, care 
of Harpware Ace, 100 E. 42nd St., N. Y. City. 


FOR SALE: HARDWARE STORE IN 
Spencer, Iowa, population about 7,000. Stock 
and store in good shape, doing fine business. All 
stock practically new. Will inventory about 
$26,000. Good line of plumbing tools. Building | 
may be rented for term of years. Good reason | 


for selling. Unusual opportunity. Address Box | 
H-49, care of Harpware Ace, 100 E. 42nd St., | 
N. Y¥. City. 

110 


PAINT DISTRIBUTORS 


Well-known quality paint manufac- 
turer for over fifty years, located in 
Pittsburgh, Pennsylvania, desires dis- 
tributors in eastern, mid-western, and 
southern states. 


Address Box H-16, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 








SALES REPRESENTATIVES 


TO COVER HARDWARE JOBBERS and 
other outlets on an item already success- 
fully launched Write full particulars in- 
cluding territory and names of jobbing firms 
you contact. Address 
UNIVERSAL HOMEWARES -‘s" goes 
15 West 24th St., New York, ¥. 
* 














NU-GLO GOLF BALL LACQUER, new sen- 
sational golf ball refinish, Unlimited possibility 
since national ban on new balls. Finest quality, 
a product of America’s foremost manufacturing 
chemists. Low retail price, brush included. Avail 
able to firm of manufacturer’s representatives 
with established connections. Address—-M.V.C 
Laboratories, Inc., Toledo, Ohio. 


WANTED SALESMAN—RAPIDLY EX- 
PANDING COMPANY doing national business 
offers fine opportunity for men calling on indus- 
trial trade, familiar with the maintenance men. 
Desirable territories open with repeat business 
protection and full mail order protection. Ad- 
vertised product. No samples to carry. Give 
full details first letter. Address Box H-48, care 
of Harpware Ace, 100 E. 42nd St., N. Y. City. 





SALESMEN—AGENTS—DISTRIBUTORS 


Well-known belt dressing manufacturer for 
over fifty years, located in New York City, 
desires salesmen selling factory supplies to 
manufacturing plants. Attractive proposition. 
All territories open. 


Address Box H-54, care of HARDWARE AGE, 
100 E. 42nd St., New York City 




















WANTED—FACTORY LINES FOR MID- 
DLE WEST. Have had thirty years’ experience 
in the wholesale hardware business, contacting 
city, state and Federal agencies and industrials. 
Headquarters in St. Louis. Address Box H-50, 
care of Harpware Ace, 100 E. 42nd St., N. Y. 
City 


MANUFACTURERS’ REPRESENTATIVE 
COVERING MID-SOUTH AND SOUTH. 
WEST territories with three salesmen desire ad 
ditional lines of established manufacturer to the 
hardware, electrical, mill supply jobbers and large 
chain outlets. Well acquainted with buyers in 
defense projects. Salesmen not subject to draft. 
Address Box H-47, care of Harpware AGeE, 100 
E. 42nd St., N. Y. City. 


There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales - producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 
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PINDUSTRY ANSWERS THE CALL! 


WY anc® 32,145 Firms With Over 


ae BB, : | 
bh ° am 17,700,000 mproyees 
ue BO eae Have Installed the... 
- we. “seeteeey sib 
BEES Aste PAY-ROLL SAVINGS PLAN 





Have YOU Started the Pay- Roll ie pik... 
Savings Plan in YOUR Company? Plan Easy to Install 


Like all efficient systems, the Pay-Roll Savings 
Plan is amazingly easy to install, whether your 
employees number three or ten thousand. 


Like a strong, healthy wind, the Pay-Roll Savings 
Plan is sweeping America! Already more than 
32,000 firms, large and small, have adopted the Plan, 
with a total of over seventeen million employees— 
and the number is swelling hourly. 


For full facts and samples of free literature, send 
the coupon below—today! Or write, Treasury De- 
partment, Section C, 709 Twelfth Street NW., 


But time is short!..More and more billions are Washington, D. C. 
needed, and needed fast, to help buy the guns, tanks, 
planes, and ships America’s fighting forces must N ow 
have. The best and quickest way to raise this money 
is by giving every American wage earner a chance to 


participate in the regular, systematic purchase of M AIL TH I 



















son C 
Defense Bonds. The Plan provides the one perfect artment. Section 
means of sluicing a part of ALL America’s income Treasury OF PNW. 
into the Defense Bond channel regularly every pay- 709-17 gto. p. C- _ wiser 
day in an ever-rising flood. We sation res 


Do your part by installing the Pay-Roll Savings the pay-Bo ee Bo at: 
Plan now. For truly, in this war, this people’s war, " ai 
VICTORY BEGINS AT THE PAY WINDOW. 


eaten aS eee 






Position: - 


J 
£ 
Compan® _ 


MAKE EVERY PAY-DAY...BOND DAY! 


U.S. Defense BONDS * STAMPS 
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PRODUCTS 


GENUINE AUE 





ve tywhe he 
HAYING TOOLS 


Hay Carriers, Carrier Track, Track Fixtures, 
Hay Forks, Hay Slings, Sling Attachments, 
Hay Pulleys, Gable Hinges, Hay Rack 
Clamps, Power Hoists, Hay Knives, etc., etc. 


Established 1879 


— aso BARN EQUIPMENT anp 


HARDWARE SPECIALTIES 
‘Guaranteed to satisfy the user’’ 


THE NEY MFG. CO., CANTON, O. 


FFS.1A 






















BRANCH HOUSE COUNCIL BLIt 








MOLDED RUBBER GOODS spectatres 


Plain and Mushroom B — Suction Rubbers 
Rubber Head Nails Toilet Seat Bumpers 
Chair Tips Crutch Tips 


7 


THE ELASTIC TIP CO. 


370 ATLANTIC AVE. 
BOSTON, MASS. 





SEND FOR CATALOG 
OF COMPLETE LINE 








Genui"® DOMES 2X SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 
4c SET-10c SET-10c SET SAVE FURNITURE 


& FLOORS - CREATE QUIET 


Name “Domes of Silence" 
on each genuine Glide. 















Domes of Silence — Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





Jobber If he 


f SILENCE. Inc., 25 


Ask your 


DOMES o 


112 
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Acme Steel Co. 

Aladdin Industries, Inc. 

Alliance Mfg. Co. 

Aluminum Goods Mfg. Co. 

American Chain & Cable 
Inc. 

American Chain Div. 

American Mfg. Co. 


Co. 


American Molded Products Co.. 


American Pad & Textile Co. 


American Steel & Wire Co. 
American Thermos Bottle Co. 


American Wire Fabrics Co. 
Ames, Baldwin Wyoming Co. ... 


Aridye Corp. ...... 
Atkins & Co., E. C. 
Atlas Ansonia Co. 
Atlas Asbestos Co. 


Baker Mfg. Co. 
Bassick Co. .. 
Berea Abrasives 
Bissell Carpet Sweeper ‘Co. 


Boston Woven Hose & Rubber Co. 


Briggs & Stratton Corp. 
Builders’ Hdwe. Text Book 


c 


Carborundum Co., The 
Carey Mfg. Co., Philip 
Cheney Hammer Co., 
Chicago Lock Co. 
Chicago Spring Hinge Co. 
Clark Mfg. Co., J. L. 


Cleveland Cooperative Stove Co. 


Henry 


Cleveland Wire Spring Co., Th 


Cole Hot Blast Mfg. Co. 
Columbia Steel Co. 
Columbian Rope Co. 
Coolerator Co., The 


Cory Glass Coffee Brewer Co. 


Crescent Tool Co. 
Cross, W. W. 


D 


Diamond Calk Horseshoe Co. 
E 


Dietz Co., R. E. 
Domes of Silence, Inc. 
Draper-Maynard Co. 


du Pont de Nemours & Co., 
© 


Edlund Co. 
Elastic Tip Co., The 


F 


Fairbanks Co., The 
Florence Stove Co. 
Franklin Glue Co. 


SG 


General Electric Co. 
Geyer Mfg. Co. 
Greenfield Tap & Die Corp. 
Greenlee Tool Co. 

Griffin Mfg. Co. 


H 


Hammond we & Chemical Co. 


Heller & Co., 


Hoppe, Inc., ay A. 


Inc., 


Hoyt & Worthen Tanning Corp. 


Huenefeld Co., The 


Ideal Cabinet Corp. 
Imperial Bit & Snap Co. 
Independent Lock Co. 
indestro Mfg. Co. 
Indiana Steel & Wire Co. 


J 


Jackson Mfg. Co. 
Johnson Steel & Wire Co., 


Inc, 


7 


8! 
69 
66 
3 


24 
Wl 


n 


8 
16 


- 106 


8-9 
109 
88 
75 


18 
87 


4 
Kampa Mfg. Co. .... 105 
Kawneer Co., The 8! 
Keystone Steel & Wire Co. 19 
L 
Lennan, Inc., Wm. H. . 103 
Lucas & Co., John ms 
uM 


McCormick Sales Co. (Iron Glue) 98 
McCormick Sales Co. (Red Ar- 


_. Bee eae See % 
Master Lock Co. . er A 
Miller, Inc., 0 SSN eae Ge 112 
Moore Push Pin Co. . 109 
Morse Twist Drill & Machine Co. 94 
Mortell Co., J. W. . 100 
Multi Products Co. 73 
Myers & Bro. Co., The F. E. 12 

N 
National Mfg. Co. 13 
National Screen Co. osabe 7 
Ney Mfg. Co. 112 
Nicholson File Co. 26 
oO 
Oxford Tool Co. ‘ 108 
P 
Porter, Inc., H. K. 93 
Power King Tool Corp. 9 
Prime Mfg. Co. 84 
Progressive Mfg. Co. , 24 
R 
Railway Express (Air Express 

Div.) : ; ; 20 
Ray-O-Vac Co. 63 
Remington Arms Co., Inc. . 47 


Reynolds Wire Co. i 
Russell, Burdsall & Ward Bolt & 


Nut Co. ‘ 55 
s 
Sand's Level & Tool Co. 109 
Schalk Chemical Co. él 
Schatz Mfg. Co. . 18 
Scholihorn Mfg. Co. ; 24 
Sheffield Bronze Powder & Sten- 
cil Co. ‘ as. 
Sherman Mfg. Ca, H. B. 83 
Simonds Saw & Steel Co. 59 
Socony-Vacuum Co. ; asd te 
Sparks-Withington : 103 
Stanley Tools 5 
Stanley Works a 
Stewart Iron Wks. . eee 
Superior Fastener Corp. 108 
Swift & Co., (Vigoro Div.) 74 
T 
Tanglefoot Co. 7 
Tobacco By-Products Corp., Inc. 93 
Toro Mfg. Corp. 71 
Troy File Works . 108 
Turner, Seymour Mfg. Co. bi) 
U 
Union Hardware Co. 72 
Union Steel Prod. Co. 93 
U. S. Steel Corp. ... 17 
v 
Vichek Tool Co., The 82 
w 
Warner Mfg. Co. 105 
Whitney Carriage Co., F. A. 90 
Wickwire Spencer Steel Corp. 15 
Wickwire Bros. 4 


Witt Cornice Co. 87 
Wright Steel & Wire Co., G. F.. 105 


Y 





Yale & Towne Mfg. Co., The 3 
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NOW at the New 
Low Price of $200 


Was $300—Now $200 
New Price Effective April 1, 1942 


On ’MNWA 





awa 


You ean save §1°9° 
by ordering your 
copy today 





Out 


WILDERS 
MARDWARE 


AON H.BROWNELE 


ee ee ol 









stmo 


You will want this book for your files and 
for use during the years to come as it is a 
source of complete, authentic, easy to read in- 
formation on all phases of Builders’ Hard- 
ware. 





ao 





ou 








You wili be shown how to start a Builders’ Hardware Check This 
Department with a modest $500 stock—how to read the PARTIAL LIST OF CONTENTS 
blue prints and take off plans—specify jobs, work with 60 Chapters 
home owners, contractors and architects—how to set up 220 Pages—size 8!/2 x 1 I!/2—cloth bound to 
your department capable of servicing all the needs of your withstand hard use 
community from the average home to schools, churches, Working Blue Print—size 25 x 11!/2 inches 
hotels, office buildings, etc.—how to stock and display this Glossary of more than 300 Technical Builders’ 
line so that it will bring you into contact with every home Hardware terms—Cross Reference Index 
owner in your neighborhood and how to turn him into a 38 inch pull-out chart comparing 61 Builders’ 
permanent customer for your store for all his other hard- Hardware Manufacturers’ finishes with 


U. S. Standard Symbols 


ware requirements. 
” Comparative Charts which show you how to 


This book will give you a better understanding of and match other manufacturers’ products 
help you sell more Builders’ Hardware. It will also help which may be specified, with the items of 
you train your clerks to become better salesmen, more the line you handle, such as: 
alert to the profit possibilities this line carries. Butts . 

iv . 4 Jamb-Floor and Checking Floor Hinges 

t’s a handy book you will constantly refer to—especially dintinn Ott Mase indie aad Latah 
the comparative charts which will save you many times the Mortise Cylinder Coihe anil Uatehes 
cost of the book, in time and trouble. Trim for Mertise Locks 


Double Hung Window Hardware 
Liquid Door Closers 

Se oe Floor Hinges— concealed and semi- 
peas! oer Pf on 6F oe RY -- concealed door closers 


Order your copy now, use the coupon below 








7 

| HARDWARE AGE ' Lavoratory Hardware 
4 100 East 42nd St., New York, N. Y. ' Suggested Lists of Locks for Use in: 
# Please send me... _.copies of "TAKING THE MYSTERY OUT OF 5 Office and Apartment Buildings 
a BUILDERS' HARDWARE" by Adon H. Brownell. | will pay the Postman ! School Buildings 
H $2 each, plus a few cents postage. (Canada and Foreign Countries $3.50.) 8 Hotels 
' NAME ‘ Hospital and Asylum Buildings 
S sponses | | More than 600 Illustrations, Charts and 
. ‘ aN J re ‘ ll ‘ Tables : 
§ CITY. i eesphlbeGaiek « ips Dy 5 Aida RE bel aes 1 | 27 Illustrations of Different Builders’ Hard- 
‘ (1) Check here if you enclose payment, in which case we pay postage - ware Display Rooms 

SSS SS SS SSS SSS SSS SSS SSS SEB eee eee eee eee eee 
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You can depend on the J 





AND 


COOPERATION; 





SERVICE | 


OBBERS SALESMAN 


viene LAG FLYING 


In good times and bad, in war time and 

peace —there will always be the manu- 

facturer-jobber-retailer system of distribution... 

which, in the words of George Griffiths, Presi- 

dent of Hardware Age, “Is stronger today than 
at any time in its history.” 

As manufacturers of VIKO and COMET 
aluminum, even though our production of cook- 
ing utensils at present is suspended, we are 
fully aware of our responsibility to this reliable, 
time-tried distribution system. It is our aim to 
help it function to the best interests of every- 
one concerned. 

Weare particularly mindful of the efforts of the 
Jobber’s Salesman who has always contributed 
so much to make this cause successful. And it 
is to him that we continue to pay tribute. 


He is helping you and he is helping us to 
keep the flag flying. 


ALUMINUM GOODS MFG. CO. 
MANITOWOC, WISCONSIN 


\y 0 


THE GUARANTEED ALUMINUM 
A MIRRO PRODUCT 








THE POPULAR ALUMINUM 
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JOHN LUCAS & COMPANY, inc. 








New Spring Painting Guide and 5 New Window Displays 
Introduce Startlingly Different Merchandising Ideas 


« The war is driving home a big lesson to all of 
us. We must make everything we own last longer. 
Your customers are going to take better care of 
their homes. They’re going to do more painting 

. inside and out . . . providing you show them 
how easy it is. 


« That’s the purpose of the new Lucas Spring 
Painting Guide. Step by step it tells the amateur 
simply and quickly how to get the best results on 
any job! It’s chock full of painting information. 
How to prepare any surface for any finish. 
How to apply each finish. Crammed with short 
cuts to better jobs on exteriors, interiors, floors, 
furniture. 4 pages lavishly illustrated in color! 
Easy to read! Easy to follow! And it sells 
30 Lucas Products! 


« But the new Spring Painting Guide is only one 
idea in the Lucas oy Merchandising Campaign. 
There are five new, different Window Displays 
that tie-in with it at the Point of Sale. There are 
Paint Pattern Color Schemes for every room in 
the home that sell a wide range of paints. There’s 
Cooperative Newspaper Advertising backed up by 
aggressive Direct Mail features that bring more 
people into your store. There’s much more—too 
much to print it all here! 


e It all boils down to helping you offset sales 
losses on restricted items, by increasing your 
paint sales! Get all the good news now! Mail the 
coupon today! 


FOR DETAILS SEND COUPON NOW! 


JOHN LUCAS & CO., Inc., 42-H9 
322 Race Street, Philadelphia, Penna. 


Send me samples of your “Spring Painting Guide” 
and information about your new Window Displays 
and other Spring Merchandising Features. 


ADMINISTRATION OFFICES » PHILADELPHIA, PENNSYLVANIA 
OFFICES, FACTORIES, WAREHOUSES IM PRINCIPAL CITIES 




















_ 


* TABLE TOP RANGE 
with ‘‘GLASS-IN-OVEN-DOOR’’ 


Coupon Today FOR PRICES AND 


CATALOG OF COMPLETE NEW BOSS LINE. 


‘O9s 
HUENEFELD CO. 
Cincinnati, Ohio 


Please send catalog and details of 
1942 BOSS PROFIT PROPOSITION. 


KEROS 
RANG 


x 
Only BOSS 


has the new 


“Glass-in-Oven-Door’ 
The foremost 
feature found 


{Rn 


KEROSENE 
RANGES 


* 


BOSS MEANS Complete ~ 
Line of COOKING STOVES 
RANGES - OVENS - HEATERS 


ele), ie] ag N, fed 3 RANGETTE 


WITH *"GLASS IN WITH *“GLASS IN fi 


OVEN DOOR” o)'4 4, Beele) 
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CABINET STOVE SHELF -MANTEL STOVE 
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